Volume  7,  Number  3 


An  IDG  Communications  Publication 


January  15, 1990 


1  LLl  STRATION  COURTESY  OF  NASA 

The  Space  Station  Freedom  in  orbrt  above  the  Earth. 


FDDI  at  the  final  frontier; 
IBM  netiwrks  space  station 

Advanced  IBM  LAN  products  pass  NASA  tests, 
paving  way  for  commercial  introduction  this  fall. 

By  Laura  DiDio 

Senior  Editor 


HP  rolls  out  RISC 
servers,  net  software 

Client/server  architecture  will  enable  users  to 
distribute  processing  between  minis  and  PCs. 

By  Jim  Brown 

Senbr  Editor 


Kodak  turns 
nets  over  to 
IBM  and  DEC 

By  Bob  Brown 

_ Senior  Editor _ 

ROCHESTER,  N.Y.  —  Eastman 
Kodak  Co.  last  week  said  it  will 
hand  over  management  of  its 
worldwide  SNA  networks  to  IBM 
and  enlist  Digital  Equipment 
Corp.  to  take  control  of  its  wide- 
area  voice  net  and  other  non-IBM 
data  networks. 

The  deals  follow  on  the  heels 
of  a  contract  Kodak  awarded  IBM 
last  summer.  Analysts  labeled  it  a 
watershed  event  because  of  Ko- 

See  related  story 
Page  4 

dak’s  reputation  as  a  leading- 
edge  user. 

“It  will  forever  change  the  way 
computing  systems  are  bought 
and  the  way  computing  depart¬ 
ments  are  managed,”  said  How¬ 
ard  Anderson,  managing  director 
of  The  Yankee  Group,  a  Boston- 
based  market  research  firm.  “Ev¬ 
ery  major  company  in  America 
will  be  evaluating  outsourcing 
during  the  next  six  months.” 

Kodak  said  it  expects  the  con¬ 
tracts  to  enable  the  company  to 
focus  its  energies  on  what  it 
knows  best.  “We  came  to  realize 
that  we  shouldn’t  be  running  a 
network  because  it’s  not  part  of 
our  core  business  strategy,”  said 
Henry  Pfendt,  Kodak’s  director  of 
information  technology  services. 
( continued  on  page  61) 


HOUSTON  —  The  National 
Aeronautics  and  Space  Adminis¬ 
tration  will  install  an  IBM  1 OOM 
bit/sec  FDDI  LAN  on  the  Space 
Station  Freedom  to  link  systems 
used  to  control  and  manage  the 
station. 

The  space  station,  which  will 
be  America’s  first  permanent  out¬ 
post  in  space,  won’t  be  launched 
and  fully  operational  until  1995. 
But  IBM  has  already  successfully 
tested  and  begun  supplying  NASA 
with  crucial  Fiber  Distributed 
Data  Interface  components  for 
the  mission,  according  to  Gene 
Ryland.  Ryland  is  an  analyst  at 


Lockheed  Engineering  and  Sci¬ 
ences  Co.,  which  is  working  with 
NASA  on  the  FDDI  tests. 

IBM’s  early  successes  with  its 
FDDI  components  for  the  space 
station  bode  well  for  commercial 
users.  Sources  within  IBM,  who 
asked  not  to  be  identified,  said 
that,  ba§ed  on  successful  FDDI 
tests  at  both  NASA  and  the  Centre 
for  European  Nuclear  Research  in 
Geneva,  IBM  plans  to  introduce 
general-purpose  FDDI  products 
in  late  fall. 

John  Baltz,  IBM’s  manager  of 
future  local-area  network  pro¬ 
grams  in  the  Communications 
Line  of  Business  group  in  Re- 
(continued  on  page  61) 


NEW  YORK  —  Hewlett-Pack¬ 
ard  Co.  last  week  unveiled  1 1  new 
RISC-based  local-area  network 
servers  as  well  as  client/server 
software  that  makes  it  possible  to 
split  application  processing  tasks 
between  the  servers  and  LAN-at¬ 
tached  microcomputers. 

The  servers,  introduced  as 
part  of  HP’s  single  largest  sys¬ 
tems  announcement  ever,  are 
new  models  of  the  HP  3000  and 
HP  9000  minicomputers  precon¬ 
figured  with  network  software 
and  Ethernet  interfaces. 

The  machines  are  based  on 
HP’s  Precision  Architecture  —  an 
implementation  of  Reduced  In¬ 
struction  Set  Computer  techno¬ 
logy  —  and  offer  three  to  four 
times  more  power  than  previous 
models  in  the  minicomputer  line. 

The  client/server  software, 
VPLUS/Windows,  includes  server 
and  workstation  components 
that  enable  HP  3000  servers  to 
off-load  screen  management  and 
forms-generation  tasks  to  user 
workstations. 

The  software  makes  it  possible 
to  customize  the  end-user  inter¬ 
face  on  the  microcomputer  and 
save  server  processing  cycles. 

With  terminal-to-host  mini¬ 
computer  on-line  transaction 


processing  applications  such  as 
order  entry,  screen  management 
tasks  account  for  as  much  as  50% 
of  the  required  processing  power, 
said  Robert  Cameron,  associate 
director  of  research  at  Dataquest, 
Inc.’s  Northeast  office  in  Boxbor- 
ough,  Mass. 

/ continued  on  page  63 ) 
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New  options 
muddle  net 
optimization 

By  Bob  Wallace 

_ Senior  Editor _ 

Rate  chum,  off-tariff  pricing 
deals  and  constant  change  have 
made  optimizing  networks  for 
cost  a  long,  arduous  process,  if 
not  something  of  a  black  art. 

Users  trying  to  reduce  costs 
are  reconfiguring  their  nets,  cut¬ 
ting  special  deals  with  carriers 
and  agreeing  to  certain  types  of 
contracts  that  offer  discounts  in 
return  for  traffic  commitments. 

But  keeping  on  top  of  the 
game  is  becoming  more  difficult 
because  of  the  burgeoning  list  of 
available  options.  Besides  con¬ 
tending  with  the  usual  rate  fluctu¬ 
ations  and  the  advent  of  new  tech¬ 
nologies,  managers  must  now 
weigh  the  potential  benefits  of 
such  things  as  off-tariff  pricing 
deals,  outsourcing,  buying  con¬ 
sortium  bargains  and  promotion¬ 
al  discounts. 

/ continued  on  page  60 ) 
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Cellular  service  options 
merit  close  user  scrutiny 


By  Daniel  Briere 
Special  to  Network  World 

Many  businesses  are  still  re 
luctant  to  embrace 
mobile  personal 
communications. 

They  prefer  older 
radio  technologies 
or  avoid  mobile 


communications, 
thinking  it  is  too  ex¬ 
pensive.  But  as 
prices  drop,  compa¬ 
nies  should  take  an¬ 
other  look  at  the 
varied  benefits  of  cellular  com 
munications. 


In  the  past,  only  the  elite 
could  afford  cellular  tele¬ 
phones.  Initial  models  cost  over 
$2,000,  and  per- 
minute  costs  were 
exorbitant. 

Today,  cellular 
phones  are  becom¬ 
ing  as  common  as 
microwave  ovens. 
Monthly  charges 
are  as  low  as  cable 
television  fees,  and 
usage  rates  are 
quite  reasonable. 
Many  people  undoubtedly  re- 
( continued  on  page  38 ) 


3Coin  behind  Microsoft/IBM 
plan  to  meld  LAN  strategies 

The  companies  hope  a  consistent  LAN  Manager 
approach  will  spur  applications  development. 


By  Bob  Brown 

_ Senior  Editor _ 

FRAMINGHAM,  Mass.  — 
3Com  Corp.  executives  last  week 
said  the  company  will  support  an 
effort  by  Microsoft  Corp.  and  IBM 
to  develop  a  unified  version  of 
LAN  Manager  in  an  effort  to  spur 
development  of  applications  for 
LAN  Manager  nets. 

Separately,  3Com  announced 
the  creation  of  a  four-member  Ex¬ 
ecutive  Committee  that  will  run 
the  firm  on  a  day-to-day  basis, 
carry  out  its  strategic  operating 
plan  and  speed  decision  making. 


Last  November,  Microsoft  and 
IBM  said  they  planned  to  adopt  a 
consistent  systems  software 
strategy  and  to  merge  LAN  Man¬ 
ager  with  IBM’s  LAN  Server  im¬ 
plementation.  3Com,  which  de¬ 
veloped  LAN  Manager  in  tandem 
with  Microsoft,  was  conspicu¬ 
ously  absent  from  that  announce¬ 
ment,  fueling  reports  of  a  rift 
between  the  two  companies. 

By  supporting  a  unified  ver¬ 
sion  of  LAN  Manager,  in  which 
LAN  Manager  OEMs  support  the 
same  programming  interfaces 
( continued  on  page  62 ) 


RBHC  staff  reductions  a 
mixed  blessing  for  users 


By  Bob  Brown 
and  Gail  Runnoe 

Network  World  Staff 

WASHINGTON,  D.C.  —  Re¬ 
cent  work  force  reductions  by  the 
regional  Bell  holding  companies 
will  likely  benefit  users  over  time, 
although  customer  service  may 
suffer  in  the  short  term,  analysts 
said  last  week. 

Over  the  past  month.  Bell  At¬ 
lantic  Corp.,  US  West,  Inc.,  Nynex 
Corp.  and  Pacific  Telesis  Group 
have  enacted  or  announced  staff 
reduction  plans,  including  early 
retirement  incentives,  aimed  at 
trimming  all  levels  of  manage¬ 
ment.  All  told,  the  plans  could  cut 
as  many  as  18,000  jobs  at  the  four 
carriers. 

Most  observers  say  these  mea¬ 
sures  will  benefit  users  by  speed¬ 


ing  decision  making  within  the 
telephone  companies,  making 
them  more  responsive  to  custom¬ 
er  needs.  The  changes  will  also 
lower  operating  costs  —  provid¬ 
ing  funds  the  carriers  may  funnel 
into  new  services  and  network 
upgrades. 

“If  [the  RBHCs]  can  eliminate 
tiers  of  management  between 
customers  and  decision  makers, 
then  it’s  all  for  the  good  of  the 
customer,’’  said  Peter  Bernstein, 
a  senior  analyst  at  Probe  Re¬ 
search,  Inc.,  a  market  research 
firm  in  Cedar  Knolls,  N.J. 

Nynex  and  Bell  Atlantic  ac¬ 
knowledged  that  their  moves 
were  designed  to  eliminate  layers 
of  management.  “We  wanted  to 
cut  the  number  of  managers  from 
( continued  on  page  60 ) 


Superservers  a  threat  to 
tr^itional  server  suppliers 

Technology  emerges  to  meet  evolving  user  needs. 


By  Bob  Brown 
and  Gail  Runnoe 
Network  World  Staff 

The  emergence  of  so-called 
LAN  superservers  is  putting  pres¬ 
sure  on  traditional  computer  ven¬ 
dors,  which  will  likely  respond  to 
the  superserver  threat  with  re¬ 
configured  versions  of  existing 
product  offerings. 

Industry  analysts  say  there  is  a 
rapidly  developing  market  for  su¬ 
perservers  designed  to  meet  the 
needs  of  high-end  local-area  net 
users,  including  those  moving  to 
a  client/server  environment. 

Superservers  —  which  sup¬ 
port  multiple  processors,  main¬ 
frame-class  mass  storage  and 
other  advanced  features  —  boast 
greater  horsepower  than  servers 
based  on  a  personal  computer  ar¬ 


chitecture  and  a  better  price /per¬ 
formance  ratio  than  minicom¬ 
puters  or  mainframes  positioned 
as  servers. 

Traditional  computer  vendors 
say  they  recognize  the  growing 
user  need  for  more  powerful 
servers.  But  they  insist  they  are 
meeting  current  needs  with  exist¬ 
ing  products  and  will  continue  to 
enhance  these  systems  as  users’ 
requirements  evolve. 

Analysts  say  it’s  unlikely  com¬ 
puter  vendors  such  as  IBM  and  Di¬ 
gital  Equipment  Corp.  will  offer 
their  own  superservers  for  fear  of 
hurting  sales  of  existing  products. 
They  say  vendors  will  probably 
respond  with  souped-up  versions 
of  current  server  offerings. 

“Computer  vendors  are  going 
( continued  on  page  62) 


Briefs 


AT&T  files  yet  another  Tariff  1 2  plan. 

AT&T  last  week  filed  its  31st  Tariff  12  custom 
network  plan,  a  contract  projected  to  be  worth  $  1 57 
million  over  five  years.  AT&T  withheld  the  name  of 
the  customer.  The  network  will  support  voice  and 
data  traffic  among  the  user’s  domestic  and  interna¬ 
tional  locations.  It  includes  560  data  lines,  of  which 
508  will  support  speeds  of  9-6K  bit/sec  or  less. 
AT&T  also  confirmed  the  identity  of  two  earlier  Tar¬ 
iff  1 2  customers  — J.C.  Penney  Co.,  Inc.  and  Primer- 
ica  Corp.  The  J.C.  Penney  contract  is  worth  a  mini¬ 
mum  of  $31.8  million  for  five  years,  while  the 
Primerica  deal  is  worth  a  minimum  of  $51.18  mil¬ 
lion  over  three  years. 

Net  co-op  answers  church’s  prayers. 

The  First  Church  of  Christ,  Scientist  in  Boston  last 
week  said  it  has  joined  the  American  Business 
Network  Limited  Partnership,  a  buying  cooperative 
that  combines  the  purchasing  power  of  its  6l 
members  to  secure  network  equipment  and  service 
discounts.  The  church  could  reduce  its  annual  $2.5 
million  telecommunications  expenditures  by  as 
much  as  $100,000  by  buying  through  the  consor¬ 
tium,  according  to  Earl  Potts,  manager  of  The  First 
Church  of  Christ’s  Communications  Division. 

3Com  promises  NetWare  ties.  3Com 
Corp.  officials  last  week  said  they  are  looking  into 
the  feasibility  of  adding  support  for  the  Inter¬ 
network  Packet  Exchange  (IPX)  transport  protocol 
in  arch-rival  Novell,  Inc.’s  NetWare  to  3  +  Open  LAN 
Manager’s  Demand  Protocol  Architecture  (DPA). 


The  DPA  software  runs  in  the  3  +  Open  client,  en¬ 
abling  the  workstation  to  load  and  unload  a  number 
of  transport  protocols  as  needed  without  rebooting. 
Adding  IPX  to  the  protocol  stack  in  DPA  would  en¬ 
able  3  + Open  client  workstations  to  access  both 
LAN  Manager  and  NetWare  servers  across  the  same 
network. 

CSC  to  expand  Infonet  in  Japan.  Com¬ 
puter  Sciences  Corp.  last  week  said  it  sold  a  5%  own¬ 
ership  stake  in  its  infonet  international,  value-add¬ 
ed  network  to  Kokusai  Denshin  Denwa,  Ltd.  (KDD), 
a  Tokyo-based  international  carrier.  A  spokesman 
said  that  as  part  of  the  agreement,  Infonet  will  ex¬ 
pand  its  X.25  network  in  Japan  by  linking  its  one 
Japanese  node  with  the  extensive  X.25  network  op¬ 
erated  in  the  country  by  KDD.  The  Japanese  carrier 
joins  the  ranks  of  eight  other  foreign  carriers  that 
own  a  total  of  65%  of  Infonet. 

Harris  unloads  data  group.  Harris  Corp. 
of  Melbourne,  Fla.,  last  week  said  it  sold  its  Data 
Communications  Division  and  Lanier  Business  Sys¬ 
tems  unit  as  part  of  a  previously  announced  restruc¬ 
turing.  The  Data  Communications  Division,  which  is 
based  in  Dallas,  was  sold  to  Adacom  Corp.,  which 
markets  hardware  and  software  products  for  the 
IBM  3270  market.  The  Data  Communications  Divi¬ 
sion  is  a  supplier  of  terminals,  controllers  and  per¬ 
sonal  computer  network  products.  Lanier  Business 
Systems,  an  Atlanta-based  unit  of  Harris’  Lanier 
Worldwide  subsidiary,  was  sold  to  Syntrex,  Inc.,  an 
Eatontown,  N.J.,  network  systems  integrator.  □ 
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Mother’s  Day.  To  florists  it’s  life  in  the  fast  lane. 


optic  network  (using  Northern  Telecom  DMS  250  and  300  switches) 


And  the  driving  force  behind  it  all  is  information.  Because 


dramatically  improved  throughput  and  access  to  FTD’s  14,000  member 


sending  flowers  means 


sending  data  over  long 


distance  networks.  Networks 


that,  because  of  tremendously 


high  traffic,  cannot  always  pro- 


Hflw  Spint  helped 

over  2j[)0Q000 


terminals.  As  a  result. 


FTD  processed  orders 


more  successfully  than  ever  before. 


cess  orders  in  time. 


Which  is  why 


this  Mother’s  Day, 


FTD*  switched  their 


expectent  mothers 
witii  their  deliveries. 


And  over  two  million  mothers  re¬ 


ceived  brightly  colored  bundles  of  joy. 


We  can  go  on  but 


thaft  really  what  Sprint 


Account  Managers  are  for. 


So  why  not  give  yours 


Mercury  Network*  system  to  US  Sprint*  A  move  of  no  small  consequence  a  call.  Chances  are  we  can  bring  your  business  into  the  world.  That 


because  the  results  were,  to  say  the  least,  fruitful. 


In  fact,  it  proved  to  be  the  ultimate  arrangement  of  flora  and 


fiber  optics.  Thanks  to  Signalling  System  Seven,  Sprint’s  all  digital  fiber 
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is,  to  say,  the  new  world  of  US  Sprint. 
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Codex  unveils  half-price 
modem  at  19  2K  hit/ sec 


Telecom*USA  plans  to  buy 
Allnet’s  parent  company 

Carrier  to  acquire  ALC  Communications  for  $140m. 


By  Paul  Desmond 

_ Senior  VWter _ 

CANTON,  Mass.  —  Codex 
Corp.  last  week  unveiled  a  19.2K 
bit/sec  leased-line  modem  priced 
at  $2,995,  nearly  50%  less  than 
the  company’s  previous  19. 2K 
bit/sec  offering. 

The  new  Model  3380  is  a 
leased-line  modem  that  has  diag¬ 
nostic  capabilities  but  is  not  sup¬ 
ported  by  Codex’s  net  manage¬ 
ment  systems.  Still,  its  price 
represents  a  dramatic  drop  from 
the  $5,250  price  tag  of  Codex’s 
Model  2382,  the  company’s  pre¬ 
vious  1 9. 2K bit/sec  modem  in  the 
same  category.  The  3380  is 
priced  to  attract  users  of  9 .6K  bit/ 
sec  modems  of  similar  function¬ 
ality,  according  to  Codex. 

Analysts  said  the  debut  of  the 
3380  could  force  competing  mo¬ 
dem  vendors  to  drop  the  price  of 
their  19. 2K  bit/sec  modems. 

“Probably  by  the  end  of 
March,  we’ll  see  announcements 
in  response  to  this,’’  said  Larry 
Cynar,  an  analyst  with  San  Jose, 
Calif. -based  Dataquest,  Inc.  “I 
would  be  surprised  if  we  don’t  see 


By  Wayne  Eckerson 

_ Senior  Wtiter _ 

Many  companies  spend  hun¬ 
dreds  of  hours  examining  the  fi¬ 
nancial  justifications  for  farming 
out  network  functions,  but  few 
are  prepared  to  deal  with  the  staff 
problems  that  can  arise  once  an 
outsourcing  decision  is  an¬ 
nounced. 

Without  proper  planning  and 
lots  of  communication,  morale 
can  plummet  and  many  staffers 
might  resign  rather  than  transfer 
to  a  vendor  company  or  continue 
to  stay  aboard  what  they  believe 
is  a  sinking  ship. 

Some  advice 

To  avoid  a  crisis,  companies 
need  to  disseminate  as  much  in¬ 
formation  as  possible  to  allay  em¬ 
ployee  fears.  Employees  need  to 
know  whether  they  will  be  laid  off 
or  transferred  to  the  vendor  com¬ 
pany,  whether  they  will  keep 


similar  product  announcements 
coming  out  of  NEC  [Corp.],  Fu¬ 
jitsu  [Ltd.]  and  vendors  like  that.” 

Thomas  Hayes,  director  of 
marketing  at  Codex,  echoed  Cy- 
nar’s  assessment. 

“Essentially,  what  we’re  doing 
is  forward  pricing,”  Hayes  said. 
“The  prices  of  19. 2  K  leased-line 
modems  are  going  to  come  down, 
and  Codex  is  leading  that.” 

Codex  is  able  to  offer  its  3380 
at  $2,995  thanks  to  an  improved 
manufecturing  process  that  cuts 
production  costs. 

Codex  is  not  likely  to  cut  the 
$1,650  list  price  of  its  9-6K 
bit/sec  modem,  which  has  ftmc- 
tions  similar  to  those  of  the  new 
3380.  The  company  expects  users 
of  9-6K  bit/sec  modems  to  buy 
the  3380  and  cost- justify  it  by  us¬ 
ing  fewer  leased  lines. 

“The  users  out  there  running 
9.6k  bit/sec  have  been  doing  so 
because  the  cost  of  moving  to  a 
faster  speed  has  been  prohibi¬ 
tive,”  Hayes  said.  “This  changes 
that  significantly.” 

Cynar  said  the  final  price  of 
the  3380  could  be  much  less  than 


their  salary  and  pension,  and 
what  rank  they  will  hold  in  the 
new  company. 

More  importantly,  employees 
should  be  given  strong  financial 
incentives  to  stay  on  during  the 
transition  period. 

Learning  the  hard  way 

Merrill  Lynch  &  Co.,  Inc. 
learned  these  lessons  the  hard 
way.  In  September,  the  financial 
services  firm  announced  its  in¬ 
tention  to  let  MCI  Communica¬ 
tions  Corp.  and  IBM  enhance  and 
operate  its  network  management 
facilities.  Under  the  agreement, 
about  half  of  Merrill  Lynch’s 
network  management  personnel 
were  to  be  transferred  to  the  ven¬ 
dors’  payrolls  (“Merrill  Lynch  to 
farm  out  its  net  management  du¬ 
ties,”  iVlT,  Sept.  1, 1989). 

But  top  information  systems 
executives  at  Merrill  Lynch  re¬ 
cently  backed  away  from  their 


the  $2,995  list  price  because  Co¬ 
dex  dealers  will  likely  pay  a  lot 
less  than  that  for  the  modem. 

“I  would  say  their  dealers 
are  paying  somewhere  around 
$  1 ,600  or  $  1 ,700  for  that  unit,  so 
they  could  probably  sell  it  at 
$2,000  or  $2,200  and  still  be 
making  money  on  it.” 

The  3380  has  the  same  fea¬ 
tures  as  Codex’s  2382,  such  as  a 
two-channel  internal  multiplex¬ 
er,  which  is  expandable  to  six 
channels,  and  automatic  dial 
backup  and  restoral. 

However,  the  3380  has  a  diag¬ 
nostic  restoral  feature  that  lets 
the  modem  look  at  the  signal-to- 
noise  ratio  on  the  leased  line. 
When  the  modem  is  in  dial  mode 
following  a  leased-line  failure, 
this  feature  ensures  that  the  qual¬ 
ity  of  the  leased  line  is  sufficient 
to  carry  data  before  the  modem 
switches  back  to  the  leased  line. 

Also  new  with  the  3380  is  the 
ability  to  configure  remote  mo¬ 
dems  from  the  local  modem. 
“That’s  significant,”  Hayes  said. 
“It  saves  the  cost  of  having  to 
send  people  out  to  the  remote  lo¬ 
cation  to  configure  the  modem.” 

The  Model  3380  is  scheduled 
to  ship  next  month.  Volume  dis¬ 
counts  and  leasing  are  available, 
and  the  product  is  backed  Iw  an 
on-site,  one-year  warranty.  tJ 


plan  to  move  employees  to  IBM 
and  MCI.  According  to  DuWayne 
Petersen,  chief  information  of¬ 
ficer  at  Merrill  Lynch,  the  deci¬ 
sion  to  farm  out  network  manage¬ 
ment  caused  many  key  staffers  to 
resign,  leaving  the  department 
shorthanded. 

“We  are  a  little  bruised  right 
now,  and  it  will  be  some  time  be¬ 
fore  we  come  back  and  visit  this 
issue  [of  transferring  employ¬ 
ees],”  Petersen  said.  “We  have  to 
reestablish  our  network  manage¬ 
ment  organization.” 

A  source  at  the  company  said 
the  network  agreement  created  a 
lot  of  confusion  among  staffers 
about  who  would  lose  or  keep 
their  Job,  who  was  going  to  be 
transferred  to  a  vendor  company 
and  in  what  capacity. 

The  source  also  said  that  an  in¬ 
ternal  memo  issued  last  summer 
announcing  the  company’s  out¬ 
sourcing  plans  angered  many  em¬ 
ployees  because  it  didn’t  recog¬ 
nize  people  who  had  worked  hard 
for  many  years  at  the  company 
and  might  be  laid  off  or  trans¬ 
ferred. 

Nothing  but  dollars 

While  communication  is  vital 
to  managing  staff  during  an  out¬ 
sourcing  deal,  financial  incen¬ 
tives  may  be  more  important. 

Last  March,  American  Stan¬ 
dard,  Inc.  announced  itwas  hand¬ 
ing  over  its  wide-area  network 
and  data  center  operations  to  two 
vendors  and  laying  off  all  110 
employees  working  in  those  ar¬ 
eas.  At  the  same  time,  it  told  em¬ 
ployees  the  amount  of  severance 
pay  they  would  receive  and  their 
last  date  of  employment. 

( continued  on  page  63 ) 


By  Bob  Brown 

_ ^nior  Editor _ 

ATLANTA  —  Telecom*USA, 
Inc.,  the  nation’s  fourth  largest 
long-distance  carrier,  last  week 
said  it  plans  to  acquire  ALC  Com¬ 
munications,  parent  company  of 
long-haul  carrier  Allnet  Commu¬ 
nications  Services,  Inc.,  for  $140 
million. 

Under  the  terms  of  an  agree¬ 
ment  signed  by  the  two  compa¬ 
nies,  ALC  will  become  a  subsi¬ 
diary  of  Telecom*USA  and  will 
continue  to  serve  its  existing  mar¬ 
kets  in  the  Northeast,  upper  Mid¬ 
west  and  West  Coast. 


ICAandNW 
honor  net 
innovators 

The  Feb.  1  entry  deadline 
for  International  Communica¬ 
tions  Association  (\Qk)/ Net¬ 
work  World’s  Call  for  Innova¬ 
tion  is  fast  approaching. 

Through  the  Call  for  Inno¬ 
vation,  ICA  and  Network 
World  honor  network  profes¬ 
sionals  in  ICA  member  compa¬ 
nies  for  creatively  applying 
network  technology  to  solve 
problems  and  create  new  busi¬ 
ness  opportunities. 

Pail  For 

inn«vaTion 


Winners  of  the  fourth  annu¬ 
al  Call  for  Innovation  program 
will  have  the  opportunity  to 
present  their  projects  to  the 
ICA  membership  at  a  featured 
session  during  the  ICA  1990 
conference  to  be  held  May  20 
to  25  in  New  Orleans.  ICA  will 
publish  a  journal  of  all  quali¬ 
fied  Call  for  Innovation  pa¬ 
pers,  and  presentations  will  be 
considered  for  publication  in 
ICA’s  award-winning  Com¬ 
munique  publication. 

If  you’re  not  sure  whether 
your  company  is  an  ICA  mem¬ 
ber,  call  ICA  at  (800)  422- 
4636.  You  may  also  contact 
ICA  if  your  company  is  not  a 
member  but  would  like  to  join 
and  participate  in  the  Call  for 
Innovation  event. 

For  more  information  and 
an  entry  form,  call  Cheryl  or 
Tracy  at  Network  World  at 
(800)622-1108. 

Don’t  be  left  out.  Get  the 
recognition  you  deserve  for 
your  innovative  net  applica¬ 
tions.  O 


Allnet,  which  is  based  in  Bir¬ 
mingham,  Mich.,  is  the  nation’s 
seventh  largest  long-haul  carrier. 
ALC  was  formed  by  the  merger  of 
regional  carriers  Lexitel  Corp. 
and  Allnet  Communications  Ser¬ 
vices  in  1985. 

The  agreement  is  further  evi¬ 
dence  of  the  consolidation  in  the 
long-distance  business  where 
competition  is  making  network 
size  an  increasingly  important 
survival  factor,  analysts  said. 

The  combined  resources  of  the 
two  firms  will  enable  the  com¬ 
pany  to  better  compete  for  large 
accounts  against  AT&T,  MCI 
Communications  Corp.  and  US 
Sprint  Communications  Co.,  ana¬ 
lysts  said. 

Finding  stability 

The  agreement,  which  is  con¬ 
tingent  upon  regulatory  and 
shareholder  approval,  is  expect¬ 
ed  to  ease  financial  pressures  at 
ALC,  which  reported  a  loss  of 
$9-6  million  on  revenue  of  $79-6 
million  in  the  third  quarter  of 
1989-  The  firm  reported  a  loss  of 
$15.8  million  on  revenue  of 
$99- 1  million  in  the  correspond¬ 
ing  quarter  the  previous  year. 

Under  the  agreement,  which  is 
expected  to  be  completed  before 
June,  Telecom’^USA  will  assume 
about  $  1 25  million  of  ALC’s  debt. 

Some  analysts  were  surprised 
by  the  announcement  in  light  of  a 
recent  revelation  by  Gene  Gab¬ 
bard,  Telecom*USA’s  chairman 
and  chief  executive  officer,  that 
the  firm’s  fourth-quarter  earn¬ 
ings  would  be  below  analysts’ 
forecasts.  The  lower  than  expect¬ 
ed  earnings  are  the  result  of  dam¬ 
age  caused  by  Hurricane  Hugo 
and  increased  usage  of  volume 
discounts  by  customers,  he  said. 

The  acquisition  promises  to  be 
a  boon  for  both  carriers’  existing 
customers,  according  to  Mark 
Kaiser,  vice-president  of  market¬ 
ing  at  Telecom*USA. 

A  major  benefit  for  users  is 
they  will  be  able  to  complete 
more  calls  on  net.  A  customer 
that  does  most  of  its  business  in 
an  Allnet  region  but  has  remote 
sites  in  a  Telecom*USA  region 
will  now  be  able  to  support  all  of 
those  users  on  a  single  network, 
he  said. 

Additionally,  users  will  be  able 
to  receive  cost  discounts  based  on 
the  increased  traffic  and  would  be 
able  to  receive  a  single  bill  for  all 
services,  he  said. 

Allnet  serves  about  400,000 
customers,  and  Telecom*USA  has 
approximately  500,000  custom¬ 
ers.  Telecom*USA,  which  was 
formed  in  December  through  a 
merger  of  Atlanta-based  South- 
ernNet  USA  and  Cedar  Rapids, 
Iowa-based  Teleconnect  Co.,  has 
its  strongest  presence  in  the 
Southeast  and  Midwest. 

/ continued  on  page  60 ) 


Corrections:  Lanier  Voice 
Products’  CallN(4iter  software 
receives  call  records  from  a  pri¬ 
vate  branch  exchange  one  at  a 
time,  contrary  to  what  was  re¬ 
ported  in  the  story  “PC  call-ac¬ 
counting  pack  supports  PBXs, 
key  systems”  {NW,  Nov.  27, 
1989).  Call  records  are  written 
to  disk  1 0  records  at  a  time  or  in 


20-second  intervals. 

In  the  story  “Defense  Dept, 
to  embrace  ANSI  XI 2  EDI  stan¬ 
dards,”  {NW,  Dec.  11,  1989), 
the  title  of  Bob  Moran  was  incor¬ 
rectly  listed.  Moran  is  chief  of 
the  logistics  branch  at  the  De¬ 
fense  Automated  Addressing 
System  Office  in  Dayton,  Ohio. 


Farming  out  net  operations 
can  trigger  staffing  issues 

Employees  must  be  given  information  about  job 
status  as  soon  as  possible  to  avoid  morale  crisis. 
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AT&T  files  custom  plan  for 
discounted  Megacom,  SDN 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  AT&T 
last  week  filed  a  custom  network 
plan  for  state  and  local  govern¬ 
ments  that  offers  deeply  dis¬ 
counted  rates  on  its  Software-De¬ 


fined  Network  (SDN)  and  Mega¬ 
com  services. 

In  a  Tariff  16  filing  with  the 
Federal  Communications  Com¬ 
mission,  AT&T  said  that  unless  it 
is  allowed  to  proceed  with  the  of¬ 
fer,  dubbed  State  Calling  Service 


(SCS) ,  it  ‘  ‘is  likely  to  lose  all  of  its 
small  to  midsize  government  net¬ 
work  business”  to  competitors. 

The  proposal  appears  to  be  an 
expansion  of  an  earlier  plan  filed 
in  September  that  allowed  state 
universities  and  offices  in  Michi¬ 
gan  to  aggregate  traffic  on  a  joint 
SDN  network  in  order  to  qualify 
for  volume  discounts  (‘‘AT&T 
preps  service  for  states,  schools,” 
NW,  Aug.  28). 

AT&T  will  offer  two  service 


tLless  it  is  allowed  to 
proceed  with  the  offer, 
[AT&T]  is  likely  to  lose  all 
of  its  small  to  midsize 
government  business. 

AAA 


options  under  SCS:  a  discounted 
SDN  plan  and  a  discounted  Mega¬ 
com  service.  Both  options  will 
provide  discounts  of  36%  below 
tariffed  rates  on  interstate  traffic, 
25%  on  intrastate  traffic  and  15% 
on  international  traffic.  Users  do 
not  have  to  meet  volume  or  term 
commitments  to  qualify  for  the 
discounts. 

However,  the  carrier  is  offer¬ 
ing  enticements  to  get  users  to 
( continued  on  page  62 ) 


AT&T  slams 
MCI  with 
ethics  suit 


By  Anita  Taff 

Washin^on  Bureau  Chief 

NEW  YORK  —  AT&T  last  week 
accused  MCI  Communications 
Corp.  of  using  unscrupulous  tech¬ 
niques  to  get  users  to  switch  long¬ 
distance  carriers  and  asked  a  fed¬ 
eral  court  and  the  Federal 
Communications  Commission  to 
put  an  end  to  it. 

AT&T  accused  MCI  of  a  prac¬ 
tice  known  as  slamming,  in  which 
customers  are  switched  to  a  dif¬ 
ferent  long-distance  carrier  with¬ 
out  their  consent  or  knowledge.  It 
claims  that,  in  some  cases,  MCI’s 
telemarketers  lied  to  customers 
to  entice  them  to  switch.  For  ex¬ 
ample,  AT&T  said  MCI  marketers 
have  told  users  that  AT&T  is  go¬ 
ing  out  of  business,  is  discontinu¬ 
ing  service  to  some  areas  of  the 
country  or  that  AT&T  has  merged 
with  MCI. 

Although  AT&T  says  the  prob¬ 
lem  has  been  confined  to  residen¬ 
tial  customers,  some  observers 
said  AT&T’s  accusations  of  uneth¬ 
ical  behavior  could  taint  MCI’s 
reputation  among  business  users 
as  well. 

In  its  lawsuit,  AT&T  asked  the 
U.S.  District  Court  for  the  District 
of  New  Jersey  to  prevent  MCI 
from  using  such  practices  and  to 
award  AT&T  damages  for  lost 
revenue  and  court  costs.  The  car¬ 
rier  claims  that  1 0%  to  1 5%  of  the 
customers  leaving  AT&T  have 
been  switched  without  their  con¬ 
sent.  AT&T  officials  said  the  dam¬ 
ages  would  amount  to  millions  of 
dollars,  although  they  have  not 
specified  an  exact  amount  yet. 

AT&T  also  asked  the  FCC  to 
change  its  rules  governing  the 
procedure  for  switching  custom¬ 
ers  to  new  long-distance  carriers. 
Currently,  a  carrier  needs  only  a 
verbal  authorization  from  users, 
but  under  the  new  rules,  a  written 
OK  would  be  required. 

MCI  denied  the  allegations  last 
week,  claiming  it  conducts  peri¬ 
odic  checks  on  its  telemarketing 
operations  to  ensure  that  em¬ 
ployees’  practices  are  ethical. 
MCI  labeled  AT&T’s  action  a 
‘‘desperate  tactic”  to  stem  its 
shrinking  market  share.  MCI  has 
claimed  in  recent  ads  that 
100,000  customers  are  switching 
( continued  on  page  61) 


The  world's  best  bridge  company 
presents  world-class  routers. 
Vitalink  strikes  again. 


Who  says  lightning  can’t  strike  twice  in  the  same  place.^  We  did  it  for  bridges.  Now  w'e’re  doing  it  for 
routers.  With  our  new  TransPATH  router,  Vitalink  completely  transforms  the  building  of  large-scale 
complex  networks.  Now  you  can  get  both  bridging  and  routing  on  a  single  platform.  And  best-path 
routing  of  bridges  and  routers,  too.  TransPATH  also  gives  you  interoperability  with  existing  Vitalink 
and  Digital  bridges,  as  well  as  Ethernet  and  token  ring  devices.  It  all  means  that  it  just  became  a 
whole  lot  simpler  to  build  networks  that  will  grow  with  you  in  the  future.  Call  1-800-443-5740 
or  (415)  794-1100  for  more  information  from  the  LAN  inter-  ^ 

connection  leader.  And  see  our  latest  flash  of  brilliance.  Vl 

COMMUNICATIONS  CORPORATION 


See  the  FAXNeT  Form  on  Page  #59 
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Peregrine  net  control  tool 
gets  direct  link  to  NetView 


By  Paul  Desmond 

_ Senior  VWter _ 

CARLSBAD,  Calif.  —  Pere¬ 
grine  Systems,  Inc.  last  week  an¬ 
nounced  a  direct  NetView  inter¬ 
face  for  its  SNA  problem 
management  system,  an  en¬ 


hancement  that  lets  users  auto¬ 
matically  open  trouble  tickets  for 
NetVlew-generated  alerts. 

The  PNMS3/NetView  Inter¬ 
face  helps  net  management  staff 
respond  to  problems  before  they 
affect  end  users.  It  also  increases 


the  accuracy  and  productivity  of 
help  desk  personnel  by  reducing 
the  manual  entry  of  data  from 
IBM’s  NetView  net  management 
system  to  Peregrine’s  PNMS3 
problem  management  system. 

PNMS3  is  host-based  software 
for  Systems  Network  Architec¬ 
ture  networks  that  helps  users 
open  trouble  tickets  for  network 
problems  and  track  them  through 
to  resolution.  The  system  — 
which  Peregrine  claims  is  used  by 


200  of  the  Fortune  500  compa¬ 
nies  —  also  includes  components 
for  configuration  management, 
financial  management  and 
change  management,  all  tied  to¬ 
gether  by  a  proprietary  relational 
data  base  management  system.  It 
is  a  competitor  to  IBM’s  Informa¬ 
tion  Management  problem  man¬ 
agement  system. 

Two  beta  testers  of  the  new 
PNMS3/NetView  Interface  expect 
( continued  on  page  60) 


With  more  than  200  stocking  locations 
nationwide,  Graybar  provides  quick 
delivery  of  all  the  voice  and  data 
networking  parts  you  need.  So  there’s 


no  need  to  go  to  the  ends  of  the  earth, 
Just  call  1-800-982-0030  to  find  the 

nearest  you. 


The  local 


local  area  network  supplier 


See  the  FAXNeT  Form  on  Page 
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Fresno  signs 
up  for  ISDN 
Centrex  lines 


By  Bob  Wallace 

_ Senior  Editor _ 

FRESNO,  Calif  —  The  city  of 
Fresno,  Calif,  last  week  said  it  or¬ 
dered  more  than  400  ISDN  Cen¬ 
trex  lines  as  part  of  an  earlier  con¬ 
tract  signed  with  Pacific  Bell. 

Fresno  will  be  the  first  com¬ 
mercial  user  of  Pacific  Bell’s  Cen¬ 
trex  IS  Integrated  Services  Digital 
Network  service. 

The  city  recently  signed  a  10- 
year,  $2.9  million  contract  with 
the  carrier  for  an  upgrade  from  its 
current  analog  Centrex  to  digital 
Centrex.  More  than  400  of  the  to¬ 
tal  1,200  Centrex  lines  will  be 
Centrex  IS  Basic  Rate  Interface 
lines.  “We’re  going  from  the 
Stone  Age  to  the  Space  Age  as  far 
as  telecommunications  is  con¬ 
cerned,”  said  Ken  Nerland,  elec¬ 
tronic  and  communications  man¬ 
ager  for  the  city. 

Pacific  Bell  said  it  has  been  ac¬ 
tivating  Centrex  IS  lines  at  a  rate 
of  25  per  week  and  plans  to  have 
all  400  lines  in  by  the  end  of  the 
month.  The  city  is  currently  set¬ 
ting  up  training  for  city  employ¬ 
ees  who  will  trade  in  their  rotary- 
dial  telephones  for  AT&T’s  7506 
and  7507  ISDN  sets. 

“There  is  a  world  of  difference 
between  what  employees  could 
do  before  and  what  they  will  be 
able  to  do  with  ISDN.  They’ll  have 
features  [including]  automatic 
callback,  messaging  and  confer¬ 
encing,”  Nerland  said. 

The  city  will  also  use  the  lines 
for  file-transfer,  screen-sharing 
and  electronic  directory  applica¬ 
tions. 

“We’re  looking  at  other  appli¬ 
cations  [such  as  providing]  city¬ 
wide  access  to  our  mainframe 
from  all  departments  and  linking 
personal  computer  local-area 
networks,*'  Nerland  said.  “But, 
we’ve  been  so  wrapped  up  in 
training  and  the  cutover  that  we 
haven’t  had  time  to  get  into  actual 
application  development.” 

In  November,  the  California 
Public  Utilities  Commission  ap¬ 
proved  a  provisional  ISDN  tariff 
filed  by  Pacific  Bell,  which  began 
taking  orders  for  Centrex  IS  in 
metropolitan  areas  on  Dec.  8. 

Centrex  IS  ISDN  includes  three 
services,  as  well  as  two  IB-fD 
services.  The  second  B  channel  of 
the  1 B  +  D  services  will  be  inac¬ 
tive  (“PacBell  applies  for  condi¬ 
tional  ISDN  tariff,”  NW,  Nov.  6, 
1989). 

Package  A  supports  circuit- 
switched  voice  over  a  single  64K 
bit/sec  B  channel  with  the  D  sig¬ 
naling  channel  idle.  Package  B 
supports  circuit-switched  voice 
over  a  single  B  channel  and  pack¬ 
et-switched  data  over  the  D  chan¬ 
nel.  Package  C  is  a  2B  +  D  offer¬ 
ing  with  two  voice-  or  data- 
bearing  B  channels  and  the  D 
signaling  channel.  □ 
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Make  Compatibility  aWM^ 

In  today's  sophisticated  information  processing  and  communications  environment, 
you  need  a  network  that  can  integrate  your  existing  computing  resources  into 
a  single,  cohesive,  cost-effective,  transparent  system. 

You  need  a  network  that  can  distribute  all  of  your  information  to  those  who 
need  and  are  authorized  to  use  it,  regardless  of  vendor  or  communications  protocol. 
You  need  a  Gandalf  Hybrid  Network. 

With  a  Gandalf  Hybrid  Network,  you  can  extend  your  existing  investment 
in  computers,  increase  the  productivity  of  you  r  people,  and  take  advantage  of 
tomorrow's  technologies  and  standards. 

Find  out  how  Gandalf  can  make  compatibility  a  reality  in  your  networking 
environment.  Call  Gandalf,  first  in  Hybrid  Networks:  1-800-GANDALE 

Canada:  613-723-6500,  UK:  0344  860272,  Europe:  31  20  867611,  France:  33  1  4760  0032,  Australia:  61  2  437  5977 


Bridging 
Islands 
Of  Excellence 


See  the  FAXNeT  Form  on  Page  #59 
©  1990  Gandcilf  Technologies  Inc. 


1989  AT&T  Paradyne 


You  wouldn’t  outfit  a  powerful  car  with  wagon 
wheels. Why  saddle  your  fractional  T-1  facilities 
with  anything  but  an  AT&T  Paradyne  multiplexer? 
AT&T  Parad)  nc  has  the  equipment  that  can  get  you 
maximum  performance  from  your  fractional 
T-1  network. 

d’he  fact  is, you  can't  buy  a  more  efficient 
multiplexer  for  fractional  I’- 1  than  one  of  our 


ACCULINK^''  74X  Series.They’re  specifically 
designed  to  support  fractional  T-1.  So  you  don’t  get 
stuck  with  added  interfaces.  Or  the  network  man¬ 
agement  overhead  and  control  problems  that  come 
with  them.  Not  to  mention  the  additional  costs. 

And  no  matter  what  your  hybrid  networking 
need  is, we  can  fill  it.  Because  with  A(Xd  JLINK,you 
get  support  for  both  private  networks  and  tariffed 


Without  the  right  equipment, 

you  can’t  make  the  most  of  fractional  T-1  either. 


services.  Plus  ilirough  Paradynes  NeK'are" 
Services, we  give  you  network  assistance  from 
design  through  inipleinentation. 

Soil' you  really  want  tojxit  your  fraetional 
d’-l  network  intooverdrive,  call  your  A'lcS;T 
Paradyne  Account  I’xeeulive  or  1 800  482-3333, 
Fxt.301  and  ask  about  our  full  line  of  T- 1 
multiplexers.  In  (Canada,  call  (4l6)  494-0453. 


Informix  interface  links  Wingz 
spreadsheet,  SQL  relational  DBMSs 


By  Susan  Breidenbach 

West  Coast  Bureau  Chief 

SAN  FRANCISCO  —  Informix  Software, 
Inc.  last  week  announced  a  software  inter¬ 
face  linking  its  Wingz  graphical  spread¬ 
sheet  to  Informix-Online  and  other  rela¬ 
tional  data  bases  that  support  SQL. 

The  Wingz-DataLink  interface  will  be 
incorporated  into  the  next  release  of  Wingz 
for  the  Apple  Computer,  Inc.  Macintosh 
and  into  subsequent  versions  of  Wingz  that 
Informix  is  developing  for  desktop  com¬ 
puters  running  Unix,  DOS  or  OS/2. 

The  point-and-click  graphical  environ¬ 


ment  of  Wingz  will  enable  users  to  pull  host 
data  directly  into  their  spreadsheets  or  cre¬ 
ate  custom  graphical  data  base  applica¬ 
tions  by  using  the  HyperScript  program¬ 
ming  language  that  underlies  both  Wingz 
and  DataLink. 

The  idea  is  to  provide  an  intuitive, 
friendly  front  end  that  makes  corporate 
data  base  resources  available  to  the  casual 
user,  said  Douglas  Edwards,  executive  di¬ 
rector  of  software  marketing  at  Informix. 
“The  Wingz-DataLink  technology  democ¬ 
ratizes  the  corporate  computing  environ¬ 
ment  by  giving  end  users  easy  and  fast  ac¬ 


cess  to  corporate  information.” 

Wingz  was  introduced  with  much  fan¬ 
fare  in  1988,  causing  traffic  jams  on  show 
floors  at  several  computer  exhibitions.  Ac¬ 
tually  released  just  1 1  months  ago,  it  has 
already  garnered  close  to  one-quarter  of 
the  Macintosh  spreadsheet  market. 

“Wingz  is  much  more  than  just  a  spread¬ 
sheet,”  said  Jeffrey  Bork,  vice-president  of 
marketing  at  Informix.  “It  was  created  to 
become  a  standard  graphical  environment 
for  any  kind  of  data  manipulation.” 

Wingz  is  currently  available  only  for  the 
Macintosh,  but  a  version  for  Next,  Inc.’s 
new  Unix-based  workstation  is  scheduled 
for  release  by  the  end  of  March. 

It  will  be  followed  in  the  second  quarter 
of  this  year  by  versions  for  Unix  worksta¬ 
tions  running  under  OSF/Motif  or  Sun  Mi¬ 
crosystems,  Inc.’s  Open  Look;  for  personal 


computers  running  either  DOS  under  Mi¬ 
crosoft  Corp.’s  Microsoft  Windows  or 
OS/2  under  Presentation  Manager;  and  for 
The  Santa  Cruz  Operation,  Inc.’s  Open 
Desktop. 

All  versions  will  come  with  the  same  Da¬ 
taLink  interface.  The  interface  is  all  the 
front-end  workstation  or  the  host  data 
base  recognizes,  so  the  host  doesn’t  need 
to  know  what  type  of  workstation  a  query 
originates  from  and  the  workstation 
doesn’t  need  to  know  where  the  reply  is 
coming  from. 

To  serve  as  a  Wingz-DataLink  back  end, 
an  Informix  data  base  must  be  equipped 
with  a  software  module  called  DataLink  In¬ 
formix-Net.  This  enables  it  to  communi¬ 
cate  across  a  Transmission  Control  Proto¬ 
col/Interconnect  Protocol  network  with 
workstations  running  Wingz. 

Macintosh  users  have  a  second  host  ac¬ 
cess  option:  They  can  employ  Apple’s 
CL/1  connectivity  language,  which  can 
communicate  with  a  remote  data  base  over 
direct  serial  and  dial-up  modem  connec¬ 
tions  via  3270/Synchronous  Data  Link 
Control  lines  or  across  any  network  that 
supports  AppleTalk. 

Once  a  CL/1  connection  is  established, 
Wingz-DataLink  can  access  DB2  on  an  IBM 
mainframe  or  on  data  bases  from  Informix, 
Oracle  Corp.,  Digital  Equipment  Corp.,  Sy¬ 
base,  Inc.  and  Ingres  Corp.  running  on  a 
DEC  VAX. 

Informix  said  the  best  fit  between  Wingz 
and  a  data  base,  however,  is  the  new  Infor¬ 
mix-Online  data  base  for  Unix  that  it  re¬ 
leased  last  October.  According  to  the  com¬ 
pany,  Informix-Online  is  the  first  on-line 
transaction  processing  data  base  to  sup¬ 
port  multimedia  data  base  applications.  It 
lets  users  integrate  such  information  ob¬ 
jects  as  text  documents,  graphics,  spread¬ 
sheets,  scanned  and  digitized  images,  fac¬ 
similes  and  voice  into  a  single  relational 
data  base.  Informix  plans  to  release  a  ver¬ 
sion  of  Informix-Online  that  runs  as  a 
NetWare  Loadable  Module  under  NetWare 
386  during  the  second  half  of  this  year  and 
to  have  the  product  ported  to  OS/  2  early  in 

1991. 

Key  Informix  competitors,  including 
Oracle  and  Sybase,  have  already  shipped 
OS/2-based  SQL  database  servers. 

“We  don’t  see  tremendous  demand  to¬ 
day  for  OS/2,”  said  Roger  Sippl,  Informix 
founder  and  chairman,  when  asked  why 
developing  an  OS/2  data  base  server  isn’t  a 
higher  priority  at  his  company. 

Sippl  said  Informix  is  further  distin¬ 
guished  from  its  competitors  by  being  the 
only  company  to  offer  multiple-platform 
front  ends  and  by  merging  office  automa¬ 
tion  software  with  a  data  base  engine. 

“By  tying  Wingz  and  Informk-OnLine, 
they  have  an  edge  over  competitors  such  as 
Sybase  and  Oracle  —  especially  Oracle,” 
said  Bruce  Lupatkin,  senior  technology  an¬ 
alyst  for  Hambrecht  and  Quist,  Inc.  in  San 
Francisco.  “Informix-Online  also  offers 
very  good  object  handling,  which  most  of 
the  competition  doesn’t.” 

BreaWng  with  tradition  in  the  personal 
computer  software  market,  Informix  will 
be  offering  corporate  users  site  licenses  to 
the  Wingz  front  end,  which  sells  for  $399 
per  shrink-wrapped  package.  Even  more 
unusual,  a  single  license  can  span  any  or  all 
of  the  Wingz  versions,  making  it  easier  for 
companies  whose  networks  support  differ¬ 
ent  types  of  desktop  environments. 

A  release  date  for  the  Macintosh  version 
of  Vfingz  that  includes  the  DataLink  inter¬ 
face  has  not  been  set,  but  an  add-on  up¬ 
grade  that  will  provide  DataLink  to  existing 
Wingz  1.1  users  should  be  available  in 
March  for  less  than  $25,  Informix  said.  □ 


PROMOTIONAL  OFFER  ENOS  3/31/90. 


NOW  ONLY  $695  AT  PARTICIPATING  RACAL  DISTRIBUTORS 


\\fePutThe 
Future  Of  %2 
Modems  On 
The  Desktop. 


H.G.  Wells,  English  author  and  futurist,  1866-1946.  Author  of  The  Time 
Machine,  War  of  the  Worlds,  and  Things  To  Come,  Wells  is  considered  one  of 
the  founding  fathers  of  the  science  fiction  genre. 


— 


n  his  science  fiction  novels, 
H.G.  Wells  chronicled  his 
remarkably  accurate  vision 
of  the  future.  Racal-Vadic’s  in¬ 
sight  into  the  future  of  desktop 
dial-up  communications  is  far 
from  fiction— it’s  here,  now. 

The  new  9632 VP  is  the  first 
modem  to  offer  the  performance 
of  V32  in  a  package  tailored 
specifically  for  use  with  corporate 
PCs.  So  it  has  all  the  dial-up 
features  you  need,  the  ease  of  use 
you  want,  plus  a  tiny  footprint 
and  a  price  tag  to  match. 

The  9632VP  offers  error  correc¬ 
tion  (MNP™ classes  2-4)  for  abso¬ 
lute  data  inte^ty.  And  gives  you 
data  compression  (MNP  class  5) 
for  throughput  to  19.2  Kbps.  It 
also  features  async/sync  data 
handling  for  application  flexibility. 

Best  of  all,  the  9632VP  com¬ 
municates  freely  with  your 
existing  modems.  It’s  compatible 
with  all  other  V32  modems, 
and  automatically  negotiates  with 
CCnr  V22bis,  Y.22,  and  Bell 
212A/103  standards  as  needed. 

And  it  works 
with  popular 
communications 
software  through 
ATPlus™the  Hayes®  compatible 
autodialer. 

So  get  in  touch  mth  the  future 
Hke  H.G.  Wells  never  could. 

CaU  1-800-482-3427  for  the 
name  of  the  nearest  Racal-Vadic 
distributor. 


7h0  £hctronk*  Qroup 


Racal-Vadic 

THE  DIAL-UP  AUTHORITY 

1525  McCarthy  Boulevard,  Milpitas,  CA  95035 
Tel:  (408)  432-8008  •  TWX:  556-409  RAVA  MLP 

ATPIus  is  a  trademark  of  Racal-Vadic.  MNP  is  a 
trademark  of  Microcom  Inc.  Hayes  is  a  registered  trademark  of 
Hayes  Microcomputer  Products  Inc. 


See  the  FAXNeT  Form  on  Page  #59 


NETWORK  WORLD  ‘JANUARY  15,  1990 

10 


Worth  Noting 


During  1989, 

Apple  Computer,  Inc. 
introduced  17  new 
networking  and 
communications 
products,  according  to 
the  company’s  annual 
report  for  last  year. 
More  than  70%  of  all 
Apple  Macintosh 
computers  are  now 
networked,  and  more 
than  two  million 
AppleTalk  nodes  are 
installed  worldwide. 


m _ 

Beople  & 
^Positions 

William  Douskalis  re¬ 
cently  was  named  technical  di¬ 
rector  at  Netrix  Corp.,  a 
Herndon,  Va. -based  maker  of 
wide-area  networking  equip¬ 
ment. 

Douskalis  will  lead  a  devel¬ 
opment  group  focusing  on  fu¬ 
ture  product  architecture. 

Previously,  Douskalis  was  a 
consultant  and  systems  ana¬ 
lyst  at  AT&T  Bell  Laboratories 
and  later  at  AT&T  Paradyne. 

Achille  Tedesco  has  been 
named  president  of  Dynatech 
Communications  Divi¬ 
sion,  a  business  unit  of  Dyna¬ 
tech  Corp.  that  specializes  in 
network  management  and 
data  communication  products 
and  systems. 

Most  recently,  Tedesco  was 
chairman  and  chief  executive 
officer  of  Caelus,  Inc.,  a  pri¬ 
vately  held  manufacturing 
software  company. 

Codex  Corp.,  a  Canton, 
Mass.-based  maker  of  data 
communications  equipment, 
has  appointed  Bill  Brogdon 
vice-president  of  its  Western 
markets. 

Brogdon  will  be  responsi¬ 
ble  for  sales  and  marketing 
operations  in  13  Western 
states. 

Brogdon  has  spent  the  past 
18  years  with  AT&T  in  a  var¬ 
iety  of  sales  and  marketing 
management  positions.  □ 
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A  Millions  of  nodes  shipped 


GRAPHIC  BY  SUSAN  J.  CHAMPENY _ SOURCE:  INTERNATIONAL  DATA  CORP.,  FRAMINGHAM.  MASS. 

Chip  scarcity  may 
affect  LAN  adapter 

Vendors  insist  they  will  meet  ship  dates  for  1 6M 
token-ring  adapters,  but  supplies  may  be  thin. 

By  Bob  Brown 

Senior  Editor 


Leased-line  rates  may  fall 
as  users  convert  to  SMDS 

Carriers  may  cut  rates  to  move  excess  leased  lines. 


By  Gail  Runnoe 

Washington  Correspondent 


Third-party  developers  of  1  6M 
bit/sec  token-ring  network 
adapters  last  week  said  that  des¬ 
pite  an  earlier  chip  delay,  they 
will  still  deliver  products  as 
planned,  starting  this  quarter. 

Developers  of  16M  bit/sec  to¬ 
ken-ring  network  interface  cards 
admitted,  however,  that  they  still 
are  not  receiving  an  adequate 
supply  of  the  high-speed  token¬ 
ring  chipsets  manufactured  by 
Texas  Instruments,  Inc.  While 
board  makers  said  they  have  re¬ 
ceived  enough  chipsets  to  meet 

c 

\J  urrently,  Tl  is 
shipping  chipsets  in 
sample  quantities  to 
selected  customers. 

AAA 


initial  orders,  customers  that 
place  new  orders  may  face  deliv¬ 
ery  delays. 

“If  not  for  the  chip  delay,  no 
doubt  more  third-party  vendors 
would  have  announced  and 
shipped  16M  bit/sec  products  by 
now,”  said  Martin  Sinnott,  direc¬ 
tor  of  NCR  Corp.’s  Dayton  Devel¬ 
opment  Center  in  Dayton,  Ohio. 
NCR  has  announced  its  intention 
to  enter  the  16M  bit/sec  token¬ 
ring  market  but  has  not  indicated 
when  its  products  will  be  avail¬ 
able. 

The  TI  16M  bit/sec  chipset, 
which  is  compatible  with  IBM  To¬ 
ken-Ring  Network  offerings, 
quadruples  the  standard  token¬ 


ring  data  transfer  speed  from  4M 
bit/sec  to  16M  bit/sec. 

TI,  which  is  the  lone  supplier 
of  16M  bit/sec  chipsets  to  third- 
party  developers  (IBM  fabricates 
its  own  Token-Ring  chipsets),  ex¬ 
pects  to  begin  making  volume 
shipments  of  the  components  in 
March. 

Currently,  TI  is  shipping  chip- 
sets  in  sample  quantities  to  se¬ 
lected  customers,  including  Pro- 
teon,  Inc.  and  NCR.  This  enables 
the  third-party  vendors  to  deliver 
beta-test  versions  of  their  16M 
bit/sec  boards  to  some  customers 
now.  Third-party  vendors  expect 
to  meet  full  demand  once  the 
chipsets  start  shipping  in  volume. 

TI  disclosed  in  December 
1988  thatit  was  developinga  16M 
bit/sec  chipset.  Company  execu¬ 
tives  expected  the  chips  would 
ship  in  volume  by  the  fourth 
quarter  of  1989- 

But  TI  executives  realized  ear¬ 
ly  last  year  that  demand  from 
vendors  who  wanted  to  incorpo¬ 
rate  the  powerful  new  chip  into 
their  products  would  outstrip  lim¬ 
ited  production  capacity. 

That  forced  TI  to  transfer  pro¬ 
duction  to  a  higher  capacity  facili¬ 
ty  last  fall.  By  the  time  TI  started 
to  produce  the  chip  again,  volume 
shipments  were  pushed  back  until 
this  March,  delaying  limited  avail¬ 
ability  to  third-party  developers 
who  needed  the  component  for 
prototypes  of  their  l6M  bit/sec 
token-ring  boards. 

TI  alerted  third-party  vendors 
early  enough  last  year  about  the 
shipping  delay  so  that  they  did 
not  announce  product  delivery 
schedules  they  could  not  meet,  a 
Proteon  spokeswoman  said.  Pro- 
teon,  which  is  based  in  Westbor- 
ough.  Mass.,  did  not  announce  a 
(continued  on  page  14 ) 


The  emergence  of  Switched 
Multimegabit  Digital  Service 
(SMDS)  offerings  from  regional 
Bell  holding  companies,  which 
start  rolling  out  this  year,  will 
likely  woo  customers  away  from 
dedicated  switched  services  and 
could  spur  leased-line  rate  reduc¬ 
tions,  analysts  said  last  week. 

Network  users  can  expect 
prices  on  leased-line  services  to 
fall  as  users  cut  over  to  SMDS  ser¬ 
vices,  freeing  up  private-line  ca¬ 
pacity.  Carriers,  in  turn,  will  try 
to  move  the  surplus  of  leased-line 
capacity  by  courting  customers 
with  discounts  or  other  incen¬ 
tives,  they  said. 

SMDS  is  a  high-speed  switched 
digital  data  service  that  will  en¬ 
able  users  to  interconnect  multi¬ 
ple  locations  at  T-1  and  T-3 
speeds.  Instead  of  buying  their 
own  dedicated  facilities,  users 
would  be  able  to  purchase  band¬ 
width  on  demand  to  transmit  data 
between  dedicated  access  points 
on  the  local  exchange. 

Network  users  that  experience 
significant  usage  swings  on 
leased  lines  are  likely  candidates 
for  SMDS,  said  Edward  Walvick, 
director  of  business  development 
at  Nynex  Corp.’s  marketing  and 
planning  group.  Earlier  this 
month,  Nynex  announced  plans 


to  offer  its  own  SMDS  service  later 
this  year  (“Nynex  service  lets  us¬ 
ers  link  sites  at  T-1,  T-3  speeds,” 
A^lFJan.  8). 

“The  greatest  impact  of  SMDS 
will  be  where  people  have  more 
capacity  [on  leased-line  circuits] 
than  they  use,  because  they’re 
trying  to  provide  for  peak  capaci¬ 
ty  for  the  few  times  they  need  it,” 
he  said. 


Users  that  experience 
significant  usage  swings 
on  leased  lines  are  likely 
candidates  for  SMDS. 

AAA 


Although  Nynex  has  not  yet  set 
pricing  for  its  SMDS  service, 
which  will  begin  beta-testing  ear¬ 
ly  next  year,  Walvick  projected 
that  service  rates  will  be  based  on 
a  monthly  peak  usage  fee  and  dai¬ 
ly  usage  charges.  Chris  Noll, 
SMDS  product  manager  with  Bell¬ 
South  Services,  said  the  compa¬ 
ny’s  SMDS  service,  which  should 
be  available  early  in  1992,  will  be 
based  on  usage  fees. 

( continued  on  page  14 ) 


INDUSTRY  BRIEFS 


Advanced  Micro  Devices,  Inc.  (AMD),  last  week  an¬ 
nounced  that  it  and  five  other  vendors  supporting  the  Fiber 
Distributed  Data  Interface  (FDDI)  standard  have  completed  the 
first  interoperability  test  of  the  latest  FDDI  station  management 
working  document.  The  test  should  make  users  more  confident 
that  the  FDDI-based  products  from  the  participating  vendors  will 
be  able  to  work  together  once  the  final  FDDI  standards  are  set, 
an  AMD  spokeswoman  said.  Station  management  is  the  fourth 
and  final  document  that  must  be  completed  before  the  FDDI 
standard  can  be  finalized.  It  is  expected  that  this  will  happen  by 
spring  of  this  year,  according  to  industry  observers. 

Participants  in  the  test  were  Communication  Machinery 
Corp.,  a  Rockwell  International  Corp.  subsidiary;  Fibronics 
International,  Inc.;  Proteon,  Inc.;  Sun  Microsystems,  Inc.;  and 
Synernetics,  Inc.  The  participants  linked  their  FDDI-based 
products  —  including  controllers  and  bridges,  which  use  the 
AMD  chipset  —  onto  an  FDDI  network  and  exchanged  a  set  of 
messages  used  to  provide  frame-based  network  management. 

Cisco  Systems,  Inc.,  a  Menlo  Park,  Calif -based  maker  of 
internetworking  products,  last  week  filed  a  statement  with  the 
Securities  and  Exchange  Commission  for  a  proposed  initial 
public  offering  of  2.8  million  shares  of  common  stock.  The 
offering  will  raise  between  $37.8  million  and  $43.4  million  in 
working  capital  for  the  company.  Proceeds  from  the  offering 
will  be  used  for  working  capital  purposes,  primarily  to  finance 
accounts  receivable  and  inventory,  and  to  acquire  capital 
equipment,  the  company  said.  □ 
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Codex  offers  network  solutions  other  suppliers  cant 

lt%  not  unusual  for  our  customers  to  be  pleasantly  surprised. 

Because  at  Codex  we  often  suggest  network  solutions  other 
suppliers  don’t. 

We  can  do  this  because  we  aren’t  limited  to  any  one  networking 
technol<^.  So  we’re  free  to  recommend  the  best  solutions  based  on 
your  business,  applications  and  bandwidth  requirements. 

We’ve  got  more  experience,  with  more  technologies. 

No  matter  what  your  applications  call  for,  we  have  the  right  mix 
of  products  and  services.  Including  Tl,  X.25,  statistical  multiplexers 
and  other  analog  and  digital  transmission  devices.  Plus  network 
management  systems  that  actually  predict  and  help  solve  problems, 
instead  of  just  reacting  to  them. 

Along  with  customized  solutions,  you  benefit  from  our  27  years 
of  networking  leadership,  innovation  and  unsurpassed  reliability.  In  the 
U.S.  and  44  countries  worldwide. 

So  the  next  time  you  have  a  problem  or  a  networking  question, 
give  us  a  call  at  1-800-426-1212  Ext.  7231. 

And  we’ll  examine  the  possibilities  like  nobody  else  can. 


COdCK 


INDUSTRY  UPDATE 


Applitek  agrees 
to  merge  with 
Australian  firm 

By  Bob  Brown 

_ Senior  Editor _ 

ANDOVER,  Mass.  —  Applitek  Corp.,  a 
provider  of  local-area  network  backbone 
products  based  here,  last  week  announced 
that  it  has  merged  with  Computer  Protocol 
Corp.  (CPC)  of  Perth,  Australia. 

Applitek,  which  will  retain  its  name,  will 
become  a  wholly  owned  subsidiary  of  CPC, 
which  has  operations  in  New  Zealand, 
Southeast  Asia  and  Europe,  in  addition  to 


Australia.  As  a  result  of  the  merger,  CPC 
plans  to  move  its  headquarters  to  Andover. 

Applitek  sells  a  variety  of  products  that 
link  devices  such  as  workstations  to  broad¬ 
band,  baseband  and  fiber-optic  LANs.  Its 
product  line  includes  terminal  servers, 
communications  servers,  bridges  and  net¬ 
work  management  systems.  The  products 
are  mainly  used  to  support  the  physical 
layers  of  the  Open  Systems  Interconnec¬ 
tion  protocol. 

CPC  sells  a  family  of  multiprotocol 
communications  servers  that  support  the 
application  layers  of  the  OSI  model.  The 
products  provide  a  communications  link 
between  standard-  and  nonstandard-based 
hosts  and  terminals. 

Users  will  benefit  from  using  both  com¬ 
panies’  products  in  the  same  network,  said 
Asbjorn  Sorhaug,  president  and  chief  exec¬ 


utive  officer  of  Applitek.  “Strategically, 
our  merger  takes  advantage  of  comple¬ 
mentary  products  and  markets,”  he  said. 

In  fact,  the  two  companies  have  merged 
their  technologies  in  the  NI 1 0 /G-X.  2  5  and 
NIIO/G-SNA  gateway  products,  which  are 
already  on  the  market,  he  said.  Applitek 
and  CPC  have  worked  together  for  the  past 
four  years  on  several  large  communica¬ 
tions  networks  in  the  U.S.  and  Australia, 
Sorhaug  said.  The  merger  also  opens  sev¬ 
eral  overseas  markets  to  Applitek,  while 
opening  the  U.S.  market  to  CPC,  said  Rouz- 
beh  Yassini-Fard,  Applitek  vice-president 
of  marketing  and  sales. 

Applitek  anticipates  revenue  of  about 
$5  million  this  year,  while  CPC  is  expected 
to  pull  in  $20  million  in  revenue  overall. 

CPC  has  approximately  1 00  employees, 
including  about  30  Applitek  employees.  □ 


Chip  scarcity  may 
affect  LAN  adapter 

continued  from  page  1 1 
rollout  schedule  for  its  16M  bit/sec  prod¬ 
ucts  until  it  knew  when  the  chips  would  be 
available  in  volume,  she  said. 

Proteon  has  been  taking  orders  since 
late  last  year  and  is  already  shipping  limit¬ 
ed  quantities  of  its  16M  bit/sec  boards  to 
selected  customers.  According  to  the  com¬ 
pany  spokeswoman,  demand  for  the  16M 
bit/sec  offerings  is  so  high  that  the  thou¬ 
sands  of  boards  to  be  built  this  quarter  are 
already  spoken  for  and  some  customers’ 
orders  are  backlogged. 

“There  is  a  lot  of  pent-up  demand,” 
partly  as  a  result  of  IBM  not  being  able  to 
meet  its  demand  last  year,  the  Proteon 
spokeswoman  said.  Proteon,  which  typi¬ 
cally  announces  availability  of  products 
only  when  they  are  in  beta  tests,  an¬ 
nounced  its  16M  bit/sec  products  early  in 
an  attempt  to  win  customers  whose  needs 
could  not  be  satisfied  by  IBM,  she  said. 

IBM  conceded  that  it  underestimated 
demand  for  16M  bit/sec  technology,  but  a 
spokesman  said  the  shortage  “is  in  the  past 
tense,  as  of  the  end  of  1989.” 

One  company  that  never  had  to  worry 
about  the  TI  chip  situation  is  Ungermann- 
Bass,  Inc.,  which  designs  and  makes  its 
own  16M  bit/sec  chips. 

Ungermann-Bass  plans  to  deliver  a 
range  of  1  6M  bit/sec  offerings  at  the  end  of 
this  year,  said  Paul  DePond,  the  company’s 
director  of  systems  software. 

Users  contacted  by  Network  World 
said  they  are  excited  to  test  1  6M  bit/sec  to¬ 
ken-ring  products,  but  they  said  interface 
boards  are  scarce. 

Fortunately,  users  said,  they  are  only 
now  experimenting  with  the  technology, 
rather  than  implementing  it  into  their  net¬ 
works  right  away,  maldng  the  product 
squeeze  less  painfol. 

“I  don’t  think  most  users  are  feeling 
any  pinch  because  the  16M  bit/sec  prod¬ 
ucts  are  hard  to  get,”  said  a  token-ring  user 
who  requested  anonymity.  “We’d  like  to 
start  testing  the  16M  bit/sec  products  to 
prepare  for  the  future,  but  our  applications 
run  fine  on  the  4M  bit/sec  token-ring 
networks.”  □ 


Line  rates  may  fall  as 
users  convert  to  SMDS 

continued  from  page  1 1 

Because  SMDS  rates  are  still  undeter¬ 
mined,  Walvick  could  not  estimate  at  what 
point  dedicated  facilities  might  be  more 
economical  than  SMDS  service. 

Analysts  were  also  unable  to  nail  down 
a  crossover  point,  but  they  said  it  will  likely 
change  as  dedicated-line  fees  come  down 
after  SDMS  services  are  available. 

Steve  Sazegari,  senior  industry  analyst 
with  Dataquest,  Inc.,  a  San  Jose,  Calif.- 
based  research  firm,  said  that  after  users 
begin  to  migrate  from  dedicated  facilities 
to  SMDS  services,  more  private  lines  will 
become  available  and  carriers  will  be 
forced  to  lower  prices  to  sell  them.  Nynex’s 
Walvick  agreed  that  private-line  rates  will 
continue  to  fall  but  said  it  will  be  due  pri¬ 
marily  to  competition. 

Also,  Sazegari  saidlhe  threat  of  bypass 
by  alternative  carriers  will  force  the  RBHCs 
to  lower  dedicated  line  rates. 

“SMDS  services  need  to  be  priced  low  to 
draw  users  away  from  products  they’ve 
been  using,”  said  Patrick  Springer,  direc¬ 
tor  of  telecommunications  industry  ser¬ 
vices  at  Telecommunications  Management 
Consultants  in  Needham,  Mass.  □ 


In  the  data  business, 
sometinies  it’s  better 
to  mix  and  match. 


At  GTE,  our  data  sales  specialists  and  engineering 
specialists  have  researched,  planned,  designed,  and  imple¬ 
mented  literally  himdreds  of  data  systems,  large  and  small. 
Many  times,  we’ve  found  it  more  efficient  to  design  a  network 
by  selecting  state-of-the-art  components  from  a  variety  of 
manufacturers.  We  MIX  products  and 
MATCH  protocols,  to  meet  your  needs. 

And  when  you  finally  make  yoiu"  pur¬ 
chases,  our  loyalties  are  with  you  -  not 
to  any  particular  brand  name. 


Besides  knowledge  and  experience  that  span  the 
entire  telecommunications  industry,  GTE  offers  one  distinct 
advantage.  We’ll  stand  behind  any  data  system  we  sell  with 
our  liighly  trained  service  staff. 

When  you’re  ready  to  select  a  data  communications 
system,  or  upgrade  the  one  you  have,  do 
two  things. 

Forget  everything  you  know  about  shopping. 
And  call  your  GTE  Account  Manager.  GTE, 
the  data  communications  systems  integrator. 


SB 


NEC  is  a  registered  trademaik  of  NEC  Corporation. 


See  the  FAXNeT  Form  on  Page  #59 
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At  N.E.T.  we're  fanatics  about  service  because  your  network  resources  are  critical  to  you. 

That's  why  we  have  a  plan  for  every  contingency,  for  every  need — whether  it's  as  catastrophic  as 
lightning  strikes  or  as  common  as  network  monitoring. 

The  result  is  a  proven  edge  in  uptime. 


When  acts  of  God  occur, 
we're  ready. 

Take,  for  example,  the  fire  that 
struck  the  Hinsdale  station  of  Illinois 
Bell.  Thousands  of  their  customers 
were  down  for  weeks.  We  had  our 
client  up  and  running. 

Or  consider  the  flood  that  dam¬ 
aged  another  cHenf  s  node.  We  deliv¬ 
ered  and  installed  a  replacement  node 
before  business  hours  resumed. 

We  support  you  with  the 
most  comprehensive  service 
struchure  in  the  communications 
network  industry. 

From  designing  a  network  that 
meets  your  specific  requirements  to 
keeping  your  network  up  and  run¬ 


ning  at  maximum  performance,  you 
can  count  on  the  N.E.T.™  support  team. 

The  Technical  Assistance  Center 
(TAC)  provides  24-hour-a-day, 
seven-day-a-week  hotline  service  and 
remote  diagnostics  for  clients. 

Our  Expert  Fault  Management 
Service  (EFMS)  is  a  complete  fault 
handling  system  that  monitors  your 
network  and  automatically  relays 
faiilts  to  TAC.  Our  staff  uses  a  world- 
class  database  to  diagnose  problems 
and  recommend  resolutions.  This 
service  can  save  you  many  hours  and 
thousands  of  dollars. 

The  Expert  T-span  Service  desig¬ 
nates  N.E.T.  as  your  agent  to  resolve 
carrier  issues  for  you — ^fast. 


Our  Systems  Integration  Group 
(SIG)  gives  you  complete  single¬ 
vendor  support  and  coordination  for 
multi- vendor  networks. 

Field  Service  Engineers  are  man¬ 
dated  to  provide  solutions  on  receipt 
of  first  call.  These  senior-level  techni¬ 
cians  are  located  within  easy  reach  of 
60  cities  in  the  U.S.  and  abroad. 

And  to  help  you  run  your  network, 
we  provide  in-depth,  hands-on  train¬ 
ing  at  our  N.E.T.  training  centers. 

Like  to  know  more? 


Get  your  c^y  of  Total  Customer 
Service:The  Ultimate  Weapon,  and 
read  the  N.E.T.  service  story. 

The  book  by  William  Davidow  and 
Bro  Uttal  uses  N.E.T.  as  one  case  study 
to  show  how  a  company  put  together 
the  tools  and  the  team  to  provide  the 
industry's  "outstanding  service  factory. 


Call  for  your  free  book* 
and  N.E.T.  information 
package. 

Information  Hotline; 
1-800-952-6300 
Ask  for  Dept.  N1 1 


— 

Erwo 

EQUIPMENT  TECHNOLOGIES 

©1989  Network  Equipment  Technologies,  Inc.,  800  Saginaw  Drive,  Redwood  City,  CA  94063.  (415)  366-4400.  In  Canada:  Cal  1  (416)  491-7664  (Toronto). 
European  headquarters:  Network  Ecjuipment  Technologies,  Ltd,  Manor  Court,  Manor  Royal  Crawley,  Sussex,  England  RH102PY,  01 1 44  293-552831 .  N.E.T., 
Network  Equipment  Technologies,  and  A  step  ahead  are  trademarks  of  Network  Equipment  Technologies,  Inc.  *]^k  will  be  made  available  to  all  qualified 
prospective  and  current  clients. 


FOR  L.A.N. 

NOVIll  LASS 

TESTED  AND 
APPROVED 

NetWore  Compohble 


New  nelM)rk  savers 
fromEmersonUPS. 

However  you  use  your  network,  a  file 
server  power  problem  can  really  cost  you. 
in  downtime.  Lost  data. 
And  fhistration. 

That’s  why  we’ve  intro¬ 
duced  two  new  Novell- 
compatible  uninterruptible 
power  systems  (UPS)  designed  specifi¬ 
cally  to  protect  your  file  server,  your  whole 
network  and  your  data 

They’re  compact  enough  to  fit  under 
a  desk  Fbwerful  enough  for  a  file  server 
or  your  entire  LAN— even  those  with 
multiple  drives  and  terminals. 

And  they’re  priced  less  than  even  one 
hour  of  downtime. 

Available  through  your  local  Distributor: Pioneer  Technologies  Group 
(800)  227-1693,  Avnet  Computer  'fechncJogies  (800)  877-2226, 

RMA  Microtech  (314)  726-0195. 


Most  important,  the  UPS  600  and 
UPS  1250  come  from  Emerson,  the 
most  reliable  name  in  computer  power 
protection.  Backed 
by  a  network  of 
support  from  local 
dealers  and  distrib¬ 
utors.  And  nation¬ 
wide  service 
from  the  leading 
supplier  of  UPS 
systems. 

See  how  easy  it  can  be  to 
protect  your  whole  family  Just  call  us  at 
l-800-&ck-UPS  today 

EMERSON  UFS 

We  protect  the  ones  you  love. 

©  1989  Emerson  Computer  Ibwei;  a  division  of  the  Emereon  Electric  Co. 

See  the  FAXNeT  Form  on  Page  #59 


TELECOMMUNICATIONS 

CARRIER  SERVICES,  CENTREX,  CPE,  WIRING  SYSTEMS  AND  BYPASS 


Worth  Noting 


A 

Inspect 

Telecommunications,  a 
San  Jose,  Calif. -based 
vendor  of  automatic 
call  distributors 
(ACD),  recently 
shipped  its  100th 
Aspect  CallCenter  ACD 
to  Thrifty  Rent-A-Car 
Systems,  Inc.  for  use 
in  its  new  worldwide 
reservation  center  in 
Tulsa,  Okla.  Aspect 
introduced  the 
CallCenter  ACD  in 
April  1987. 


arrier 
Watch 

Verilink  Corp.,  a  T-1 

equipment  vendor  based  in 
San  Jose,  Calif.,  announced 
last  week  an  alarm  reporting 
service  for  users  of  its  extend¬ 
ed  superframe  format  (ESF) 
channel  service  units  (CSU). 

The  service,  available  now, 
is  targeted  at  T-1  netw'ork  us¬ 
ers  that  cannot  afford  to  moni¬ 
tor  the  high-speed  links  24 
hours  a  day.  Larger  Verilink 
customers  typically  buy  the 
company’s  Verinet  network 
surveillance  software  to  per¬ 
form  this  function. 

With  the  new  service,  Veri¬ 
link  will  use  Verinet  from  its 
corporate  headquarters  to 
poll  customers’  ESF  CSUs  us¬ 
ing  dial-up  lines,  according  to 
a  company  spokesman. 

The  information  captured 
will  be  reviewed  by  Verilink 
technicians  and  passed  on  to 
customers  by  telephone  as 
necessary.  The  technicians 
will  inform  service  subscribers 
of  the  type  of  alarms  reported, 
when  they  were  reported  and 
which  node  in  the  T-1  network 
generated  the  alarm. 

ESF  enables  users  and  car¬ 
riers  to  monitor  the  perfor¬ 
mance  of  T-1  lines  and  per¬ 
form  diagnostics  without 
taking  the  lines  out  of  service. 

The  company  would  not  di¬ 
vulge  pricing  for  the  offering. 
To  order  the  service,  call  Veri- 
link’s  Field  Service  Depart¬ 
ment  at  (408)  945-1 199-  3 


NTIA  head  launches  study 
on  telecom  infrastructure 

Plans  to  determine  if  users’  future  needs  will  be  met. 


By  Anita  Taff 

Washington  Bureau  Chief 

WASHINGTON,  D.C.  —  The 
National  Telecommunications 
and  Information  Administration 
(NTIA)  last  week  launched  a 
study  to  assess  the  nation’s  tele¬ 
communications  infrastructure 
and  determine  whether  it  will  be 
able  to  meet  users’  needs  for  ad¬ 
vanced  sendees  into  the  next  cen¬ 
tury. 


T 

JL  he  study  will  attempt 
to  address  whether  net 
modernization  is  taking 
place  rapidly  enough. 

AAA 


Noting  that  telecommunica¬ 
tions  has  become  a  key  element  in 
the  productivity  of  U.S.  corpora¬ 
tions,  Janice  Obuchowski,  head  of 
the  NTIA,  said  it  is  imperative  that 
officals  develop  a  coherent  na¬ 
tional  policy  on  communications. 

She  pointed  out  that  almost  all 
businesses  —  even  heavy  indus¬ 
tries  such  as  the  auto  industry  , 
which  was  once  considered  low- 
tech  —  are  becoming  increasing¬ 
ly  dependent  on  communications 


to  handle  global  assembly  of 
parts,  inventory  management 
and  distribution. 

Specifically,  the  study  will  at¬ 
tempt  to  address  whether  current 
netw^ork  modernization  is  taking 
place  rapidly  enough  and  what 
role  the  government  should  play 
in  encouraging  investment  in  the 
public  network. 

The  NTIA  study  will  examine 
whether  the  government  should 
modify  or  remove  current  regula¬ 
tions  such  as  the  business  restric¬ 
tions  in  the  Modified  Final  Judg¬ 
ment,  ownership  of  cable  opera¬ 
tions  by  telephone  carriers, 
depreciation  rules  and  rate-of-re- 
turn  regulation. 

It  will  also  examine  w'hether 
the  government  could  promote 
development  of  new  technol¬ 
ogies  and  services  by  establishing 
tax  incentives  or  providing  subsi¬ 
dies. 

Although  industry  observers 
scoffed  at  the  idea  of  a  study  ex¬ 
amining  many  of  the  same  issues 
currently  pending  before  the  Fed¬ 
eral  Communications  Commis¬ 
sion,  Congress  and  the  courts, 
Obuchowski  said  she  hopes  the 
study  will  provide  a  comprehen¬ 
sive  synthesis  of  all  activity  in  the 
industry. 

The  goal  “is  to  put  together  a 
coherent  version  ofw'hat  the  tele¬ 
communications  infrastructure 
(continued  on  page  18) 


BY  ANITA  TAFF 

AT&T  plans  900  number  discounts.  AT&T  is  pro¬ 
posing  to  expand  volume  discounts  and  reduce  minimum  usage 
requirements  for  users  of  its  interactive  Dial-It  900  Service.  If 
the  tariff  takes  effect  Feb.  22  as  scheduled,  corporations  that  use 
900  numbers  will  be  eligible  for  discounts  by  maintaining  a  daily 
minimum  average  of  2,000  calls  or  2,000  minutes  of  usage. 
Discounts  depend  on  usage  and  range  from  10%  for  monthly 
charges  between  $50,000  and  100,000,  to  a  23%  discount  for 
monthly  charges  over  $200,000.  AT&T  also  dropped  the 
minimum  usage  from  2,000  to  1,000  calls  per  day. 

AT&T  to  add  option  to  Megacom  800.  AT&T  last 
week  told  the  Federal  Communications  Commission  it  wants  to 
add  a  new  option,  called  nodal  validator,  to  its  Megacom  800 
service.  The  feature,  which  is  already  available  on  AT&T’s  basic 
800  service,  allows  users  to  accommodate  a  high  volume  of 
short-duration  calls.  The  new  feature  would  be  used  primarily  by 
credit  card  companies  and  financial  institutions  for  applications 
such  as  credit  card  validation,  according  to  AT&T. 

Costs  for  the  service  consist  of  a  $50-per-month  charge  per 
routing  arrangement  and  fixed  charge  per  call  that  varies  by 
time  of  day  —  two  cents  during  the  day,  1 V2  cents  during 
evening  hours  and  1%  cents  for  night  and  weekend  calls.  The 
nodal  validator  option  is  expected  to  be  available  for  Megacom 
800  users  on  Feb.  22.  □ 


MCI  prevails  as  top 
virtual  net  provider 

Users  rate  carrier  above  AT&T,  US  Sprint  in  all 
areas,  including  performance,  user  satisfaction. 


By  Bob  Wallace 

_ Senior  Editor _ 

BOSTON  —  MCI  Communica¬ 
tions  Corp.  outdistanced  rivals 
AT&T  and  US  Sprint  Communica¬ 
tions  Co.  in  a  recently  completed 
survey  of  virtual  network  service 
users  conducted  by  The  Yankee 
Group,  a  consultancy  based  here. 

The  survey,  published  in  the 
report  “Virtual  Networks;  The 
Hybrid  Solution,’’  details  virtual 
network  use,  identifies  emerging 
trends  and  discusses  service  en¬ 
hancements  based  on  the  re¬ 
sponses  of  65  virtual  net  users. 

Virtual  networks  provide  users 
with  private  network  features, 
such  as  a  uniform  dialing  plan  and 
customer-specific  call  routing, 
over  public  switched  facilities. 

Survey  participants  were 
asked  to  rate  their  carrier’s  per¬ 
formance  on  a  scale  of  1  (worst) 
to  5  (best)  on  installation,  deliv¬ 
ery  of  dedicated  access,  invoic¬ 
ing,  traffic  reports,  overall  cus¬ 
tomer  service,  features,  billing 
and  technical  support  (see  graph¬ 
ics,  this  page). 

MCI  swept  all  eight  categories, 
earning  an  overall  average  of 
4. 1 2;  AT&T  finished  second  in  six 
areas,  averaging  3-38  overall; 
and  US  Sprint  ranked  second  in 
two  categories,  earning  an  aver¬ 
age  rating  of  3  . 1 2 .  A  score  of  four 
is  above  average  and  a  three  is 
average,  the  report  said. 

The  areas  where  all  carriers 


need  to  improve  include  delivery 
of  dedicated  access  lines,  invoic¬ 
ing,  traffic  management  reports 
and  billing  support,  according  to 
the  report. 


Top  virtual  network 
service  features 


Private  network 
interface 


64% 


-m 


Cali  screening 


58% 


i  Seven-digit 
I  off-network  calling 


36% 


Figures  are  based  on  a  survey 
of  65  virtual  network  users. 

SOURCE:  THE  YANKEE  GROUP,  BOSTON 
GRAPHIC  BY  SUSAN  J.  CHAMPENY 


MCI  received  above-average 
ratings  in  nearly  all  categories, 
pulling  in  its  highest  rating,  4.33, 
in  overall  customer  service.  The 
carrier  received  its  lowest  rating, 
3.83,  in  traffic  management  re¬ 
ports. 

In  comparison,  AT&T’s  high- 
( continued  on  page  18 ) 


NETVt'ORK  WORLD  •  JANUARY  15,  1990 

17 


TELECOMMUNICATIONS 


MCI  prevails  as  top 
virtual  net  provider 

continued  from  page  1 7 

est  rating  was  a  3. 79  in  service  installation, 
followed  by  a  3-77  in  both  customer  and 
technical  support.  Like  MCI,  the  carrier 
earned  its  lowest  rating,  2.93,  in  traffic 
management  reports. 

“The  results  are  surprising,”  said  Cathy 
Clarke,  author  of  the  report  and  a  senior 
analyst  with  The  Yankee  Group.  “Most 
[people]  would  probably  expect  AT&T  to 
do  the  best  because  of  their  history  of  high- 
quality  service.  But  apparently,  MCI  has 
done  a  fine  job  pleasing  its  Vnet  custom¬ 
ers.” 

The  report  also  identified  several 
emerging  trends. 

Slightly  more  than  half  of  the  65  re¬ 


spondents’  networks  are  used  as  part  of  hy¬ 
brid  voice  nets,  while  37%  are  configured 
as  stand-alone  virtual  networks.  A  small 
percentage,  1 2%,  use  separate  private  and 
virtual  voice  nets,  according  to  the  report. 

Although  AT&T  reported  to  The  Yankee 
Group  in  early  1989  that  half  of  its  Soft¬ 
ware-Defined  Networks  (SDN)  were  hy¬ 
brid  nets,  the  majority  of  more  recent, 
first-time  SDN  customers  are  smaller  firms 
that  migrated  from  Megacom  or  private¬ 
line  services.  This  brings  AT&T’s  percen¬ 
tage  of  hybrid  nets  to  one-third,  the  report 
said. 

Half  of  MCI’s  Vnets  are  hybrids  but,  like 
AT&T,  more  recent  customers  are  using 
Vnet  stand-alone.  US  Sprint’s  Virtual  Pri¬ 
vate  Network  was  mainly  a  stand-alone 
voice  service  to  begin  with,  serving  midsize 
and  small  companies  without  private  nets. 


the  report  said. 

Sixty-four  percent  of  all  respondents 
run  more  than  half  of  their  voice  traffic 
over  their  virtual  networks,  but  only  5.2% 
of  the  respondents  put  all  their  voice  traffic 
on  virtual  nets. 

Of  users  that  split  their  traffic  between 
private  nets  and  virtual  nets,  63%  said  they 
plan  to  maintain  their  current  traffic  mix. 
However,  30%  percent  of  MCI’s  customers, 
29%  of  AT&T’s  and  50%  of  US  Sprint’s  cus¬ 
tomers  are  planning  to  migrate  all  their 
voice  traffic  to  virtual  nets. 

The  study  also  quantified  the  number  of 
minutes  of  traffic  users  are  loading  on  their 
virtual  networks.  About  21.6%  of  all  re¬ 
spondents  use  their  nets  to  support  up  to 
1 20,000  minutes  of  traffic  per  month  on 
their  virtual  networks;  32.4%  run  1 20,000 
to  500,000  minutes  of  traffic;  29.7%  sup¬ 


No  Data  NelworkCbvers 
Tlie  Country  Do. 


What  started  as  the  Sears® 
private  SNA  data  network  is 
now  one  of  the  largest 
third-party  networks  in  North 
America.  We  work  for  compa¬ 
nies  of  all  sizes,  helping  improve 
the  flow  of  information  between 
their  data  centers  and  remote 
locations,  as  well  as  their  cus¬ 
tomers  and  suppliers. 

By  using  the  Sears 
Communications  Network®, 
you  avoid  capital  investment 
and  the  problems  of  mainte¬ 
nance,  operation  and  staffing 
for  network  management  of 


your  remote  sites.  Many 
customers  use  our  network 
service  in  addition  to  private 
facilities  that  are  already  up 
and  running. 

Not  only  can  the  Sears 
Communications  Network 
reduce  your  communications 
costs,  but  you’ll  be  able  to  bud¬ 
get  more  accurately  because 
we  bill  on  a  fixed  monthly 
cost-per-site  basis. 

You’ll  also  be  able  to  use  ser¬ 
vices  like  EDI  (Electronic  Data 
Interchange)  to  provide  an 
instant  flow  of  business  infor¬ 


mation  between  your  company 
and  its  trading  partners. 

A  Sears  Communications 
Company®  Account  Executive 
will  be  happy  to  explain  how 
our  SNA  ^^ue-added  data  net¬ 
work  can  work  for  you.  Call 
now  for  more  information: 
1-800-255-3443. 


Sears 


©I  989  Soars  Communications  Company.  Sears,  Sears  Communications  Network  and  Sears  Communicotions  Company  are  registered  trademarks  of  Sears,  Roebuck  and  Co. 


port  600,000  to  1.5  million  minutes  of 
traffic;  and  l6.3%  run  more  than  two  mil¬ 
lion  minutes  of  traffic  per  month. 

The  report  said  18.5%  of  all  respon¬ 
dents  have  three  or  fewer  sites  supported 
by  their  virtual  networks,  31.5%  have  four 
to  1 2  sites  on  their  virtual  nets,  24%  have 
15-  to  30-site  nets,  l6.7%  have  33-  to  60- 
site  nets  and  9-3%  have  at  least  100  sites 
on  their  virtual  networks. 

Of  the  top  three  carriers,  MCI  had  the 
highest  instance  of  dial-up  access.  Twenty- 
eight  percent  of  MCI  users  said  that  virtual¬ 
ly  half  of  their  sites  use  dial-up  access. 
“This  high  use  of  switched  access  for  MCI 
customers  may  be  because  MCI  has  had  a 
larger  percentage  of  the  smaller,  voice- 
only  virtual  nets  relative  to  AT&T,”  the  re¬ 
port  said. 

Of  the  65  total  respondents,  22.9% 
have  none  or  one  site  supported  by  T- 1  ac¬ 
cess  to  the  carrier’s  point  of  presence, 
27.1%  have  two  to  four  T-1 -supported 
sites,  25%  have  five  to  10  T-1  sites,  12.5% 
have  1 2  to  20,  and  12.5%  have  20  or  more, 
according  to  the  report. 

The  study  also  discussed  interest  in  fu¬ 
ture  service  capabilities.  Seventy-eight 
percent  of  all  respondents  want  the  carri¬ 
ers  to  offer  a  permanent  virtual  circuit  ca¬ 
pability  with  their  offering;  64%  want  the 
service  to  handle  protocol  conversion;  and 
63%  want  a  local-area  network  over  wide- 
area  network  feature  that  would  enable 
them  to  use  the  virtual  net  to  connect  geo¬ 
graphically  dispersed  LANs.  O 


NTIA  head  launches 
infrastructure  study 

continued  from  page  1 7 

should  be  into  the  next  millenium,”  she 

said. 

Some  telecommunications  providers 
have  invested  heavily  in  the  network,  but 
“there  is  some  concern  about  whether  the 
pace  is  fast  enough,”  Obuchowski  said. 

NTIA  wants  to  learn  whether  govern¬ 
ment  involvement  will  be  necessary  to 
make  new  technologies,  such  as  fiber  to  the 
home  and  the  ubiquitous  deployment  of  In¬ 
tegrated  Services  Digital  Networks,  a  rea¬ 
lity. 

A  wide  scope 

The  study  will  go  beyond  the  traditional 
public  switched  network  and  examine  new 
communications  services  available 
through  private  networks,  value-added 
networks,  cellular  services,  paging  net¬ 
works,  shared  tenant  services,  metropoli¬ 
tan-area  networks,  teleports  and  cable 
television  systems. 

In  the  U.S.,  telecommunications  deci¬ 
sions  have  been  largely  reactive,  according 
to  Obuchowski.  “Customer  demand  tends 
to  govern  the  rate  of  deployment  of  new 
technology,”  she  said. 

However,  it  is  unclear  whether  this  will 
result  in  technologies  being  introduced 
fast  enough  to  compete  with  other  coun¬ 
tries  where  telecommunications  develop¬ 
ment  is  driven  by  long-range,  government- 
supported  programs. 

A  handbook  for  the  future 

Obuchowski  also  emphasized  that  she 
wants  the  study  to  Jesuit  in  a  practical 
guide  that  officials  can  use  when  making 
policy  decisions  in  the  future. 

To  that  end,  the  study  will  also  address 
the  financing  of  the  network  of  the  future. 

Obuchowski  acknowledged  that  money 
is  tight  in  Washington  and  that  some  type 
of  self  generating  system  will  be  needed  to 
pay  for  new  technologies.  □ 
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^Today’s  application 
backlog  is  such 
a  nightmare,  it’U  take 
more  resources 
to  fix  it  than 
even  IBMha^ 

-a  software  developer 

^Ibu’re  right? 

-IBM 


Annoiuiciiig  AD/Cycle: 

The  first  fully 
integrated,  total  SAA, 

start-to-finish 
woridng  environment 

for  creating 
and  maintaining 
applications. 


From  IBM. 

And  friends: 

BACHMAN  Information  Systems,  Inc. 
Index  Technology  Corporation 
Knowledg^^re,  Inc. 


With  computers  humming  along 
at  100  million  instructions  a  second,  it 
seems  insane,  but  its  true: 

Programmers  are  averaging  about 
10  lines  of  code  a  day,  and  applications 
are  backed  up  2  to  3  years. 

Worse,  applications  now  take  so 
long  to  create,  they  can  be  obsolete 


before:  a  consistent  set  of  standards. 
Within  it,  all  phases  of  the  process 
(see  diagram)  can  be  coordinated. 

It’s  an  arsenal  of  tools,  too:  CASE 
tools  for  planning,  analysis  and  design, 
a  variety  of  3rd-generation  languages, 
application  generators,  knowledge 
based  systems,  testing  and  mainte¬ 


Cross  Life  Cycle 


In  addition,  new  releases  of  IBM 
Cross  System  Product  (our  application 
generator)  will  run  on  both  OS/2  EE 
workstations  and  hosts.  Through  CSP, 
many  AD/Cycle  tools  can  build  appli¬ 
cations  for  all  Sy\/V  systems:  OS/2, 
OS/400r  VM  and  MVS. 
fc.  And  because  AD/Cvcle  is  an 

Bb 

H  open  architecture,  many  other 
software  vendors  are  creating 
development  tools  that  will 
integrate  with  it,  taking 
full  advantage  of  IBM’s 
repository  manager. 


Right  Now. 


•'z  .-1-*-^ 


AD/Cycle  icill  integrate  all  phases  of  application  development. 


before  they’re  finished.  And  when  they 
are  finished,  they  require  so  much 
maintenance,  many  programmers 
don’t  have  time  to  write  anything  new. 

It’s  a  bigger  problem  than  IBM,  or 
anyone  else,  can  handle  alone.  So  our 
solution,  AD/Cycle,  teams  IBM  with 
some  special  IBxM  business  partners. 

And  because  you  can’t  wait,  many 
AD/Cycle  products  are  available  now. 

But  before  getting  into  who’s 
offering  what,  let’s  look  at  what 
AD/Cycle  is,  and  why  it  is  the  develop¬ 
ment  solution  for  the  ’90s. 


W  ith  AD/Cycle,  planners  and  programmers 
can  speak  the  same  language. 

The  Right  Idea. 

To  begin  with,  AD/Cycle  is  a 
framework  that  gives  the  entire  devel¬ 
opment  cycle  something  it  never  had 


nance  tools,  plus  cross  life-cycle 
tools  that  tie  evervthing  together. 

And,  because  a  real  obstacle  to 
getting  applications  done  right  is 
getting  people  to  communicate, 
AD/Cycle  also  offers  a  repositorv  for 
sharing  information:  details  about 
a  companv’s  structure  and  methods, 
expressed  in  a  uniform  way  to  keep 
executives  and  programmers  on  the 
same  wavelength. 

Thanks  to  SA\™  these  pieces  not 
only  will  fit  together  but  can  produce 
code  for  multiple  IBM  operating 
systems.  And  you  can  use  as  many, 
or  few,  AD/Cycle  tools  as  vou  need. 

The  Right  Tools. 

AD/Cvcle  has  too  manv  tools  to 
describe  them  all.  but  here  are  some 
highlights. 

Along  with  products  from  IBM, 
key  elements  of  AD/C\cle  are  coming 
from  BACHMAN  Information 
Systems,  Inc,,  Index  Technology 
Corporation  and  KnowledgeWare,  Inc™ 

Each  is  a  leader  in  CASE  technol¬ 
ogy,  with  products  that  reduce  years  to 
months,  and  months  to  days. 

Their  sets  of  tools  will  combine  en¬ 
terprise  modeling,  validation  of  models, 
data  structure  analysis  and  more,  all 
using  the  graphical  interface  of  SAA, 


To  help  you  get 
going  with  AD/Cycle, 

3:r;  :  V  IBM’s  Systems  Integration 
Division  is  joining  forces 
with  leading  service  compa- 
nies.  CAP  Gemini  America, 
Computer  Power  Group,  Computer 
Task  Group  and  GE  Consulting  will  be 
working  with  us  to  assist  you  in  plan¬ 
ning,  training  and  implementation. 

OS/2  EE  versions  of  AD/Cvcle 
tools  will  arrive  through  1990,  but  you 
don’t  have  to  wait  to  get  started.  Many 
tools  are  available  now,  and  with 
excellent  track  records. 


All  AD/Cycle prorlucts  ivill  have  the  easy-to- 
use,  S.4A  graphical  interface. 

Response  to  AD/Cycle,  from  both 
vendors  and  users,  has  been  overwhelm¬ 
ingly  positive.  Clearly,  it  represents  the 
future  of  application  development. 

So  for  you,  the  question  isn’t  if,  but 
when.  And  when  is  now.  "lb  get  started 
with  AD/Cycle, 
call  your  IBM 
Marketing  Repre¬ 
sentative  today. 


IBM,  SAA.  OS/2.  OS/400.  are  trademarks  of  IBM  Corp.  KnowledgeWare  is  a  trademark  of  KnowledgeWare,  Inc.  ©  1989  IBM  Corporation. 


Ai^y^hceSCcm  Communications 

720  Santa  Barbam  Stre^„ 
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Times 


Will  the  LAN  connectioi 
you  choose  keep  pace? 


There’s  no  doubt  about  it.  Time  will  change  the 
way  you  connect  your  LANs.  Right  now,  you  may  only 
need  to  bridge  a  few  remote  sites.  But  as  the  number 
of  sites  and  devices  increase,  your  network  will 
require  the  greater  flow  control  and  security  features 
of  a  router. 

How  do  you  make  sure  your  LAN  connections 
anticipate  these  changes?  By  choosing  flexible  prod¬ 
ucts,  like  the  ACS  Series  4000  from  ACC. 


reprogrammed  the  hardware  platform  to  fonction  as  a 
bridge,  router,  or  bridge/router  combination. 


The  Series  4000  won’t  restrict  your  options. 

Other  vendors’  offerings  limit  flexibility  by  using 
proprietary  protocols.  ACC’s  Series  4000  products  use^ 
industry-standard  protocols,  such  as  TCP/IP,  !  . 

DECnet,  XNS,  Novell’s  IPX,  and  Appletalk—giving 
you  the  flexibility  to  operate  with  yopr  existing  inter-  >  :  ■ 


As  your  needs  change,  Series  4000  internet¬ 
working  products  adapt  to  meet  those  needs. 

Series  4000  products  are  based  on  a  simple  con¬ 
cept-flexibility.  The  advanced  hardware  platform  is 
bundled  with  different  internetworking  software 
programs.  Just  insert  a  new  diskette,  and  you’ve 


networking  products. 


And,  we’ll  keep  developii^* 

As  standards  emerge,  new  software  programs  will 
accommodate  evolving  networking  technology.  We’ll 
continue  to  keep  pace  vdth  ne^prk  standards  as  we 
have  for  the  past  13  years. 

For  additional  features  and  specifications  of  AC 
Series  4000  products,  contact  Advanced  Computer . 
Communications  at  1-800-444-7S54. 
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The  product  names  mentioned  are  tradeinarks 
Of  registered  trademarks  of  their  respective  owners.  . 
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Worth  Noting 


“T 

L  think  [Systems 
Center,  Inc.’s  bid  to 
acquire  Net/Master 
marketing  rights  from 
Cincom  Systems,  Inc.] 
is  a  plus  for  both 
companies  and  for 
users.  Everybody  will 
benefit,  and  it  will 
keep  IBM  honest.” 

Bart  Stuck 

President 
Business  Strategies 
Westport,  Conn. 


D 


■  Packets 

Network  Equipment 
Technologies,  Inc.  recently 
announced  that  its  Integrated 
Digital  Network  Exchange 
(IDNX)  T-1  multiplexer  has 
been  determined  compatible 
with  the  Integrated  Services 
Digital  Network  Primary  Rate 
Interface  of  Northern  Tele¬ 
com,  Inc.’s  Meridian  SL-100 
private  branch  exchange. 

The  compatibility  tests 
were  conducted  at  a  Northern 
Telecom  laboratory  in  Rich¬ 
ardson,  Texas.  In  early  1989, 
the  Meridian  SL-1  PBX  was 
also  deemed  compatible  with 
the  IDNX. 

Compatibility  means  the 
IDNX  can  transport  across  a 
digital  network  of  SL-1 00s  via 
the  23  64K  bit/sec  bearer 
channels  and  the  64K  bit/sec 
signaling  channel.  This  gives 
the  user  full  64K  bit/sec  DSOs 
that  are  not  subject  to  signal¬ 
ing  and  density  checks,  which 
reduce  usable  bandwidth. 

AT&T  this  week  will  an¬ 
nounce  the  formation  of  a  new 
business  unit  that  will  focus  on 
development  of  network  man¬ 
agement  products,  including 
AT&T’s  Unified  Network  Man¬ 
agement  Architecture. 

The  Network  Management 
Business  Unit  will  be  headed 
by  William  Gilbert,  who  will 
report  to  Joseph  Nacchio,  vice- 
president  of  marketing  for 
AT&T’s  Business  Communica¬ 
tions  Services  group.  Gilbert 
was  previously  responsible  for 
net  management  in  a  business 
unit  that  was  in  charge  of  out¬ 
bound  services.  □ 


Industry  segment 
Banking 


Other  finance 


Durabie 

manufacturing 

Nondurable 

manufacturing 

Education 


Government 


Data  PBX/matrix  switch  purchase  plans 


Health 


Retail 


Services 


Plans  by  company  revenue 


Transportation/ 

utilities 


/y 'Annual 

Data 

aPBXM 

;  Matrix 

Under  $25m 

41.89% 

12.41% 

$25m  to  $100m 

21.88% 

7.40% 

$100m  to  $500m 

16.19% 

6.51% 

$500mto$1b 

15.06% 

6,73% 

$1bto$2.5b 

19.77% 

10.21% 

Over  $2.5b 

25.03% 

14.19% 

Percent  of  ►O  10  20  30  40  50 

users  planning  _ _ _ 

purchases  B  Data  PBX  □  Matrix  switch 


Large  chart  depicts  purchase  plans  of  24,000  users  by  industry,  inset 
chart  shows  respondents'  purchase  plans  by  company  revenue. 
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Compression  Labs  unveils 
its  next-generation  codecs 

Line  supports  four  video  compression  algorithms. 


By  Jim  Brown 

Senior  Editor 

SAN  JOSE,  Calif.  —  Compres¬ 
sion  Labs,  Inc.  (CLl)  this  week  is 
planning  to  introduce  Rembrandt 
II,  the  next  generation  of  video 
coder/decoder  (codec)  in  its  vid¬ 
eoconferencing  line. 

The  Rembrandt  II  codec  line  is 
built  around  CLI’s  new  Flex  5  ar¬ 
chitecture,  which  can  support  as 
many  as  four  different  video  com¬ 
pression  algorithms,  including 
CLI’s  proprietary  technicmes  and 
the  emerging  CCITT  H.261  video 
compression  standard.  The  Rem¬ 
brandt  II  line  will  replace  CLI’s 
existing  Rembrandt  and  Rem¬ 
brandt  56  codecs,  which  each 
support  a  single  video  compres¬ 
sion  algorithm. 

Codecs  digitize  analog  video 
signals  received  from  cameras 
and  compress  the  digital  data  by 
replacing  repetitive  bit  streams 
with  shortened  codes.  Those 
codes  are  then  transmitted  over 
digital  circuits  to  a  receiving  co¬ 
dec,  which  converts  them  back  to 
the  original  bit  stream.  That  bit 
stream  is  then  converted  back  to 
analog  video  signals  that  are  dis¬ 
played  on  a  monitor. 

The  first  offering  in  CLI’s  new 
line,  the  Rembrandt  11/06,  sup¬ 
ports  transmission  at  user-select¬ 
able  speeds  from  56K  to  384K 
bit /sec,  enabling  users  to  conduct 
videoconferences  via  leased  56K 
bit/sec  digital  data  circuits,  frac¬ 
tional  T-1  circuits  or  on  a  384K 
bit/sec  portion  of  a  T-1  line. 

Those  are  the  same  speeds 
supported  by  its  existing  Rem¬ 


brandt  56  codec. 

CLl  plans  to  introduce  later 
this  year  a  Rembrandt  II  codec 
supporting  speeds  from  384K 
bit/sec  to  3.1  36m  bit/sec,  which 
is  what  the  existing  Rembrandt 
codec  supports,  said  John  Walsh, 
CLI’s  executive  vice-president  of 
sales  and  marketing. 

The  Rembrandt  II/06  will  ini¬ 
tially  support  CLI’s  proprietary 
Cosign  Transform  Extended 
(CTX)  algorithm,  also  being  in¬ 
troduced  this  week,  and  CLI’s  Dif¬ 
ferential  Transform  Coding 
(DXC)  compression  algorithm, 
which  is  used  in  both  the  Rem¬ 
brandt  and  Rembrandt  56  codecs. 

CLl  said  the  CTX  compression 
algorithm  will  provide  picture 
quality  that  is  twice  as  good  as  the 
DXC  algorithm.  This  will  help 
make  the  Rembrandt  II/06  codec 
more  appealing  to  customers  that 
want  high-quality  video  images  at 
lower  speeds,  Walsh  said. 

Future  versions  of  the  Rem¬ 
brandt  II/06  codec  will  support 
the  CCITT’s  emerging  H.261 
standard,  also  known  as  P  x  64. 
The  CCITT  standard,  expected  to 
be  ratified  this  year,  will  enable 
video  codecs  from  various  manu¬ 
facturers  to  communicate  at 
between  64K  bit/sec  and  the  Eu¬ 
ropean  T-1  rate  of  2.048M  bit/ 
sec,  in  increments  of  64K  bit/ sec. 

Lastly,  CLl  will  add  to  the 
Rembrandt  II/06  support  for  the 
Cooperative  of  Science  and  Tech¬ 
nology’s  21 1  algorithm,  which  is 
an  implementation  of  a  proposed 
CCITT  standard  for  videoconfer- 
( continued  on  page  24 ) 


Users  see  promise 
in  Net/Master  buyout 

Customers  say  move  could  bring  enhancements 
to  market  sooner,  encourage  third-party  support. 


By  Paul  Desmond 

_ Senior  VWiter _ 

RESTON,  Va.  —  Users  of  Net/ 
Master  SNA  net  management  soft¬ 
ware  are  optimistic  that  System 
Center,  Inc.’s  proposed  acquisi¬ 
tion  of  the  product’s  developer 
and  marketing  rights  will  spell 
good  news. 

Users  said  that  if  Systems  Cen¬ 
ter  is  successful  in  its  bid  to  ac¬ 
quire  Software  Developments  In¬ 
ternational  Pty.,  Ltd.  (SDI), 
which  developed  the  software, 
and  the  marketing  rights  to  Net/ 
Master  from  Cincom  Systems, 
Inc.,  it  should  speed  availability 
of  enhancements  for  the  network 
management  package. 

Net/Master  is  the  chief  com¬ 
petitor  to  IBM’s  NetView  for  man¬ 
aging  Systems  Network  Architec¬ 
ture  networks.  The  product  was 
developed  by  SDI,  an  Australian 
company,  which  sold  the  market¬ 
ing  and  support  rights  for  the  pro¬ 
duct  to  Cincom  in  1984.  SDI  re¬ 
tained  product  development 
rights. 

The  acquisitions  should  also 


quell  concerns  about  a  series  of 
lawsuits  that  SDI  and  Cincom 
filed  against  each  other  begin¬ 
ning  in  June  1988  over  interpre¬ 
tations  of  their  agreement. 

Some  users  and  analysts  assert 
that  the  legal  battle  has  stalled 
the  release  of  Net/Master  en¬ 
hancements  and  discouraged 
third-party  support  of  Net/Mas- 
ter,  although  SDI  denies  those  al¬ 
legations. 

Awaiting  enhancements 

Users  contacted  by  Network 
World  were  clearly  optimistic 
that  the  change  will  be  for  the  bet¬ 
ter. 

“If  we  have  problems  or  spe¬ 
cial  requests,  they  might  get  ad¬ 
dressed  sooner  because  [product 
development  and  marketing]  will 
be  under  one  umbrella,’’  said  Lori 
James,  lead  computer  analyst  for 
Dayton  Power  and  Light  Co.  in 
Dayton,  Ohio. 

Users  said  having  research  and 
development  under  the  auspices 
of  a  separate  company  from  the 
/ continued  on  page  24 ) 


Tyson  Foods 
dumps  hosts 
for  local  nets 

By  Jim  Brown 

_ Senior  Editor _ 

SPRINGDALE,  Ark.  —  Tyson 
Foods,  Inc.  last  week  said  it  is  re¬ 
placing  its  nationwide  hierarchi¬ 
cal  network  with  distributed  lo¬ 
cal-area  networks  linked  via 
bridges  to  the  company’s  data 
center. 

The  company  is  making  the 
move  to  provide  more  reliable 
network  services  to  its  remote 
sites  without  increasing  operat¬ 
ing  costs. 

“Whatwe  hope  to  be  able  to  do 
is  provide  better  services  for  es¬ 
sentially  the  same  cost,”  said 
Paul  Lothian,  a  staff  analyst. 

Tyson  Avill  replace  a  Unisys 
Corp.  1100  mainframe  at  its  data 
center  here  with  an  Ethernet 
backbone  initially  supporting  two 
Digital  Equipment  Corp.  VAX 
6420  minicomputers  and  at¬ 
tached  terminals. 

The  installation  of  the  DEC 
equipment  is  part  of  a  three-year, 
$9.2  million  contract  with  the 
vendor,  under  which  Tyson  will 
swap  out  Unisys  equipment  in  fa¬ 


vor  of  DEC  products  at  all  80  of  its 
poultry  processing  plants  in  12 
states  and  Quebec. 

Tyson  will  install  Ethernets 
supporting  DEC  Micro  VAX  3100s 
in  14  of  the  plants,  which  also 
double  as  regional  centers  to  ad¬ 
minister  contracts  the  company 
has  with  farmers  who  raise  chick¬ 
ens.  The  MicroVAXes  will  replace 
Unisys  U5000  minicomputers  at 
these  locations. 

The  sites  will  be  linked  via  Vi- 
talink  Communications  Corp. 
bridges  over  56K  bit/sec  digital 
lines  to  the  backbone  Ethernet  at 
headquarters. 

The  company  will  replace  Un¬ 
isys  terminals  at  all  80  remote 
sites  with  DEC  VT-320  terminals. 
Terminals  in  plants  without  a  Mi¬ 
cro  VAX  will  be  linked  to  a  DEC- 
mux,  a  statistical  multiplexer  that 
will  link  as  many  as  eight  termi¬ 
nals  over  a  9.6K  bit/sec  leased 
line  to  an  Ethernet-attached  DEC 
MUXserver  100  in  regional  sites. 
The  MicroVAXes  at  each  regional 
site  will  support  Ethernet-at¬ 
tached  terminals. 

Tyson  will  also  be  replacing 
many  of  the  analog  leased  lines 
that  currently  link  its  remote  sites 
to  headquarters  with  digital  facil¬ 
ities  where  available,  thus  making 
the  network  more  reliable. 

“We’re  in  a  lot  of  small  isolat¬ 
ed  places  where  we  can’t  get  digi¬ 
tal  circuits,”  Lothian  said.  □ 
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Users  see  promise  in 
Net/Master  buyout 

continued  from  page  23 
marketing  and  support  team  has  not  been  a 
major  problem,  although  it  may  have 
caused  delays  in  the  turnaround  time  for 
user-requested  enhancements. 

Rich  Krejsa,  manager  of  systems  pro¬ 
gramming  at  Dana  Corp.’s  Boston  Indus¬ 
trial  Products  Division  in  Brentwood, 
Tenn.,  for  example,  said  Net/Master  Re¬ 
lease  2.1  was  available  under  controlled 
release  in  May  1989  for  IBM’s  MVS  operat¬ 
ing  system  but  it  is  not  yet  available  for  VSE 
users  like  himself. 

“I’m  not  positive  that  has  anything  to 
do  with  the  development  being  done  in 
Australia.  All  I  know  is  I’m  still  waiting,’’ 
Krejsa  said. 


Analysts  said  Systems  Center  should  be 
able  to  put  more  capital  into  Net/Master 
development  than  the  cash-strapped  Cin- 
com  could. 

“They’re  suffering  from  a  common 
problem,  which  is  that  you  overextend 
yourself,’’  said  James  Herman,  a  principal 
with  Northeast  Consulting  Resources,  Inc. 
in  Boston.  “You  try  to  sell  too  many  prod¬ 
ucts,  and  you  don’t  sell  any  of  them  well.  ’’ 

Users  agreed  with  that  assessment.  “In 
my  mind,  knowing  the  superiority  of  the 
product  [compared  with  NetView],  they 
just  haven’t  been  aggressive  enough  in 
their  marketing  efforts,’’  said  a  Net/Master 
user  who  requested  anonymity. 

Users  said  they  don’t  anticipate  any 
problems  in  support  for  the  product  be¬ 
cause  they  expect  the  majority  of  Cincom 
employees  who  worked  on  Net/Master  to 


Copyright  ©  1989,  Fiberniux  Corporation.  All  Rights  Reserved. 


jump  ship  to  Systems  Center  if  the  deal  is 
approved.  That  would  include  key  Net/ 
Master  players  such  as  Walter  Thomas  and 
Victoria  Duckworth. 

Last  month,  when  the  deal  was  an¬ 
nounced,  Robert  Cook,  Systems  Center’s 
chairman  and  chief  executive  officer,  said 
Cincom  employees  were  welcome. 

Thomas  Nies,  Cincom’s  president  and 
CEO,  echoed  those  sentiments  to  Net/Mas¬ 
ter  customers  in  a  letter,  which  was  ob¬ 
tained  by  Network  World.  If  Cincom 
reaches  an  agreement  with  Systems  Cen¬ 
ter,  “that  agreement  would  also  include 
the  assumption  of  those  Cincom  personnel 
whose  responsibilities  focus  primarily 
upon  the  sales,  marketing  and  support  of 
Net/Master,’’  the  letter  stated. 

Ifsers  and  analysts  said  the  split 
between  development  and  marketing 


made  it  difficult  for  other  vendors  to  form 
alliances  that  would  tie  Net/Master  to  their 
net  management  systems. 

Cincom  succeeded  in  that  effort  with 
AT&T  and  produced  a  product  that  ties 
Net/Master  to  AT&T’s  Accumaster  Inte¬ 
grator,  but  SDI  was  not  involved  in  the 
deal. 

The  ongoing  legal  battle  may  have  exac¬ 
erbated  that  situation.  One  user  who  re¬ 
quested  anonymity  said  it  also  stopped  the 
flow  of  Net/Master  enhancements  from 
SDI  to  Cincom. 

John  Robinson,  managing  director  of 
SDI  and  one  of  the  three  original  Net/Mas¬ 
ter  developers,  vehemently  denied  that  al¬ 
legation.  “Every  part  of  Net/Master  that 
was  made  generally  available  was  made 
available  to  Cincom,”  he  said. 

Robinson  declined  to  discuss  the  details 
of  the  court  battle  but  said  the  litigation  is 
dormant  and  will  be  resolved  or  dismissed 
soon.  “It’s  going  to  disappear  is  the  easiest 
way  to  put  it,”  he  said. 

Robinson  said  SDI  is  working  on  a  num¬ 
ber  of  projects  that  would  help  give  users  a 
homogeneous  presentation  of  and  control 
over  multivendor  networks.  He  hinted  that 
SDI  would  work  to  support  Digital  Equip¬ 
ment  Corp.’s  Enterprise  Management  Ar¬ 
chitecture,  which  would  add  to  Net/Mas- 
ter’s  existing  support  for  AT&T’s  Unified 
Network  Management  Architecture,  a  re¬ 
sult  of  the  AT&T / Cincom  deal. 

“Being  in  this  business,  we’re  very 
aware  of  what  the  customers  are  looking 
for  and  the  sorts  of  [hardware]  platforms 
they’re  using,”  Robinson  said.  “It  hasn’t 
escaped  our  notice  that  Digital  is  a  major 
player  there.”  □ 

Compression  Labs 
unveils  codecs 

continued  from  page  23 
encing  at  2 . 048M  bit /sec . 

The  Rembrandt  II/06  also  employs  a 
CLI-developed  intercodec  signaling  tech¬ 
nique  that  enables  a  Rembrandt  II/06  to 
determine  which  compression  algorithm 
other  codecs  support  when  a  videoconfer¬ 
ence  is  being  set  up.  This  will  enable  the 
Rembrandt  II/06  to  automatically  select 
the  compression  algorithm  needed  to  es¬ 
tablish  communications  between  the  two 
codecs. 

CLI’s  Flex  5  architecture  also  enables 
the  Rembrandt  II/06  to  support  a  greater 
number  of  network  interface  boards  than 
CLI’s  existing  codecs.  The  Rembrandt 
H/06  has  14  board  slots,  nine  of  which  are 
used  to  support  such  things  as  processor 
boards  and  interface  slots  for  cameras  and 
audio  equipment.  The  remaining  slots  can 
support  a  mix  of  network  interface  boards. 
Existing  Rembrandt  products  support  only 
a  single  network  interface  board. 

Like  CLI’s  existing  codecs,  the  Rem¬ 
brandt  II/06  will  also  support  interface 
boards  that  enable  users  to  transmit  data 
between  microcomputers  on  the  same  line 
supporting  transmission  of  video  images. 

Rembrandt  II/06  codecs  support  trans¬ 
mission  of  up  to  four  separate  data  chan¬ 
nels  in  addition  to  the  video  channel.  CLI’s 
existing  codecs  support  only  two  data 
channels  plus  the  video  channel. 

The  Rembrandt  II/06  codec,  scheduled 
for  availability  in  the  first  quarter  of  1990, 
will  cost  $31,500.  It  will  include  support 
for  the  CTX  and  DXC  algorithms.  CLI  has 
an  upgrade  program  that  will  enable  users 
that  purchased  a  Rembrandt  56  codec  after 
October  1988  to  trade  it  in,  along  with  an 
additional  $15,000,  for  a  Rembrandt 
II/06.  □ 


Sign  Up  For  Serious  Networking. 
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The  consensus  is  clear.  A  Magnum  Enterprise 
Network  supports  more  interface  types  than  any  - 
other  solution.  Interfaces  such  as  IBM  twinax  and 
coax,  Token  Ring  and  Ethernet,  Wang  coax,  plus 
many  more.  All  sharing  one  backbone.  In  fact. 
Magnum  is  far  and  away  the  most  popular  solution 
of  its  kind 

worldwide.  >  _ 

The  reason 
is  simple. 

We're  ab¬ 
solutely 
serious 
about 
absolute 
transparency. 

Magnum  works  with  almost  every  kind  of  host, 
PC,  or  workstation  without  costly  modifications. 
High-speed  fiber-optic  or  DS-3  backbones  help 


system  lets  you  monitor,  diagnose,  and  control 
every  connection  from  a  single  convenient  site. 

For  all  this  power,  Magnum  is  surprisingly 
straightforward  to  install  and  maintain.  Complete 
power,  link,  and  logic  redundancy  keep  network 
downtime  to  a  minimum.  Because 
^  Magnum  is 
based  on  the 
“■  latest  fiber¬ 
optic  tech¬ 
nology,  you 
can  count  on 
always  having 
room  to  grow 
(even  into  our 
FX5500  FDDI 
Series).  And  youll  be 
pleased  at  how  cost-effective 


serious  Enterprise  Networking  can  be. 
prevent  delays  and  timeouts.  Every  device  appears  today  at  (818)  709-6000  -for  more  infor-A^fcfl^Q/v 

to  be  directly  connected,  even  if  it's  miles  away!  ^nation  about  Magnum,  the  leader  in  transgg^S^ 


Magnum, 

But  transparency  doesn't  mean  that  problems  stay  transport.  From  Fibermux,  the  leader  in 
invisible.  Our  LightWatch  network  management  Enterprise  Networking.  ^ 


Fibermux.  Fiber/DS-3  Backbones.  We’re  Serious. 


See  the  FAXNeT  Form  on  Page  #59 
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PC  AND  TERMINAL  TO  HOST  LANS,  GATEWAYS  AND  MICRO  COMMUNICATIONS  PRODUCTS 


TOPS  to  expand  line,  keep 
focus  on  easy-to-use  LANs 

Sun  spins  company  off  into  independent  unit. 

By  Walter  Sweet 

West  Coast  Correspondent 
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Network  World's  new  LAN  initially  will  provide  word  Macintosh  lixs 
processing  and  editing  facilities  to  users,  but  event-  (Art  department) 
ually  will  be  broadened  to  support  data  base  services 
and  link  the  paper’s  art  department  into  the  network,  graphic  by  susan  j.  champeny 


Network  World  LAN 
offers  growth  path 

Relocation  spurs  migration  from  terminal/host 
system  to  one  based  on  Ethernet,  IBM  PS/2s. 


Network  Computing 
Devices,  Inc.  (NCD)  of 
Mountain  View,  Calif.,  last 
week  released  software  that 
enables  its  X/Window 
network  display  stations  to 
communicate  with  hosts 
across  serial  lines. 

The  XRemote  software  is 
designed  to  handle  multilevel 
data  compression  in  X/Win- 
dow  environments.  NCD  wrote 
a  special  data  compression 
protocol  because  existing 
compression  techniques  for 
alphanumeric  data  environ¬ 
ments  w’ere  not  optimized  to 
address  the  heavy  bandwidth 
demands  of  bit-mapped  work¬ 
stations  and  windowing  sys¬ 
tems,  the  company  said. 

The  software  means  that 
NCD’s  net  display  systems  — 
terminals  that  off-load  the 
processing  of  the  X/Window 
graphical  interface  from  the 
multiuser  host  —  can  be  used 
not  just  where  Ethernet  con¬ 
nections  are  available,  but  at 
any  site  that  has  an  ordinary 
telephone  line  or  RS-232  link. 

XRemote  can  be  used  to  let 
X/VWndow  end  users  in  re¬ 
mote  sales  offices  communi¬ 
cate  with  headquarters;  it  also 
allows  software  developers  to 
do  their  work  at  home  via  tele¬ 
phone  lines  and  modems. 

The  same  X/Window  ter¬ 
minal  can  have  Ethernet  and 
XRemote  serial  connections. 

The  XRemote  software  that 
runs  on  the  display  station  is 
available  in  a  programmable 
read-only  memory  set  and  is 
priced  at  $300  per  NCD  unit. 
The  host  portion  of  XRemote 
is  available  on  a  tape  for  $500 
per  host  site.  □ 


ALAMEDA,  Calif.  —  John  Por- 
caro,  DOS  products  manager  at 
The  TOPS  Division  of  Sun  Micro¬ 
systems,  Inc.,  relishes  digging 
through  a  stack  of  Novell,  Inc. 
NetWare  manuals  before  finding 
his  prize:  a  manual  to  the  man¬ 
uals. 

TOPS  has  built  its  reputation 
by  offering  inexpensive,  easy-to- 
use  and  easy-to-install  local-area 
network  products. 

The  company  plans  to  contin¬ 
ue  keeping  its  products  simple, 
while  at  the  same  time  broaden¬ 
ing  the  platforms  and  environ¬ 
ments  it  can  support. 

But  industry  analysts  say  they 
wonder  if  simplicity  is  the  right 
path  for  TOPS  in  the  new  decade, 
suggesting  that  TOPS  should 
move  into  higher  end  products 
while  striving  to  avoid  the  need  to 
print  a  manual  for  its  manuals. 

“They’d  better,  or  they  won’t 
be  around  in  the  ’90s,’’  said  Mike 
Heylin,  an  industry  analyst  with 
Creative  Strategies  Research  In¬ 
ternational  of  Santa  Clara,  Calif 


ISELIN,  N.J.  —  Triton  Tech¬ 
nologies,  Inc.  is  scheduled  to  re¬ 
lease  a  network  gateway  version 
of  its  Co/Session  personal  com- 
puter-to-personal  computer  re¬ 
mote  control  communications 
software  at  NetWorld  90  Boston 
next  month. 

Called  Co/Session  LAN,  the 
product  will  let  network  users 
share  modems  to  access  and  con¬ 
trol  a  remote  personal  computer, 
establish  terminal-emulation  ses¬ 
sions  with  a  remote  host  or  trans¬ 
fer  files. 

Co/Session  LAN  is  compatible 
with  any  communications  server 
that  supports  either  the  IBM  In¬ 
terrupt  14  or  the  Network  Asyn¬ 
chronous  Server  Interface/Net¬ 
work  Communications  Server 
Interface. 

With  Co/Session  LAN,  any 
workstation  on  the  net  can  con¬ 
trol  or  be  controlled  by  any  other 
workstation  anywhere  in  the 
world  via  a  dial-up  telephone 
link.  The  workstation  being  con¬ 
trolled  runs  Co/Session  LAN’s 
Support  program,  which  sends 
keystrokes  to  and  receives  screen 
images  from  the  Co/Session  Ap¬ 
plication  program  running  on  the 


The  issues  of  supporting  different 
workstation  operating  systems 
and  environments  is  very  impor¬ 
tant,  Heylin  said,  “but  I’m  very 
concerned  about  the  holes  in 
their  product  line,  especially  [re¬ 
garding  Microsoft]  VWndows  and 
OS/2.’’ 

Heylin  said  the  TOPS  Windows 
product  is  not  robust,  and  he 
pointed  out  that  Apple  Computer, 
Inc.  has  incorporated  TOPS-like 
features  into  its  soon  to  be  re¬ 
leased  Macintosh  OS  7.0. 

The  company,  however,  says 
its  near-term  goals  are  to  en¬ 
hance  its  product  by  extending  its 
fde-sharing,  printer-sharing  and 
messaging  services  to  OS/2  envi¬ 
ronments  and  .Microsoft  Windows 
3.0  by  the  end  of  1990. 

The  company  announced  last 
week  that  it  will  incorporate  its 
updated  InBox  electronic  mail 
package,  which  enables  .Macin¬ 
tosh,  DOS  and  OS/2  microcom¬ 
puters  to  exchange  E-mail  and 
files,  into  its  Macintosh  and  DOS 
product  lines  (see  “TOPS  merges 
file-sharing.  E-mail  into  new 
/ continued  on  page  27) 


controlling  computer. 

Companies  can  use  the  prod¬ 
uct,  for  example,  to  provide  cus¬ 
tomers  or  users  with  technical 
support.  If  both  sites  have  local- 
area  networks,  two  Co/Session 
LANs  can  be  used  to  establish  a 
LAN-to-LAN  bridge. 

The  Session/XL  program  in¬ 
cludes  a  communications-script- 
ing  package  that  can  be  used  for 
transferring  files  or  for  automati¬ 
cally  polling  remote  personal 
computers  at  a  certain  time  of 
day.  Administrators  can  schedule 
certain  tasks  for  unattended  exe¬ 
cution  on  remote  or  local  person¬ 
al  computers,  or  for  updating  or 
downloading  information  from 
multiple  locations. 

For  file  transfers,  the  product 
supports  both  XModem  and  Tri¬ 
ton’s  own  proprietary  1 6-bit,  full- 
duplex  protocol .  A  terminal-emu¬ 
lation  mode  can  be  used  to  make 
connections  with  a  variety  of  pub¬ 
lic  bulletin  board  services. 

Co/Session  LAN  is  available  in 
licenses  that  enable  up  to  four  us¬ 
ers  on  the  network  to  employ  any 
of  the  program  modules  — 
Co/Session  Application,  Co/Ses¬ 
sion  Support  and  Session/XL  — 
simultaneously.  A  Co  Session 
LAN  license  costs  $495.  O 


FRA.MINGHAM,  Mass.  — 
Network  World  recently  relo¬ 
cated  its  headquarters  and  suc¬ 
cessfully  migrated  its  text  pro¬ 
cessing  system  to  a  local-area 
network  environment  that  will 
eventually  enable  us  to  embrace 
distributed  computing. 

The  Atex  Publishing  Systems 
network  is  anchored  by  two  mini¬ 
computers  that  support  desktop 
IBM  Personal  System/ 2  micro¬ 
computers  via  a  star-wired  Ether¬ 
net.  We  are  one  of  about  eight 
companies  —  including  The  New 
York  Times  Co.  and  the  American 
Medical  Association  —  to  install 
this  type  of  Atex  network. 

Although  the  system  initially 
supports  only  our  editorial  de¬ 
partment,  eventually  the  network 
will  support  our  art,  marketing 
and  circulation  departments. 

On  the  editorial  side,  the  long¬ 
term  goal  is  to  reach  100%  elec¬ 
tronic  page  generation,  in  which 
text,  graphics,  free-lance  art  and 
photographs  are  electronically 
integrated  into  a  page  that  can  be 
transmitted  as  a  single  file  to  our 
printer  in  WoodstocL  Ill- 

Such  capabilities  would  be  a 
quantum  leap  ahead  of  our  exist¬ 
ing  page  planning  and  layout  ca¬ 
pabilities.  Although  all  text  is 
created,  edited  and  formatted 
electronically  today,  graphics  are 
produced  on  Apple  Computer, 
Inc.  Macintosh  computers  and 
shipped  via  airmail  to  the  printer, 
which  manually  adds  the  artwork 
and  color  photographs  to  the 
page. 

The  new  network  will  give  us 


greater  control  over  the  final 
product,  reduce  costs  associated 
with  graphics  and  extend  dead¬ 
lines  to  get  last  minute  graphics, 
photographs  and  news  into  the 
paper. 

The  network  setup 

The  AtexJ-1 1  processors  driv¬ 
ing  the  network  are  based  on  Di¬ 
gital  Equipment  Corp.  PDP-11 
technology  but  incorporate  many 
proprietary  Atex  components. 

T 

X  he  new  net  will  give 
us  greater  control  over 
the  final  ancj  extencf 
cfeacjlines. 
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Each  processor  is  smaller  than  a 
two-drawer  filing  cabinet  —  or 
about  one-quarter  the  size  of  the 
Atex  processors  they  replaced  — 
and  each  have  8M  bytes  of  main 
memory  and  300M  bytes  of  disk 
capacity. 

The J-1  Is  .support  32  users  and 
mirror  one  another  in  the  event 
either  unit  fails. 

Each  member  of  the  editorial 
department  has  an  Intel  Corp. 
80386-based  IBM  Personal  Sys¬ 
tem/2  Model  55  SXwith  2.M  bytes 
of  memory  and  a  30M-byte  hard 
disk.  The  Personal  System/ 2s  are 
( continued  on  page  26 ) 


L4(V  product  lets  PC  users 
control  remote  micros 

By  Susan  Breidenbach 

West  Coast  Bureau  Chief 
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continued  from  page  25 
wired  into  the  J-1  Is  through  four 
rack-mounted  Allied  Telesis,  Inc. 
multiport  Ethernet  repeaters, 
w'hich  in  turn  are  connected  to  a 
1 6-port  Allied  Telesis  CentreCom 
1600  transceiver. 

The  repeaters  are  used  to  iso¬ 
late  collisions  on  the  Ethernet  to 
a  single  workstation  wiring  lead, 
according  to  Jeff  Pennett  and  Jack 
McDonough,  director  and  man¬ 
ager  of  information  systems,  re¬ 
spectively,  at  Network  World. 

To  ensure  uptime,  Pennett  and 
McDonough  decided  to  link  each 
Personal  System/2  via  thin-wire 
Ethernet  cabling  to  a  single  port 
on  the  repeater,  instead  of  daisy- 
chaining  one  workstation  to  an¬ 
other  and  sharing  a  single  port. 

“We  built  a  number  of  fail-safe 
[devices]  into  the  network,” 
McDonough  said.  “This  was  one. 
If  a  PS/2  goes  down,  it  only  af¬ 
fects  one  user  instead  of  bringing 
the  network  to  its  knees.” 

The  hosts  run  text  processing 
software  from  Atex,  as  well  as 
SLOAD,  a  proprietary  Atex 


T  ?  e  built  a  number  of 
fail-safe  [devices]  into 
the  net.  If  a  PS/2  goes 
down,  it  only  affects  one 
user  instead  of  bringing 
the  network  to  its  knees. 
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network  operating  system  that 
enables  the  J- 1 1  s  to  communicate 
with  the  Personal  System/2s. 

Both  hosts  also  run  PC  Prefer¬ 
ence,  an  Atex  program  that  sup¬ 
ports  the  industry-standard  Uni¬ 
versal  Datagram  Protocol  and 
Internet  Protocols  so  the  J-1  Is 
can  share  data  with  the  Personal 
System/2s  and  perform  session 
management.  The  Personal  Sys- 
tem/2s  also  run  a  PC  Preference 
shell. 

When  editors  turn  their  Per¬ 
sonal  System/2s  on,  the  devices 
boot  from  the  local  hard  drive  and 
default  to  a  menu  that  enables  the 
user  to  log  on  to  Atex  or  exit  to 
PC-DOS. 

When  the  Personal  System/2s 
are  logged  onto  Atex,  they  emu¬ 
late  the  type  of  dumb  terminals 
the  company  used  with  its  earlier 
system.  Eventually,  however, 
Atex  promises  to  migrate  some  of 
the  actual  processing  done  by  the 
host  to  the  end  users’  microcom¬ 
puters  in  a  client/server  architec¬ 
ture. 

Future  plans 

When  the  Atex  software  be¬ 
comes  available  for  the  worksta¬ 
tions,  we  will  also  be  able  to  mi¬ 
grate  from  the  J-1  Is  to  industry- 
standard  network  file  ser\'ers, 
according  to  Brian  Trombley,  an 


Atex  account  executive. 

Within  the  next  several  years, 
we  plan  to  add  a  business  applica¬ 
tion  server,  which  will  likely  run 
Novell,  Inc.’s  NetWare  386,  to 
provide  a  number  of  different 
user  services. 

The  primary  purpose  of  the 
NetWare  LAN  will  be  to  connect 
Apple  Macintosh  IIx  microcom¬ 
puters  in  the  art  department  to 
the  Atex  hosts,  thus  making  it 
possible  to  merge  text  and  art  ele¬ 


ments. 

Our  long-term  vision  is  to  ar¬ 
chive  all  back  issues  on  a  rela¬ 
tional  data  base  server,  allowing 
an  editor  to  perform  a  search  on  a 
particular  topic  and  pull  up  a  list 
of  stories  in  back  issues. 

The  business  application  serv¬ 
er  would  also  support  modem 
pooling  and  the  ability  for  report¬ 
ers  to  access  the  server  from  re¬ 
mote  locations. 

Since  the  NetWare  386  server 


would  be  supported  as  a  sub¬ 
network  to  the  primary  LAN,  it 
will  be  linked  to  the  Atex  proces¬ 
sors  via  a  bridge  attached  to  one 
of  the  repeaters. 

Ultimately,  Dianne  Barrett, 
Network  World’s  art  director, 
will  be  able  to  lay  out  a  page  on  a 
screen,  incorporate  the  art  ele¬ 
ments  and  pour  the  text  around 
the  images  to  compose  the  page. 
She  could  then  ship  the  integrat¬ 
ed  text  and  graphics  files  over 


dial-up  phone  lines  to  the  printer. 

In  the  meantime,  most  of  our 
pages  are  typeset  locally  on  an 
Autologic  Corp.  APS  800  typeset¬ 
ter  attached  to  the  two  hosts  on 
the  publishing  LAN,  enabling  edi¬ 
tors  to  obtain  complete  page 
printouts  for  proofreading  with¬ 
out  expending  valuable  time  phy¬ 
sically  laying  out  the  pages.  The 
late-breaking  news  pages  are  cur¬ 
rently  composed  electronically 
and  transmitted  to  the  printer.  O 


Meridian  Digital  Centrex  is  a  trademark  of  Northern  Telecom 
©  1990  Northern  Telecom 
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continued  from  page  25 
packages,”  page  33).  “E-Mail.  We 
really  think  that’s  the  future  of 
networking,”  Pbrcaro  said. 

Heylin  is  hot  on  InBox,  partic¬ 
ularly  the  price.  A  100-user  pack¬ 
age  will  sell  for  $995.  “But  can  a 
superior  mail  system  really 
spearhead  the  leading  reason  to 
select  one  network  over  an¬ 


other?”  Heylin  asked. 

Heylin  and  TOPS  founder  Nat 
Goldhaber,  who  is  now  a  partner 
in  a  venture  capital  firm,  say  they 
believe  TOPS  has  to  compete  in 
the  market  for  higher  end  prod¬ 
ucts,  such  as  those  offered  by  No¬ 
vell,  to  remain  competitive. 

But  Porcaro  said,  “We  feel 
we’re  an  alternative  to  Novell. 
There’s  no  reason  to  be  competi¬ 
tive  as  in  the  past.  The  pie  is  big 
enough  that  if  we  can  each  get  a 


small  piece,  we’ll  all  be  success¬ 
ful.”  Heylin  says  he  sees  TOPS 
getting  its  piece  of  the  low-end 
pie  right  now  but  wonders  if  there 
will  be  long-term  demand  in  the 
low-end  market. 

“In  the  last  two  or  three  years, 
the  market  has  matured  and  the 
requirements  for  networking 
have  become  much  more  main¬ 
stream,”  Heylin  said.  “Networks 
are  no  longer  the  premises  of  a 
single  department.  The  market  is 


more  capable  of  handling  high- 
end  solutions.” 

Goldhaber  said  he  thinks 
TOPS  needs  to  take  a  couple  of 
steps  to  increase  visibility. 
“Namely,  it  has  to  pay  attention 
to  the  fact  that  there  is  a  need  for 
a  centralized  data  bank  that  re¬ 
quires  the  intercession  of  man¬ 
agement,”  he  said.  “It  means  rec¬ 
ognizing  the  importance  of  the 
file  server.” 

TOPS  traditionally  has  fo- 


Some  people  think  the  only  way  to  get  a 
made-to-order  telephone  system  is  to  buy 
their  own. 

There’s  another  way.  Working  with  your 
telephone  company,  you  can  custom  design  your 
own  system  and  pay  only  for  the  services  you 
need.  Just  specify  Meridian  Digital  Centrex 
from  Northern  Tfelecom. 

Meridian  Digital  Centrex  gives  you  a 
powerful  portfolio  of  features  and  phones.  You 
can  mix  and  match  them,  add  and  subtract  them. 
Fbr  example: 


■  Calling  Name  on  a  Centrex  Display  Set, 
to  know  who’s  calling  before  you  answer. 

■  ISDN,  when  you  want  integrated  voice 
and  data. 

■  Meridian  ACD,  for  flexible  automatic 
call  distribution. 

No  other  system,  no  matter  how  custom¬ 
ized,  is  more  flexible  than  that. 

Call  your  telephone  company  and  say 
you  want  to  design  your  own  system.  Ask  for 
Meridian  Digital  Centrex  northom 

from  Northern  Tfelecom.  lirw 
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cused  on  peer-to-peer  network¬ 
ing  that  does  not  require  a  dedi¬ 
cated  server,  and  the  company 
said  it  has  no  intention  of  going 
into  the  higher  end  market. 

Goldhaber  said  TOPS  should 
work  with  another  company  or 
develop  a  central  file  server  on  its 
own  within  three  to  five  years. 

“You  have  to  believe  that  ease 
of  use  needs  to  be  maintained,” 
Goldhaber  said.  While  maintain¬ 
ing  the  option  of  simple  peer-to- 
peer  networking,  however,  TOPS 
needs  to  add  administrative  tools 
that  will  provide  for  more  sophis¬ 
ticated  security  and  network 
management. 

“I  see  no  sign  that  other  com¬ 
panies  are  maldng  their  product 
easy  to  use,”  Goldhaber  added. 
“In  order  for  TOPS  to  be  the 
network  that  people  buy  and 
growwith,  itwili  have  to  also  pro¬ 
vide  the  services  that  Novell  is 
known  for.” 

But  analysts  said  last  week’s  E- 
mail  announcements  won’t  be 
broad  or  deep  enough  to  assure 
TOPS’  success  in  the  new  decade. 
The  announcement  did,  however, 
answer  a  few  long-standing  ques¬ 
tions  about  TOPS’  relationship 
with  Sun.  At  the  press  briefing,  it 
was  announced  that  Sun  has 
made  TOPS  an  independent  cor¬ 
poration  with  a  separate  board  of 
directors  that  includes  TOPS 
management.  Sun  executives  and 
independent  third  parties. 

It  has  been  almost  three  years 
since  Sun  bought  TOPS,  and  Sun’s 
two  primary  plans  for  the  acquisi¬ 
tion  have  fizzled.  While  the  merg¬ 
er  has  added  to  Sun’s  revenue  and 
profitability,  “I  don’t  think  Sun 
would  have  bought  TOPS  just  to 
make  money,”  Goldhaber  said. 

Sun  wanted  to  use  TOPS’  deal¬ 
er  channel  to  market  a  low-end 
workstation  line,  a  plan  that  has 
been  postponed  indefinitely.  Sun 
also  wanted  to  merge  its  Network 
File  System  (NFS)  with  TOPS’ 
network  operating  system. 

Sun  had  developed  NFS  for 
Unix  and  made  it  available  to  oth¬ 
er  system  vendors  inexpensively 
to  establish  it  as  the  standard.  “It 
was  a  brilliant  move  [that]  cata¬ 
pulted  them  into  the  front  and 
drove  competitors  out  of  the  pic¬ 
ture,”  Goldhaber  said. 

He  said  NFS  and  TOPS  are  con¬ 
ceptually  very  similar  and  it  ap¬ 
peared  the  two  could  be  merged. 
“It  was  a  great  idea,  [but]  it  didn’t 
work,”  Goldhaber  said.  The  plan 
misfired  because  the  two  teams 
didn’t  work  together  in  the  same 
location,  there  was  no  estab¬ 
lished  goal  for  the  final  product 
and  NFS  users  wouldn’t  adopt  a 
new  system  because  they  thought 
it  didn’t  need  to  be  changed,  he 
explained. 

After  its  primary  merger  goals 
sputtered.  Sun  decided  to  sell 
TOPS,  according  to  Goldhaber. 
“There  was  talk  of  a  management 
buyout,  but  it  was  decided  that  it 
was  not  acceptable  for  whatever 
reason,”  he  said. 

As  an  independent  company, 
TOPS  will  be  able  to  pursue  its 
own  destiny  instead  of  havingto 
live  up  to  Sun’s  expectations.  t3 


NETWORK  WORLD  •JANUARY  15,  1990 

27 


The  Informer  213  porta¬ 
ble  terminal. 

The  only  light  weight 
3178  compatible  terminal 
designed  specifically  to  pro¬ 
vide  remote  access  to  your 
IBM  3270  environment. 

Nothing  offers  you  a  more 
complete  solution. 

This  compact  little 
eight  pound  powerhouse 
includes  a  built-in  syn- 
chronous  modem  that 
operates  up  to  9600  baud  and  emulates  a  3274  control 
unit  with  an  attached  3178  Mod  2  terminal.  Making 
communications  to  the  host  computer  as  simple  as  plug¬ 
ging  into  any  RJ-11  phone  outlet  and  striking  a  single  key 
The  Informer  213  lets  you  establish  a  low  cost  dial- 
in  network  over  standard  or  leased  lines  with  the  data 
integrity  of  SNA  protocols. 

So  you’ll  always  feel  at  home  when  you’re  away  we 


designed  the  213  to  perform 
and  feel  just  like  your  3178 
terminal.  From  the  detach¬ 
able  3270  compatible 
keyboard,  to  the  electrolum 
inescent  80  character  by 
25  line  screen  with  status 
line.  It’s  all  there. 

If  you’ve  been 
looking  for  a  portable 
3270  solution  that’s  as 
sS  strong  on  communica¬ 
tion  as  it  is  on  compati¬ 
bility  give  us  a  call  at  (714)  891-1112. 

We  think  you’ll  be  surprised  when  you  see  what  a 

Sst,  SX' “  INFORMER 

Computer  Terminals,  Inc. 

Informer  Computer  Terminals,  12781  Pala  Drive,  Garden  Grove,  California  92641. 

Informer  is  a  registered  trademark  of  Informer  Computer  Terminals,  Inc. 

IBM  is  a  registered  trademark  of  International  Business  Machines  Corporation. 
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MANAGEMENT  STRATEGIES 

MANAGING  PEOPLE  AND  TECHNOLOGY;  USERS  GROUPS  AND  ASSOCIATIONS 


Worth  Noting 


“A 

l\s  we  explored 
the  question  of 
outsourcing,  we  got 
nervous  about  handing 
over  control  of 
network  management 
functions  to  an  outside 
vendor.  Network 
management  is  the 
whole  brains  of  the 
network;  you  could  be 
in  big  trouble  if  you 
manage  it  poorly.” 

DuWayne  Peterson 
Chief  information  officer 
Merrill  Lynch  &  Co.,  Inc. 

New  York 
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NetWorld  90  Boston, 

which  will  be  held  Feb.  1 2  to 
15  in  the  Hynes  Convention 
Center,  has  added  four  single¬ 
topic,  all-day  tutorial  sessions 
to  its  slate  of  educational  acti¬ 
vities. 

The  tutorials  are  titled 
“Managing  Network-Based  In¬ 
formation  Systems:  A  Strate¬ 
gic  Framework,”  “Developing 
Network  Applications,” 
“Network  Monitoring  and 
Troubleshooting”  and  “Intro¬ 
duction  to  LANs  and  Topol¬ 
ogy.” 

Also,  the  Affiliation  of 
Network  Users  will  be  coor¬ 
dinating  1 2  roundtable  discus¬ 
sions  during  which  network 
managers  can  discuss  a  variety 
of  user  problems  with  panels 
of  industry  experts. 

The  90-minute  roundtables 
will  focus  on  10  topics,  includ¬ 
ing  cable  system  design,  local- 
area  network  management 
techniques  and  implementing 
wide-area  nets. 

Interested  managers  must 
preregister  for  tutorials  and 
roundtables. 

Admission  to  NetWorld  90 
Boston’s  175  exhibits  costs 
$35  in  advance  and  $50  on¬ 
site,  while  a  full  agenda  of  tu¬ 
torials,  roundtables  and  exhib¬ 
its  costs  $375  in  advance  and 
$425  on-site.  Other  packages 
are  available. 

For  more  information,  call 
(800)  444-3976.  □ 


CATT’s  telecom  program 
offers  users  a  real  payback 

Degree  programs  provide  practical  dividends. 


By  Joe  Panepinto 

_ Staff  writer _ 

NEW  YORK  —  For  most  com¬ 
panies,  sending  employees  back 
to  school  is  a  calculated  risk  that 
involves  weighing  the  cost  of  tui¬ 
tion  against  the  promise  of  long¬ 
term  payback. 

But  many  companies,  includ¬ 
ing  Manufacturers  Hanover 
Corp.,  Nynex  Corp.  and  New  York 
Telephone  Co.,  have  found  that 
the  Center  for  Advanced  Techno¬ 
logy  in  Telecommunications 
(CATT)  at  Polytechnic  University 
of  New  York  pays  dividends. 

These  firms  have  found  that 
executives  who  complete  CATT’s 
master  of  science  in  telecom¬ 
munications  management  or 
master  of  science  in  information 
systems  (IS)  engineering  degree 
programs  convert  personal  gains 
into  real-dollar  returns. 

In  addition  to  gaining  techni¬ 
cal  expertise  through  CATT’s 
Network  Design  Laboratory  and 
Center  for  Digital  Systems,  exec¬ 
utives  in  both  the  IS  engineering 
and  telecommunications  mana¬ 
gement  programs  spend  their 
second  year  in  the  weekend  de¬ 


gree  programs  working  on  pro¬ 
jects  pertinent  to  their  work.  The 
fruits  of  those  projects  often  help 
offset  the  school’s  $25,000  tui¬ 
tion. 

“I  think  we  get  more  of  a  re¬ 
turn”  than  we  pay  out,  said  Ellen 
McCambley,  staff  director  of  ex¬ 
ecutive  education  at  Nynex. 

‘  ‘They  go  out  as  Nynex  employees 
and  come  back  with  a  better  un¬ 
derstanding  of  the  technology 
and  the  world  they  are  trying  to 
serve.” 

Nynex  and  New  York  Tele¬ 
phone  have  extensive  screening 
processes  for  executives  seeking 
admission  to  the  Polytechnic  Uni¬ 
versity  program.  Screening  be¬ 
gins  with  an  officer  nomination 
and,  for  approximately  10  suc¬ 
cessful  Nynex  and  New  York  Tele¬ 
phone  executives  per  year,  ends 
with  a  final  warning  about  the  rig¬ 
ors  of  the  program. 

“They  have  to  understand  that 
they  have  to  go  to  school  full  time 
and  work  full  time,”  McCambley 
said.  “They  are  told  they  still  are 
expected  to  work  a  40-hour 
week.” 

( continued  on  page  30 ) 


BOOK  REVIEW 


BY  ERIC  SCHMALL 

Customer  service  lessons 
for  network  managers 

Total  Customer  Service:  The  Ultimate  Weapon,  William 
Davidow  and  Bro  Uttal  (New  York:  Harper  and  Row,  1989), 
$19.95. 

T»  otal  Customer  Service:  The  Ultimate  Weapon  provides 
all  managers  with  a  thorough  examination  of  how  customer 
service  can  provide  companies  with  a  competitive  advantage. 
The  book  outlines  six  principles  of  customer  service,  which, 
while  not  directly  related  to  telecommunications,  can  help  net 
managers  better  understand  how  to  deploy  communications 
resources  to  improve  customer  service; 

■  Assemble  a  clear  customer  service  strategy  that  takes  into 
consideration  customer  expectations  and  market  trends. 

■  Make  customer  service  an  integral  part  of  the  company’s 
mission  and  an  important  priority  for  all  employees. 

■  Implement  comprehensive  customer  service  training  programs 
to  teach  employees  methods  for  improving  customer  service. 

■  Reevaluate  design  methods  to  ensure  that  products  are  easy  to 
maintain  and  service.  A  better  design  process  can  identify  and 
correct  potential  points  of  failure  before  products  are  manufac¬ 
tured. 

■  Build  an  efficient  physical  communications  infrastructure  that 
expedites  the  flow  of  information  and  enables  companies  to 
respond  quickly  to  customer  inquiries. 

■  Establish  tools,  such  as  customer  surveys,  that  monitor 
customer  satisfaction  and  suggest  ways  to  improve  service. 

( continued  on  page  30) 

Schmall  is  network  systems  manager  for  an  insurance  hold¬ 
ing  company. 
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United  Stationers’  backbond  i^twork 
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United  Stationers’  mesh  backbone  network  connects  the  firm’s  ware¬ 
houses  and  customer  order-entry  terminals  to  host  computers  in  Chicago. 
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User  bolsters  net 
for  strategic  edge 


By  Wayne  Eckerson 

_ Senior  VWiter _ 

DES  PLAINES,  Ill.  —  To  stay 
ahead  of  the  competition  and 
keep  pace  with  corporate  growth. 
United  Stationers  Supply  Co.  is 
beefing  up  the  capacity  of  its  na¬ 
tionwide  voice  and  data  network. 

The  wholesaler  of  office  sup¬ 
plies,  based  here,  is  upgrading  its 
network  so  it  can  support  a  var¬ 
iety  of  new  applications,  such  as 
electronic  catalogs  and  bar  cod¬ 
ing,  that  are  intended  to  improve 
customer  service  and  enhance  in¬ 
tracompany  communications. 

“Our  goal  is  to  provide  enough 
bandwidth  to  users  so  they  can 
[run  any  application]  they  want 
when  they  want,”  said  Bernie 
Schneider,  telecommunications 
director  at  United  Stationers. 

United  Stationers  is  steadily 
adding  users  and  customers  to  its 
backbone  network.  The  company 
is  adding  about  one  warehouse  a 
year  to  the  net.  In  the  next  three 
years,  it  will  double  the  number  of 
customers  using  the  net  for  elec¬ 
tronic  order  entry  from  1,500  to 
3,000. 

The  advent  of  local  networks 
and  personal  computers  at  distri¬ 
bution  sites  has  increased  de¬ 
mands  on  the  backbone  as  well, 
Schneider  said.  Local-area  net  us¬ 
ers  increasingly  want  to  transfer 
files  across  the  backbone  or  ac¬ 
cess  information  on  remote  data 
bases  in  other  distribution  sites  or 
at  corporate  headquarters  here. 

To  accommodate  this  growth. 
United  Stationers  is  installing  T- 1 
circuits  throughout  its  backbone 
network  and  is  planning  to  imple¬ 
ment  T-3  circuits  between  some 


of  its  larger  sites.  The  company  is 
also  converting  low-speed  analog 
tail  circuits  supporting  customer 
order  entry  terminals  to  higher 
speed  digital  lines. 

To  get  the  most  out  of  the 
backbone,  the  company  has  de¬ 
cided  to  standardize  on  Strata- 
Com,  Inc.  Integrated  Packet  Ex¬ 
change  (IPX)  T-1  multiplexers, 
which  are  based  on  fast-packet 
technology.  These  multiplexers, 
which  have  been  installed  in 
about  half  of  the  backbone  hubs 
so  far,  have  enabled  United  Sta¬ 
tioners  to  merge  voice  and  data 
over  the  backbone.  Previously, 
the  firm  used  AT&T  WATS  service 
to  handle  its  voice  traffic. 

United  Stationers  has  also  be¬ 
gun  using  LANs  to  handle  receiv¬ 
ing,  storage  and  shipment  sched¬ 
uling  applications  that  pre^^ously 
ran  on  IBM  3090  mainframes  in 
its  central  data  center  here.  This 
not  only  off-loads  traffic  from  the 
backbone  but  also  provides  end 
users  with  better  tools  to  manage 
inventory  and  track  the  more 
than  25,000  office  supply  items 
the  firm  keeps  in  its  distribution 
centers,  Schneider  said. 

For  example,  when  a  shipment 
arrives  at  a  warehouse,  workers 
on  the  receiving  dock  use  a  per¬ 
sonal  computer  to  verify  that  the 
content  of  the  shipment  matches 
the  purchase  order. 

The  personal  computer  then 
prints  out  bar  code  labels,  based 
on  the  purchase  order  informa¬ 
tion;  the  labels  are  then  applied  to 
the  cartons.  By  scanning  the  bar 
codes,  package  handlers  can  tell 
what  is  in  the  cartons  and  where 
( continued  on  page  30 ) 
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Hospitals  experiment  with 
PC-to-PC  image  transfers 


By  Wayne  Eckerson 

Senior  WHter 


computer-based  software  will 
create  menus  that  will  allow  phy¬ 
sicians  to  select  and  view  the 
images.  Southwestern 


ST.  LOUIS  —  Cardinal  Glen- 
non  Children’s  Hospital  here  is  medical 
preparing  to  test  personal  com-  Bell  is  coordinating  the  commu- 
puter-to-personal  computer  nications  between  the  hospitals, 
transmission  of  digitized  medical  The  laser  scanners  will  con- 
images  with  another  hospital  us-  vert  X-ray  film  into  digital  images 
ing  switched  56K  bit/sec  and  In-  that  can  be  transmitted  immedi- 
tegrated  Services  Digital  Network  ately  across  the  network  or 
services. 

If  successful,  the  system  may 
be  a  boon  for  small  or  rural  hospi¬ 
tals  that  cannot  attract  specialists 
in  radiology  or  afford  the  expen¬ 
sive  mainframe-  or  minicomput¬ 
er-based  imaging  systems  cur¬ 
rently  on  tbe  market. 

The  network  will  let  these  hos¬ 
pitals  use  personal  computers  to 
transmit  a  wide  range  of  medical 
images,  such  as  X-rays,  CAT 
scans,  magnetic  resonance  im¬ 
ages  and  medical  records,  to  radi¬ 
ology  experts  at  large  urban  or  re¬ 
gional  hospitals.  The  experts  will 
diagnose  the  X-rays  and  consult 
with  physicians  at  remote  hospi¬ 
tals  over  the  phone. 

The  hospital  plans  to  transmit 
radiological  images  to  the  Uni¬ 
versity  of  Texas  Health  Sciences 
Center  at  Houston  via  switched 
56k  bit/sec  lines  provided  by 
Southwestern  Bell  Telephone  Co. 

The  Houston  hospital  will  be 
linked  to  a  nearby  Southwestern 

Bell  central  office  using  ISDN  Ba-  computer-attached  optical 
sic  Rate  Interface  (BRI)  lines.  magnetic  storage  device. 

Robert  Trottmann,  a  health  In  the  sbc-month  trial,  the  hos- 
care  analyst  for  Southwestern  pitals  will  transmit  X-ray  images 
Bell,  said  the  ISDN  and  switched  from  old  patient  files.  Radiolo- 
56k  bit/sec  services  are  being  gists  at  each  hospital  will  review 
used  in  the  trial  because  they  are  the  transmitted  images  and  sub- 
the  most  cost-effective  means  of  mit  a  diagnosis,  just  as  they  would 
transmitting  the  images.  in  actual  patient  cases.  Several 

Both  hospitals  are  being  sup-  weeks  later,  they  will  make  an- 
plied  with  computerized  laser  other  diagnosis  using  the  original 
scanners,  Intel  Corp.  80386-  X-ray.  The  hospitals  will  then 
based  personal  computers,  high-  compare  the  results  to  see  if  the 
resolution  monitors  and  propri-  transmitted  images  altered  the 
etary  software  by  Medical  physicians’ diagnoses. 

Imaging  Systems,  Inc.,  a  systems  The  trial  will  also  determine 
integrator  specializing  in  health  the  optimal  speed  at  which  im- 
care  applications.  The  personal  ages  can  be  transmitted  without 


sacrificing  image  quality,  Trott¬ 
mann  said.  Currently,  as  part  of 
the  trial,  two  hospitals  affiliated 
with  the  University  of  Texas 
Health  Sciences  Center  are  pass¬ 
ing  medical  images  across  a  64K 
bit/sec  ISDN  BRI  channel.  It 
takes  the  hospitals  2  ‘/a  minutes  to 
transmit  a  full-sized  1 1  -  by  1 7-in. 
uncompressed  X-ray  image 
between  sites,  Trottmann  said. 

Eventually,  this  time  could  be 
whittled  down  to  about  30  sec¬ 
onds  without  degrading  the  clar¬ 
ity  of  the  images,  Trottmann  said. 
This  will  be  done  by  transmitting 


Hospital  receives  X-ray  images  over  new  network. 


stored  on  the  hard  disk  of  a  per¬ 
sonal  computer  or  a  personal 

or 


images  across  two  64K  bit/sec  B 
channels  (instead  of  one  B  chan¬ 
nel)  and  using  2-to-l  data  com¬ 
pression.  Trottmann  said  the  hos¬ 
pitals  will  store  the  images  on  the 
personal  computers’  80M-byte 
hard  drives  during  the  trial,  but 
hospitals  will  be  able  to  use  other 
storage  devices,  such  as  optical 
and  magnetic  disks,  with  the  sys¬ 
tems  in  the  future. 

However,  Trottmann  said  the 
health  care  industry  is  still  wait¬ 
ing  for  a  storage  device  large 
enough  to  hold  the  thousands  of 
images  hospitals  need  to  access 
on  a  daily  basis.  “Those  systems, 
when  they  arrive,  will  be  defined 
by  terabytes  of  capacity,  not  giga¬ 
bytes,”  Trottmann  said.  □ 


User  bolsters  net 
for  strategic  edge 

continued  from  page  29 
to  put  them  in  the  warehouse. 

United  Stationers’  backbone 
network  consists  of  multiple  T-1, 
AT&T  56k  Dataphone  Digital  Ser¬ 
vice  and  56k  bit/sec  satellite 
links  between  1 5  regional  distri¬ 
bution  sites. 

The  satellite  facilities  are  used 
primarily  to  back  up  the  T-1  and 
56k  bit/sec  circuits  (see  graphic, 
page  29). 

Today,  each  distribution  site 
serves  as  a  network  hub  and  is 
outfitted  with  either  a  StrataCom 
IPX  T-1  multiplexer  or  an  Info- 
tron  Systems  Corp.  990  statistical 
multiplexer.  Each  multiplexer 
supports  two  or  more  T-1  or  56K 
bit/sec  links  to  other  network 
hubs,  making  it  possible  to  auto¬ 


matically  reroute  traffic  around 
downed  links. 

Distribution  centers  are  outfit¬ 
ted  with  IBM  4M  bit/sec  Token- 
Ring  Networks,  which  are  tied  to 
the  backbone  via  CrossComm 
Corp.  ILan  bridges. 

Besides  using  the  personal 
computers  to  run  applications  for 
receiving,  scheduling  and  storage 
functions,  the  personal  comput¬ 
ers  also  emulate  IBM  3270  termi¬ 
nals,  enabling  users  to  access 
host  applications  on  IBM  3090 
mainframes  in  United  Stationers’ 
central  data  center.  The  main¬ 
frames  run  applications  such  as 
accounts  payable,  accounts  re¬ 
ceivable,  payroll  and  order  pro¬ 
cessing. 

Each  distribution  site  also 
serves  as  the  hub  for  numerous 
4.8K  or  9-6K  bit/sec  analog  tail 
circuits  that  connect  electronic 


order  entry  terminals  at  custom¬ 
er  sites  in  the  region. 

Upgrading  these  tail  circuits  to 
56k  or  64k  bit/sec  digital  circuits 
will  enable  United  Stationers  to 
support  additional  customers  as 
well  as  a  variety  of  bandwidth-in- 
tensive  applications  and  services. 

For  example,  United  Sta¬ 
tioners  wants  to  offer  customers 
an  electronic  catalog  service  to 
replace  the  thick  paper  manuals 
customers  now  use  to  look  up 
merchandise  they  want  to  order. 
This  would  provide  customers 
with  more  accurate  and  timely  in¬ 
formation  about  United  Sta¬ 
tioners’  products. 

This  application,  among  oth¬ 
ers,  is  needed  to  keep  the  com¬ 
pany  competitive  with  other  of¬ 
fice  suppliers  that  offer 
customers  proprietary  order  en¬ 
try  systems,  Schneider  said.  □ 


Service  lessons 
for  net  managers 

continued  from  page  29 

The  authors  do  not  present 
these  principles  as  simple  cook¬ 
book  ideas.  They  stress  that  using 
customer  service  as  a  competitive 
weapon  requires  companies  to 
make  a  significant  commitment 
in  time  and  money  and  make 
drastic  changes  in  existing  com¬ 
pany  procedures. 

Even  the  most  prosperous  and 
progressive  organizations,  the 
authors  say,  may  blanch  at  the 
challenges  in  creating  an  effec¬ 
tive  customer  service  program. 

Despite  the  challenges,  there 
are  many  opportunities  for 
network  managers  to  help  com¬ 
panies  improve  customer  service. 

For  instance,  network  manag¬ 
ers  can  establish  an  800  number 
that  lets  customers  call  into  a  help 
desk.  This  provides  customers 


with  a  quick  and  convenient  way 
to  help  diagnose  problems.  Also, 
network  managers  might  set  up 
phone  lines  that  would  allow 
technicians  to  diagnose  problems 
in  customer  equipment  remotely. 
This  could  let  companies  detect 
and  correct  problems  before  the 
customer  knows  about  them. 

Companies  might  also  install 
cellular  phones  in  a  fleet  of  repair 
vehicles.  This  would  enable  com¬ 
panies  to  dispatch  technicians 
quickly  to  customer  sites  when 
there  is  a  problem. 

Although  the  book  is  peppered 
with  references  to  a  variety  of  stu¬ 
dies,  interviews  and  other  pub¬ 
lished  sources,  the  authors  use  a 
simple  and  entertaining  writing 
style.  Overall,  the  book  is  an  easy- 
to-read,  informative  guide  that 
can  help  network  managers  be¬ 
come  more  effective  contributors 
to  their  company’s  customer  ser¬ 
vice  programs.  □ 


CATT’s  program 
offers  payback 

continued  from  page  29 

The  70  executives  ultimately 
accepted  by  the  school  each  fall 
go  through  the  two-year  program 
in  study  groups  made  up  of  exec¬ 
utives  from  end-user,  vendor  and 
carrier  companies.  The  mixed-in¬ 
dustry  study  groups  give  exec¬ 
utives  insights  into  the  role  of 
their  companies  within  and 
across  markets. 

Ed  Palmer,  associate  director 
of  network  planning  at  Nynex  in 
White  Plains,  N.Y.,  graduated 
from  Polytechnic  University’s 
telecommunications  manage¬ 
ment  program  in  1988  and  fo¬ 
cused  his  second-year  project  on 
the  emergence  of  high-speed  data 
transmission  and  the  impact  of 
T-1  service  on  Nynex’s  interna¬ 
tional  competitiveness. 

“What  the  program  did  was 
give  more  of  a  corporate  and  stra¬ 
tegic  perspective,”  Palmer  said. 
“And  it  was  with  that  perspective 
that  I  was  able  to  see  more  direct¬ 
ly  how  planning  was  necessary  in 
the  industry.” 

Other  executives  use  the  sec¬ 
ond-year  project  to  catch  up  on 
technical  advances  and  to  experi¬ 
ment  with  emerging  technol¬ 
ogies. 

Ariel  Kornberg,  a  senior  tech¬ 
nical  officer  at  Manufacturers 
Hanover  and  a  1989  graduate 
from  the  IS  engineering  program, 
did  a  queuing  systems  analysis  of 
his  company’s  VAX-based  Bro¬ 
ker-Dealer  Automation  System. 
The  study  enabled  Kornberg  to 
measure  the  performance  of  the 
system  in  real  time. 

“The  second-year  project  was 
an  open  invitation  to  join  some¬ 
thing  that  had  academic  weight 
with  something  that  would  con¬ 
tribute  to  our  companies,”  Korn¬ 
berg  said.  “It  really  actualized 
that  marriage  between  what  we 
were  learning  and  what  we  were 
doing  at  work.” 

Classes  in  Polytechnic  Univer¬ 
sity’s  four-semester  program  run 
all  day  Friday  and  Saturday,  every 


other  week,  from  September 
through  May.  Besides  picking  up 
the  tab,  companies  that  send  exe¬ 
cutives  have  to  be  willing  to  work 
around  their  new  schedules. 

“What  impressed  me  was 
[Nynex’s]  investment  in  people  to 
grow,”  Palmer  said.  “Even  if  you 
are  married  with  children  and 
have  the  realities  of  home  press¬ 
ing  on  you,  the  program  is  in  a 
context  that  is  doable.  ” 

Many  universities  around  the 
country  offer  executive  education 
programs,  but  few  offer  accredit¬ 
ed  master  of  science  degree  pro¬ 
grams  geared  exclusively  toward 
the  full-time  executive. 


JLt  actualized  the 
marriage  between  what 
we  were  learning  and 
what  we  did  at  work.” 

AAA 


National  University  in  San  Die¬ 
go  offers  an  MBA  degree  with  an 
emphasis  in  telecommunica¬ 
tions,  but  classes  are  scattered 
throughout  the  workday  and  are 
not  convenient  for  executives. 

The  University  of  Southern 
California  School  of  Business  Ad¬ 
ministration  offers  a  two-week 
advanced  management  program 
in  telecommunications,  but  it 
only  provides  a  certificate  of  ad¬ 
vanced  study.  The  Michigan  Busi¬ 
ness  School  at  the  University  of 
Michigan  offers  management 
seminars  and  executive  develop¬ 
ment  programs  aimed  at  manag¬ 
ing  technology;  however,  none 
are  as  compr^ensive  as  the  pro¬ 
grams  at  Polytechnic  University. 

“What  companies  are  looking 
for  specifically  is  to  get  people 
with  more  capabilities,”  said  Ivan 
Frisch,  director  of  CATT.  “They 
promote  people  who  go  through 
the  program  more  quickly  and  get 
more  from  them.”  □ 
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INTERNATIONAL  NETWORKS 

_  USER  STRATEGIES,  INTERNATIONAL  SERVICES  &  REGULATION 


Worth  Noting 


U'T* 

A  -1  circuits  in 
Canada  are  far  too 
expensive.  They  cost 
the  same  as  buying  21 
or  22  [dedicated] 
voice-grade  channels, 
which  means  that  no 
one  can  afford  them 
unless  they’re  looking 
for  enhanced  services 
like  Group  IV  fax  or 
other  applications  that 
require  large 
bandwidth.” 

Brian  Callihoo 
President 
Canadian  Business 
Telecommunications  Alliance 
Toronto 


■orld 
News 

us  Sprint  Communica¬ 
tions  Co.  last  week  an¬ 
nounced  that  it  has  signed  an 
agreement  to  interconnect  its 
network  with  Mexico’s  nation¬ 
al  carrier,  Telefonos  de 
Mexico,  S.A.  de  C.V.  (Tel- 
Mex),  and  that  it  plans  to  be¬ 
gin  offering  international  800 
and  private-line  services  in  the 
country  by  the  end  of  1 99 1  • 

US  Sprint  joins  AT&T  and 
MCI  Communications  Corp., 
which  also  recently  said  they 
will  offer  advanced  network 
services  in  Mexico.  US  Sprint 
will  connect  its  network  with 
TelMex’s  via  fiber-optic  facili¬ 
ties  at  four  locations  along  the 
U.S. /Mexican  border.  These 
border  crossings  will  allow  US 
Sprint  to  provide  switched 
long-distance  service  into 
Mexico  without  leasing  AT&T 
facilities.  AT&T  is  the  only 
U.S.  carrier  that  has  physical 
connections  to  the  TelMex  net. 

El  Segundo,  Calif-based 
Hughes  Aircraft  Co.  recent¬ 
ly  received  government  ap¬ 
proval  to  ship  the  AsiaSatl 
satellite  to  Asia  Satellite  Tele¬ 
communications  Co.,  Ltd.  The 
Hong  Kong  consortium  plans 
to  launch  the  satellite  this 
spring  and  use  it  to  provide  ad¬ 
vanced  network  services  to  the 
People’s  Republic  of  China.  □ 


Leading  international  network  applications 


Electronic  mail 
and  messaging 

Voice 

Remote  batch 
transfers 

Transaction 

processing 

PC  and  workstation 
support 

Remote 
data  base  access 

Time  sharing 

Group  IV 
facsimile 

CAD/CAM 

Other 

Number  of  ^ 
users 


Figures  are  based  on  a  recent  survey  of  100  Fortune  500  net  managers. 
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Alternative  net  provider 
emerges  in  West  Germany 

Rates  for  private-line  services  set  precedent. 


By  Barton  Crockett 

_ Senior  Editor _ 

COLOGNE,  West  Germany  — 
Meganet  GmbH,  based  here,  may 
be  an  attractive  option  for  U.S.  us¬ 
ers  shopping  for  network  services 
in  this  country. 

Meganet,  West  Germany’s 
only  alternative  supplier  of  pri¬ 
vate-line  services,  charges  rates 
for  9-6K,  19. 2K  and  64K  bit/sec 
circuits  that  are  guaranteed  to  be 
lower  than  what  national  carrier 
Deutsche  Bundespost  charges  for 
9.6k  bit/sec  circuits  between  the 
same  sites.  ^ 

Meganet  operates  a  private 
network  interconnecting  17  West 
German  cities  that  is  based  on 
64K  bit/sec  circuits  leased  from 
Deutsche  Bundespost  at  volume- 
discounted  rates. 

“We’re  a  good  alternative  for 
American  companies  with  opera¬ 
tions  over  here,”  said  Meganet’s 
president,  Erwin  Schaefer. 

Meganet  is  able  to  provide  ser¬ 
vice  because  of  a  September  1 988 
decision  by  the  West  German  gov¬ 
ernment  that  loosened  restric¬ 
tions  on  competition  in  data  com¬ 
munications  services. 

Previously,  competition  was 
constrained  by  regulations  re¬ 
quiring  that  at  least  half  the  ca¬ 
pacity  on  dedicated  circuits  be 
used  to  support  a  company’s  in¬ 
ternal  network  traffic. 

Because  of  this  limitation, 
Schaefer  said  only  a  handful  of 
companies  with  large  West  Ger¬ 
man  operations,  such  as  IBM  and 
Siemens  AG,  were  able  to  provide 
network  services  in  competition 
with  Deutsche  Bundespost.  And 
these  companies  only  supplied 
X.25  packet-switching  services. 

Schaefer  said  that  without  the 


rule  change,  .Meganet,  which  was 
founded  in  August  1988,  could 
not  have  gotten  into  the  leased- 
line  services  business.  “It  would 
not  have  been  feasible,”  he  said. 

.Meganet  is  owned  by  three 
West  German  insurance  compa¬ 
nies  as  well  as  West  Germany’s  in¬ 
ternational  carrier.  Each  firm 
owns  a  25%  stake. 

Schaefer  said  Meganet  began 
supplying  network  ser\4ces  to  the 
three  insurance  companies  in  De¬ 
cember  1988.  By  the  spring  of 
1989,  Meganet  had  begun  selling 
dedicated  9.6K,  19.2K  and  64K 
bit/sec  circuits  to  other  users. 

According  to  Schaefer,  Me¬ 
ganet  now  has  about  30  custom¬ 
ers.  He  expects  1990  revenues  to 
total  about  $4.8  million,  with  the 
company  becoming  profitable  in 
May.  Meganet’s  1989  revenues 
totaled  about  $2.4  million,  and 
Schaefer  said  Meganet  is  growing 
at  a  rate  of  about  20%  per  month. 

Schaefer  explained  that  Mega¬ 
net  appeals  to  users  because  it 
charges  the  same  flat  rate  for  ded¬ 
icated  9  6K,  19. 2K  and  64K  bit/ 
sec  circuits  —  and  the  rate  is  al¬ 
ways  lower  than  Deutsche  Bun¬ 
despost  rates  for  dedicated  9-6K 
circuits  between  the  same  points. 

“If  the  Deutsche  Bundespost 
charges  5,000  DM  per  month 
[about  $3,000]  for  a  9. 6K bit/sec 
circuit  between  Cologne  and  Mu¬ 
nich  [West  Germany],  we’ll 
charge  4,000  DM  [about  $2,400] 
for  the  same  circuit  at  either 
9.6k,  19.2K  or  64K  bit/sec.” 

Schaefer  said  users  have  not 
flocked  to  the  64K  bit/sec  circuits 
because  of  the  extra  equipment 
cost  involved.  “Most  [West  Ger¬ 
man]  companies  don’t  have  64K 
( continued  on  page  32 ) 


Private-line  prices 
to  plunge  in  Canada 

Country’s  largest  carriers  attempt  to  bring  cost 
of  dedicated  facilities  in  line  with  prices  in  U.S. 


By  Barton  Crockett 

Senior  Editor 

OTTAWA  —  Canada’s  major 
carriers  are  planning  to  cut  prices 
for  high-speed  private  lines  by  as 
much  as  70%,  bringing  the  cost  of 
dedicated  facilities  in  this  country 
closer  to  rates  charged  in  the  U.S. 

Telecom  Canada,  an  associa¬ 
tion  based  here  representing 
most  of  Canada’s  regional  carri¬ 
ers,  said  that  by  early  this  year,  its 
members  plan  to  cut  rates  for 
Dataroute  56K  bit/sec  circuits  as 
much  as  70%,  while  rates  for 
Megaplan  T-1  circuitswilldropan 
average  of  50%.  Rates  for  Mega¬ 
stream  dedicated  64K  bit/sec  cir¬ 
cuits  will  drop  up  to  20%. 

The  carriers  also  plan  to  begin 
offering  fractional  T-1  service 
and  to  drop  a  requirement  forcing 
Megastream  users  to  buy  a  mini¬ 
mum  oil  four  64K  bit/sec  circuits. 

For  example,  one  of  Telecom 
Canada’s  largest  carriers,  Bur¬ 
naby,  British  Columbia-based 
British  Columbia  Telephone  Co., 
expects  that  rates  for  a  T-1  circuit 
between  Vancouver  and  Toronto, 
about  2,000  miles  away  in  Bell 
Canada’s  service  area,  could  drop 
57%  to  about  $36,500  per 
month.  The  cost  of  a  64K  bit/sec 


circuit  for  the  same  route  could 
decline  roughly  33%,  to  approxi¬ 
mately  $3,000  per  month,  ac¬ 
cording  to  Robert  Simons,  group 
product  manager  for  integrated 
networks  at  the  carrier. 

Simons  said  these  prices  do 
not  include  local  access  charges, 
which  will  be  largely  unaffected 
by  the  rate  changes.  He  said  rates 
will  drop  most  for  longer  circuits, 
noting  that  the  cost  of  a  43-mile 
T-1  link  between  Vancouver  and 
British  Columbia’s  capital,  Vic¬ 
toria,  for  example,  will  probably 
drop  about  45%  to  roughly 
$9,000  per  month,  while  rates  for 
dedicated  64  K  bit/sec  circuits  on 
the  same  span  would  drop  only 
about  1 2%,  to  approximately 
$750  per  month. 

Simons  said  British  Columbia 
Telephone  is  cutting  rates  in  or¬ 
der  to  pass  along  savings  from 
technological  advances  in  its 
network. 

Revolutionary 

Users  hailed  the  rate  reduc¬ 
tions,  saying  they  will  make  it 
easier  for  U.S.  users  to  extend 
high-speed  digital  facilities  into 
Canada. 

( continued  on  page  32 ) 


Customer  response  tepid 
to  MCI  financial  service 


WASHINGTON,  D.C.  —  De¬ 
spite  the  potential  it  offers  for 
savings,  an  MCI  Communications 
Corp.  service  that  translates  tel¬ 
exed  requests  for  money  trans¬ 
fers  into  a  standard  format  and 
sends  them  to  a  bank’s  comput¬ 
ers,  has  met  with  little  success. 

To  date,  only  two  customers 
have  signed  up  for  MCI’s  Auto¬ 
mated  Money  Transfer  System, 
(AMTS),  which  was  introduced  in 
1988.  Customers  who  have  been 
approached  about  the  service  by 
MCI  have  expressed  little  interest 
in  it. 

The  service  is  designed  to  help 
international  banks  cope  with  the 
flood  of  telexes  that  many  finan¬ 
cial  institutions  around  the  world 
use  to  initiate  funds  transfers. 
MCI  receives  telexes  sent  in  any 
English  format  and  converts  them 
into  an  International  Standards 
Organization  (ISO)-compliant 
form.  Messages  are  then  forward¬ 
ed  over  dedicated  links  to  a 
bank’s  computer  systems. 

“It  really  speeds  up  the  pro¬ 


cess,”  said  Ashim  Das,  an  MCI  ad¬ 
visory  engineer  who  has  worked 
to  implement  AMTS. 

An  MCI  executive  familiar  with 
the  offering  said  the  carrier  will 
supply  AMTS  services  at  no  cost  to 
banks  with  large  international 
operations.  He  said  the  carrier 
targets  banks  for  which  the  cost  of 
supplying  AMTS  service  would  be 
more  than  offset  by  revenue  gains 
from  an  increase  in  telex  traffic 
over  the  MCI  network. 

Under  AMTS,  a  bank  directs  its 
business  partners  to  route  telex 
traffic  to  an  MCI  telex  number. 

Messages  are  then  sent  from 
an  MCI  telex  machine  over  an 
Ethernet  to  IBM  Personal  Com¬ 
puters  that  act  as  front  ends  to  Di¬ 
gital  Equipment  Corp.  minicom¬ 
puters.  These  run  software  for 
MCI’s  Store  and  Forward  Ex¬ 
change  service,  through  which 
facsimile,  telexes  and  electronic 
mail  are  stored  and  forwarded  to 
users. 

The  DEC  minicomputer  identi- 
( continued  on  page  32 ) 
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Private-line  prices 
to  plunge  in  Canada 

continued  from  page  31 

“This  will  make  T-I  and  private-line 
sendees  feasible  for  many  users  that 
couldn’t  afford  them  before,”  said  Brian 
Callihoo,  president  of  the  Toronto-based 
Canadian  Business  Telecommunications 
Alliance  and  manager  of  telecommunica¬ 
tions  at  the  London,  Ontario,  brewer  John 
Labatt,  Ltd. 

Callihoo  said  dedicated  lines  in  Canada 
are  currently  three  to  seven  times  more  ex¬ 
pensive  than  similar  facilities  in  the  U.S. 
He  said  carriers  are  reducing  prices  to  pre¬ 
pare  for  an  expected  effort  by  Toronto- 
based  alternative  carrier  CNCP  Telecom¬ 
munications  this  year  to  enter  the  switched 
long-distance  service  market. 


Currently,  CNCP  is  only  allowed  to  sell 
private-line  services.  Callihoo  said  he  be¬ 
lieves  CNCP  will  apply  sometime  this  year 
for  regulatory  approval  to  sell  switched 
services  as  well.  He  said  he  thinks  the  Tele¬ 
com  Canada  carriers  are  cutting  rates  so 
regulators  will  look  on  them  more  favor¬ 
ably  and  it  will  be  less  likely  that  the  CNCP 
petition  will  be  approved. 

“It’s  a  shrewd  political  move,”  he  said. 

T-3  services  to  bow 

Callihoo  said  users  are  also  pleased 
with  a  recent  decision  by  the  Canadian  Ra¬ 
dio-Television  and  Telecommunications 
Council  (CRTC)  that  requires  the  coun¬ 
try’s  largest  carriers  to  file  tariffs  for  gen¬ 
erally  available  T-3  services  by  Feb.  1 2. 

Currently,  T-3  services  are  not  available 
to  users  in  the  country.  In  1988  and  1989, 


however,  the  CRTC  received  petitions  from 
Bell  Canada  and  CNCP  to  supply  T-3  lines 
to  Toronto-based  Teleglobe  Canada,  the 
country’s  international  carrier,  at  special¬ 
ly  tariffed  rates  that  would  not  be  available 
to  users  at  large. 

The  CRTC  denied  this  request  and  or¬ 
dered  the  petitioning  carriers  and  British 
Columbia  Telephone  to  make  T-3  services 
generally  available  instead.  British  Colum¬ 
bia  Telephone’s  Simons  said  his  company 
plans  to  make  T-3s  available  first  in  metro¬ 
politan  areas  where  demand  is  greatest 
and  to  make  a  single  T-3  cost  about  as 
much  as  41/2  T- Is.  Given  the  rate  cuts  ex¬ 
pected  in  T-1  services,  Callihoo  said  this 
would  make  T-3s  attractive  to  many  users. 

“Without  the  rate  cuts,  no  one  could  af¬ 
ford  them,”  he  said.  “Nobody  could  even 
afford  a  T-1.”  □ 
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Network  •  Timepiex  -  Touch  COmtttunicaUorts  -  Toucia>a»  Systems  ■  Ttan^fet  Communications  •  THcomm  ServfcesCorp.  •  Ttontpeter  Etectrorttes  -Tab  tototmation  Netwmks  •  TS8  Intenurttoral 

•  Ultra  Network  Tecbttologfes  •  tinidata  Corp  -  tiniversiN  Data  Systems  •  Universal  Fiber  tatties  ■  U.S,  Boboties  •  UG.  Spent  Limited  Partnership  ■  US.  WEST  •  Wacom  -  VANCE  Systems 

•  Vertlink  Cotp  •  Vetsa-Ute  Systems  •  Versitron  •  Vertex  Computer  Cable  A  Products  •  MR  -'Vltelink  Communications  Cotp.  *  Walker  Facsimile  SWetra  •  Wandel  A  Goltermann  •  Wsshhglon 
Intemationat  Teleport  -  Wellfloet  Communications  ■  Vtestln^rouse  Comtttunlcatlorts  Sottwms  ■  Williams  Taecommontestions  Group  •  Mbonix  •  Wyte  Laboatortes-0ecttot«c  Encloaures  •  XTB© 
Comrrrunicatrons  Cotp  •  Aytogres  •  Xyptex  •  Zen  jtb  Electronics  Cotp. 

(AsoflWSlsg).  . 


‘J-  s  -e* 


The  next  decade  may  be  the  most  exciting  and  fast-moving 
yet  in  the  world  of  communications.  And  there’s  no  better  place  to 
see  the  future  before  it  unfolds  than  the  exhibit  halls  at 
Communication  Networks  ’90,  the  premiere  communications 
conference  and  exposition  that’s  taking  networking  into  the  90’s. 

Almost  all  of  the  leading  conununications  suppliers  will  be 
there  —  more  than  350  of  them  —  with  their  latest  products  and 
services.  You’ll  get  a  chance  to  see  ISDN  in  action  with  our  own 
multi-booth  CN  ’90  ISDN  network  demonstration  at  the  Ramada 
Renaissance/Techworld  adjacent  to  the  Convention  Center.  And 
you’ll  also  see  the  latest  in  every  key  communications  technolog>' 
—  from  satellite  communications,  to  WANs,  LANs,  fiber  optics, 
network  management,  and  PBX’s. 

Complete  Conference  Program 

If  you  want  detailed  information  from  leading  communica¬ 
tions  experts,  CN  ’90  also  offers  a  complete  conference  program. 
There  are  15  all-day,  in-depth  tutorials  and  over  80  conference 


sessions  covering  all  the  key  communication  topics,  and 
designed  for  every  level  of  expertise.  For  complete  conference 
details,  call  Conference  Sales  at  800-225-4698  or  508-879-6700. 


COMMUNICATION 

g  NETWORKS 

CONFERENCE  &  EXPOSITION 


TAKING  NETWORKING  INTO  THE  90’s 

Washington,  D.C.  Convention  Center  & 
the  Ramada  Renaissance/Techworld 
February  6-8, 1990 


Communication  Networks  is  produced  by  IDG  Conference  Management  Group,  an  International  Data 
Group  Company,  111  Speen  St,  Framingham,  MA  01701. 


COMMUNICATION  NETWORKS  ’90 

E  X  P  0  SI  T  I  0  N  T  I  C  K  E  T 

TAKING  NBTWORKlNG  INTO  THE ’90s 

i 

Washington,  D.C.  Convention  Center 

f 

900  Ninth  Street,  Washington,  D.C. 

The  Ramada  Renaissance/Techworld 

999  Ninth  Street,  Washington,  D.C. 

February  6-8, 1990 

ADMIT  ONE  FREE 

(A  $20  Value)  Good  for  admission  to  exposition  only  (no  one  under 
18  years  of  age  admitted)  •  . 

COME  EARLV  AND  SEE  EVERYTfflNG 

Exposition  Tuesday,  Feb.  6, 10:00  am  to  5:30  pm 
Hours:  Wednesday,  Feb.  7, 10:00  am  to  5:30  pm 

Thursday,  Feb.  8 , 10:00  am  to  4:00  pm 

Registrati(^-->  Sunday,  Feb.  4, 3:00  to  5:30  pm 
Hours:'^V  ‘t  Monday,  Feb.  5, 7:30  am  to  5:30  pm 

-  Hiesday-Wednesday,  Feb.  6-7, 6:30  am  to  5:30  pm 
Thursday,  Feb.  8, 6:30  am  to  4:00  pm 


SOURCE:  MEGANET  GMBH.  COLOGNE.  WEST  GERMANY 
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Alternative  emerges 
in  West  Germany 

continued  from  page  31 
bit/sec  equipment  because  64Kbit/sec  cir¬ 
cuits  from  the  Deutsche  Bundespost  are 
too  expensive  to  have,”  he  said. 

Over  the  course  of  the  year,  Meganet 
plans  to  increase  its  network  capacity  by 
installing  2.048M  bit/sec  European  T-1 
circuits  between  major  network  nodes  and 
to  extend  its  network  to  include  about  30 
West  German  cities. 

Schaefer  said  Meganet  also  plans  to 
build  a  separate  X.25  packet-switching 
network  with  local-access  nodes  in  about 
60  to  70  West  German  cities  and  to  begin 
providing  packet-switching  services  in  the 
country.  He  added  that  this  year,  Meganet 
plans  to  start  offering  enhanced  services 
over  its  leased-line  and  packet-switching 
networks,  including  electronic  mail,  voice 
mail  and  facsimile  transmissions. 

Schaefer  said  Meganet  also  plans  this 
year  to  extend  network  services  into  such 
countries  as  the  U.S.,  the  U.K.  and  The 
Netherlands  by  acquiring  dedicated  high- 
capacity  international  circuits.  To  date, 
Meganet  has  no  U.S.  users,  but  Schaefer 
predicts  that  will  change  in  1990- 


Customer  response 
tepid  to  MCI  service 

continued  from  page  31 
fies  telexes  destined  for  customers  sub¬ 
scribing  to  AMTS.  It  passes  them  off  to  a 
Symbolics,  Inc.  processor  that  uses  expert 
systems  software  to  sort  text  messages 
from  requests  for  money  transfers  and  to 
reformat  them  into  ISO  form. 

Das  said  MCI  guarantees  that  at  least 
90%  of  the  funds  transfers  will  be  success¬ 
fully  separated  from  text  messages  and 
that  50%  ofthese  transfers  will  be  convert¬ 
ed  into  ISO  forms  with  no  problems. 

While  AMTS  holds  promise,  a  source  fa¬ 
miliar  with  the  service  who  asked  not  to  be 
named  said  that  only  a  few  banks  have 
enough  traffic  to  make  it  cost-effective  for 
the  carrier  to  offer  them  the  service. 

Jerry  Appleby,  a  vice-president  of  tele¬ 
communications  at  Los  Angeles-based  Se¬ 
curity  Pacific  Automation  Co.,  which  has 
discussed  subscribing  to  AMTS  with  MCI, 
said  the  service  probably  wouldn’t  help  his 
bank  much.  “We’re  happy  with  what  we 
have  now  and  don’t  see  that  we  would  gain 
much  by  changing,”  he  said.  □ 
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PRODUCTS  &  SERVICES 


THE  LATEST  OFFERINGS  FROM  VENDORS  AND  CARRIERS 


irst  Look 


I  utility  pack  helps 
run  NetWare  LANs 

ETI  Software,  Inc.  recently 
introduced  a  management 
utilities  program  for  Novell, 
Inc.  NetWare  users. 

The  software,  NetCom- 
panion,  runs  on  a  NetWare 
server  and  comprises  16  sepa¬ 
rate  utilities  for  functions  such 
as  user  management,  perfor¬ 
mance  monitoring,  file  man¬ 
agement,  workstation  config¬ 
uration,  queue  monitoring 
and  server  management  and 
security. 

NetCompanion  provides  di¬ 
agnostic  information  about 
nodes  on  the  network  —  such 
as  number  of  packets  received 
and  sent  and  number  of  pack¬ 
ets  received  and  sent  with  er¬ 
rors  —  and  information  about 
the  server  to  which  the  node  is 
connected. 

It  can  also  gather  statistics 
on  network  traffic  to  and  from 
any  given  node  at  the  Inter¬ 
network  Packet  Exchange/Se¬ 
quenced  Packet  Exchange 
(IPX/SPX),  local  net  driver 
and  shell  level. 

File  server  information, 
such  as  amount  of  free  disk 
space,  number  of  packets  sent 
to  nodes  and  file  server  utiliza¬ 
tion  rate,  is  recorded  and  dis¬ 
played  as  a  series  of  bar  graphs 
that  enable  users  to  identify 
potential  problems  quickly. 

Net  administrators  can 
control  the  NetWare  server 
from  the  command  line  of  a 
workstation,  deactivating  the 
server  or  disconnecting  users 
from  it.  They  can  also  isolate 
network  problems  to  a  single 
workstation. 

NetCompanion  is  sched¬ 
uled  for  availability  Jan.  22 
and  is  priced  at  $349  per  serv¬ 
er.  It  runs  on  networks  with 
NetWare  Version  2.1  and 
above. 

ETI  Software,  Inc.,  2930 
Prospect  Ave.,  Cleveland, 
Ohio  44115;  (800)  336- 
2014. 

Racal  InterLan  adds 
drivers  to  E-net  card 

Racal  InterLan,  Inc.  has  en¬ 
hanced  its  NI92IO  adapter,  a 
16-bit  Ethernet  controller, 
with  drivers  that  support  Sun 
Microsystems,  Inc.’s  Network 
File  System  (NFS). 

The  NI921O  is  being  bun¬ 
dled  with  NFS  drivers,  which 
will  let  IBM  Micro  Channel 
Personal  System/2s  commu¬ 
nicate  in  Ethernets  using  NFS. 
( continued  on  page  34 ) 


Codex  EtherSpan  vs,  the  rnarket 


[Vendors 

/^herneririi^felgl 

f.  bridge  tT^ 

/■V-,.-  •  support  1 

RemotSF  Rlterin^T 

site  j|  fOnvarding] 
supportji^^^^rat^^^ 

Price’ 

Codex 

Corp. 

6310 

EtherSpan 

Bridge 

Yes 

Up  to  24  15,000/4,000 

$11,985 

CrossComm 

Corp. 

ILAN 

Yes 

4 

14,500/2,800 

$9,600 

Cryptall 

Communications 

Corp. 

3000 

Series 

Yes 

1 

14,900/7,300 

$7,500 

Digital 

TransLAN  III 

No 

8 

14,800/2,000 

$15,770“; 

Equipment 

Corp.* 

TransLAN  350 

No 

8 

14,800/5,000 

$24,040  fo 
1  T-1  line 

Ungermann- 
Bass,  Inc. 

Access/One 

Remote 

Ethernet 

Bridge 

Yes 

10 

9,000/2,600 

$6,500 

Vitalink 

TransLAN  III 

Yes 

8 

15,000/2,000 

$14,250 

Communications 

TransLAN  320 

Yes 

2 

15,000/500 

$7,750 

Corp. 

TransLAN  350 

Yes 

8 

15,000/5,000 

$18,750 

Wellfleet 

Communications, 

Feeder 

Node 

Yes 

2 

14,000/ 

14,000 

$8,995 

Inc. 

*DEC  is  a  reseller  of  Vitalink  products. 

‘‘Denotes  base  configuration. 

Pricing  and  other  information  supplied  by  vendors  as  of  Jan.  8, 1990. 
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Support  for  24  remote  sites 
differentiates  Codex  bridge 


Analysts  praise  E-net  box’s  ‘innovative’  design. 


By  Tom  Smith 

New  Products  Editor 

CANTON,  Mass.  —  Codex 
Corp.’s  recent  entry  into  the  lo¬ 
cal-area  network  internetwork¬ 
ing  market  with  an  innovative 
Ethernet  bridge  is  gaining  praise 
from  analysts  who  say  the  device 
compares  favorably  against  exist¬ 
ing  bridges. 

The  6310  EtherSpan  Bridge  is 
described  by  the  vendor  as  a  mul¬ 
tiplexing  bridge  because  it  sup¬ 
ports  the  T-1  D4  framing  format, 
which  divides  an  incoming  T-1 
line  into  24  64K  bit /sec  channels. 
This  enables  users  to  employ  any 
number  of  those  channels  to  meet 
their  needs  (“Codex  LAN  group 
unveils  high-speed  Ethernet 
bridge,’’ W,  Dec.  11, 1989). 


ANALYSIS 


This  feature  permits  the  6310 
to  work  with  fractional  T-1  ser¬ 
vices.  It  also  lets  the  6310  sup¬ 
port  links  with  as  many  as  24  re¬ 
mote  sites  when  tied  to  an  intelli¬ 
gent  T-1  multiplexer  or  carrier- 
based  services  that  use  central 
office  digital  access  and  cross- 
connect  systems  for  switching. 

Although  other  Ethernet 
bridge  suppliers  support  frac¬ 
tional  T-1  (see  graphic,  this 
page),  those  vendors’  products 
do  not  support  connections  to  24 
remote  sites  on  a  single  T-1 
bridge. 

“You  may  not  need  the  entire 
bandwidth  of  a  T- 1  line  devoted  to 
your  bridge,”  explained  Brad 
Baldwin,  industry  analyst  at  Da- 
taquest,  Inc.,  a  San  Jose,  Calif- 
based  consultancy.  “Maybe  you 
want  to  take  a  piece  of  that  and 


devote  it  to  different  communica¬ 
tions  lines.” 

Codex’s  support  for  such  an 
approach  is  “very  innovative  and 
quite  a  step  forward,”  Baldwin 
added.  “A  lot  of  bridges  on  the 
market  now  have  full  T-1  capabil¬ 
ity;  but  if  you  want  to  use  a  T-1 
and  divide  it  up,  there  doesn’t 
seem  to  be  any  way  to  do  that.” 

Mark  Leary,  director  of  com¬ 
munications  research  at  Interna¬ 
tional  Data  Corp.,  a  Framingham, 
Mass.-based  consultancy,  called 
fractionalT-1  support  the  63  lO’s 
most  significant  feature. 

“This  DSO  orientation  comes 
from  Codex’s  [wide-area  net¬ 
work]  experience  with  multiplex¬ 
ing  techniques,”  Leary  said  in  a 
recent  report,  “Codex  enters  LAN 
internetworking  market.” 

In  introducing  its  product.  Co¬ 
dex  also  said  the  d310,  unlike 
other  bridges,  is  able  to  support 
from  one  to  24  64K  bit/sec  chan¬ 
nels  without  adding  extra  V.35 
ports  to  an  existing  bridge  or  add¬ 
ing  more  bridges.  Other  vendors’ 
bridges,  by  contrast,  require  us¬ 
ers  to  buy  either  additional  V.35 
cards  for  their  bridges  or  addi¬ 
tional  bridges  to  increase  capaci¬ 
ty.  Many  bridges  support  a  maxi¬ 
mum  of  eight  V.35  ports,  which 
are  used  for  sub-T-1  speeds. 

Users  must  then  pay  extra  for 
hardware,  according  to  Codex, 
and  they  might  have  to  use  more 
ports  on  a  T-1  multiplexer. 

Instead,  with  the  6310,  users 
could  utilize  separate  DSOs  at  dif¬ 
ferent  sites  either  over  the  public 
network  or  through  T-l  multi¬ 
plexers  onto  a  private  network, 
according  to  Kenneth  Miller,  gen- 
( continued  on  page  34 ) 


SYSM  bolsters  E-mail 
for  IBM  mainframes 


Update  supports  nicknames,  message  sorting; 
early  user,  sold  on  SYSM,  switches  from  PROFS. 


By  Tom  Smith 

New  Products  Editor 

BOISE,  Idaho  —  H&W  Com¬ 
puter  Systems,  Inc.  recently  en¬ 
hanced  its  IBM  mainframe-based 
electronic  mail  package,  adding 
support  for  user  nicknames  and 
upgrading  message  sorting  capa¬ 
bilities. 

SYSM  software  runs  on  OS-, 
MVS/XA-  or  DOS/VSE-based  IBM 
mainframes  under  CICS,  enabling 
IBM  terminal  and  Personal  Com¬ 
puter  users  to  exchange  mes¬ 
sages.  The  product  is  similar  in 
function  to  IBM’s  Professional 
Office  System  (PROFS),  which 
runs  on  VM-based  mainframes. 

The  price,  performance  and 
flexibility  offered  by  SYSM  Re¬ 
lease  6.3,  the  latest  version, 
prompted  Detroit  Osteopathic 
Hospital  Corp.,  a  Southfield, 
Midi.,  holding  company  for  three 
hospitals  that  previously  used 
PROFS,  to  switch  to  SYSM  about 
six  months  ago. 

SYSM  software’s  basic  func¬ 
tions,  in  addition  to  sending  and 
receiving  E-mail,  include  in  and 
out  baskets;  word  processing  and 
editing  capabilities  for  compos¬ 
ing  messages;  and  calendaring/ 
scheduling  for  users  to  maintain 
on-line  information  about  their 
activities.  Previous  releases  of 
the  product  offered  interfaces  to 
a  variety  of  programs  and  de¬ 


vices,  including  PROFS  and  fac¬ 
simile  machines.  The  firm  also  of¬ 
fers  a  Soft- Switch,  Inc.  interface 
that  supports  X.400  and  other 
public  and  private  E-mail  ser¬ 
vices,  including  MCI  Communica¬ 
tions  Corp.’s  MCI  Mail  and  Tele¬ 
net  Communications  Corp.’s 
Telenet. 


Users  can  assign 
names  to  frequent  mail 
recipients  without  having 
to  input  addresses. 

AAA 


One  of  the  key  upgrades  to  the 
E-mail  pack,  according  to  Carol 
Peterson,  marketing  manager  at 
H&W  Computer  Systems,  is  the 
introduction  of  nicknames.  Pre¬ 
viously,  users  had  to  address  mes¬ 
sages  to  user  identification 
names,  which  became  difficult 
when  the  number  of  users  in¬ 
creased  and  IDs  grew  in  complex¬ 
ity. 

Now  users  can  assign  simple 
names  to  frequent  mail  recipients 
without  having  to  remember  or 
( continued  on  page  34 ) 


TOPS  folds  E-mail  support 
into  file-sharing  software 


By  Walter  Sweet 

West  Coast  Correspondent 

SANTA  CLARA,  Calif  —  The 
TOPS  Division  of  Sun  Microsys¬ 
tems,  Inc.  last  week  introduced  a 
version  of  its  TOPS  file-sharing 
software  that  includes  integrated 
electronic  mail. 

The  Network  Bundle  for  DOS 
and  the  Network  Bundle  for  Mac¬ 
intosh  products  combine  the  lat¬ 
est  release  of  the  TOPS/Macin- 
tosh  3.0  and  TOPS/DOS  3-0  file- 
sharing  packages  with  a  new 
version  of  the  company’s  InBox 
E-mail  system.  Previously,  users 
had  to  purchase  each  package 
separately  and  integrate  them. 

According  to  Rich  Shapero, 
vice-president  and  general  man¬ 
ager  of  TOPS,  the  company  bun¬ 
dled  the  software  because  large 
network  users  want  an  integrated 
package  with  services  for  an  en¬ 


tire  organization. 

TOPS/Macintosh  3-0  now  sup¬ 
ports  a  shared  environment  ex¬ 
tension  in  the  Apple  Filing  Proto¬ 
col  (AFP),  enabling  the  file- 
sharing  software  to  support  all 
AFP  applications.  It  also  supports 
the  AppleTalk  limit  of  up  to  254 
servers  per  network. 

TOPS/Macintosh  3-0  also 
sports  a  more  comprehensive  set 
of  file  translators  (licensed  from 
Data  Viz,  Inc.)  than  previously 
available  in  other  releases,  Sha¬ 
pero  said. 

The  print  spooler  has  been  en¬ 
hanced  to  support  AppleTalk  6.0, 
enabling  it  to  drive  Apple  Laser¬ 
Writer  printers. 

TOPS/DOS  3-0  incorporates 
DOS  extender  technology  to  re¬ 
duce  the  amount  of  standard  DOS 
memory  it  requires.  It  takes  up  as 
/ continued  on  page  34 ) 
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Star  hubs  squeeze  seven 
devices  onto  IBM  mini  port 

By  Tom  Smith 

New  Products  Editor 


SANDWICH,  Mass.  —  Network 
Devices,  Inc.  recently  introduced 
active  and  passive  star  hubs  that 
allow  up  to  seven  terminals  and 
other  devices  to  share  a  single 
port  on  an  IBM  minicomputer. 

The  PowerStar  and  Link  Star 
each  come  with  at  least  one  port 
supporting  connection  to  an  IBM 
Application  System/400  or  Sys¬ 
tem  3X  minicomputer,  as  well  as 
ports  for  IBM  terminals,  printers 
and  Personal  Computers  emulat¬ 
ing  terminals.  The  hub’s  host  port 
supports  the  IM  bit/sec  data  rate 
of  attached  IBM  minicomputers. 

The  PowerStar  hub,  like  any 
active  hub,  amplifies  the  host 
computer’s  incoming  signal. 
Boosting  the  signal  enables  the 
hub  to  support  devices  up  to 
4,500  feet  away  using  IBM  Type  3 
unshielded  twisted-pair  cabling. 

The  PowerStar  hub  has  an  in¬ 
put  power  LED,  as  well  as  one  LED 


eral  manager  of  Codex’s  LAN  in¬ 
tern  etworMng  group. 

This  functionality  is  particu¬ 
larly  relevant  for  users  that 
bridge  Ethernets  over  lines  run¬ 
ning  at  lower  speeds  than  T-1 . 

“A  lot  of  people  run  sub-T-1 
rates  using  digital  services  at 
9.6k,  19.2K  and  56K  bit/sec,” 
Leary  said.  “Frequently,  in  other 
configurations,  you  have  to  use 
separate  cards  for  each  one  of 
those  lines  that  you  bring  into 
your  bridge.” 

In  two  other  categories,  filter¬ 
ing  and  forwarding  rates.  Codex’s 
performance  figures  appear  to  be 
middle-of-the-road.  The  com¬ 
pany,  like  most  other  vendors, 
provides  the  maximum  Ethernet 
filtering  rate,  which  is  theoreti¬ 
cally  14,900  packet/sec.  Some 
vendors,  including  Codex,  say 
they  filter  15,000;  the  company’s 


First  Look 

continued  from  page  33 

A  workstation-only  imple¬ 
mentation  of  NFS  and  a  coaxial 
NI9210costs$785,whileapack- 
age  that  includes  an  NI9210  for 
unshielded  twisted-pair  media 
costs  $885.  Both  are  available 
now. 

Racal  InterLan,  Inc.,  155 
Swanson  Road,  Boxborough, 
Mass.  01719;  (508)  263-9929. 


Alloy  links  IBM  PCs, 
Macs,  386/MultiWare 

Alloy  Computer  Products, 
Inc.  recently  introduced  en¬ 
hanced  versions  of  its  MAC-At- 
tach  and  Link-PC  software  prod¬ 
ucts  that  enable  Apple  Computer, 


for  each  port  to  indicate  whether 
that  port  is  able  to  receive  data. 
The  hub  comes  in  single-  and 
dual-host  port  models.  A  single¬ 
host  model  supports  seven  de¬ 
vices,  and  the  dual-host  port  mod¬ 
el  supports  14  devices. 


^^^oosting  the  signal 
enables  the  PowerStar 
hub  to  support  devices 
up  to  4,500  feet  away. 

AAA 


Star-wired  active  hubs  offer  an 
advantage  over  twinaxial  daisy- 
chained  configurations  by  pro¬ 
viding  fault-tolerance,  according 
to  Peggy  DiMauro,  sales  manager 
for  Network  Devices.  When  a  sin- 


4,000  packet/sec  forwarding 
rate  falls  below  that  of  some  oth¬ 
er  vendors. 

Wellfleet  Communications, 
Inc.,  for  example,  says  it  forwards 
14,000  packet/sec,  the  same 
number  that  it  filters;  Cryptall 
Communications  Corp.  says  it 
forwards  7,300  packet/sec  on  its 
3000  Series  bridge.  Digital  Equip¬ 
ment  Corp.,  which  sells  two 
bridges  manufactured  by  Yitalink 
Communications  Corp.,  posts 
forwarding  rates  of  2,000  and 
5,000  packet/sec. 

These  figures,  however,  are 
not  necessarily  the  true  indica¬ 
tion  of  a  bridge’s  performance. 
Users  must  get  vendors  to  de¬ 
scribe  exactly  how  they  are  mea¬ 
suring  these  forwarding  rates, 
consultants  cautioned. 

The  absence  of  an  accepted 
standard  for  determining  packet 


Inc.  Macintoshes  and  IBM  Person¬ 
al  Computers  to  connect  to  the 
company’s  386/MultiWare  net¬ 
works. 

386/MultiWare  is  a  DOS- 
based  multiuser,  multitasking 
network  operating  system  that 
enables  as  many  as  21  local-area 
network  users  to  share  an  Intel 
Corp.  80386-based  server  to  ex¬ 
change  files,  electronic  mail  mes¬ 
sages  and  peripheral  services. 

MAC-Attach  Version  2.0  is 
a  terminal-emulation  program 
that  enables  Macintoshes  to  par¬ 
ticipate  as  peers  on  a  386/Multi¬ 
Ware  network. 

The  latest  version  of  MAC-At¬ 
tach  lets  users  toggle  between 
their  Macintoshes  and  the 
386/MultiWare  LAN  for  the  first 
time,  performing  processing  ei¬ 
ther  on  their  local  machine  or  the 


gle  device  on  the  star  goes  down, 
the  other  devices  can  remain  ac¬ 
tive.  By  contrast,  in  a  daisy  chain, 
failure  of  one  device  causes  every 
device  to  go  down. 

Network  Devices’  passive  Link 
Star  hub  simply  retransmits  the 
incoming  host  computer  signal 
without  amplifying  it.  For  this 
reason,  the  maximum  distance  on 
any  leg  of  the  star  will  be  200  to 
300  feet,  depending  on  system 
configuration  and  electronics, 
DiMauro  explained. 

The  passive  hubs  are  available 
in  versions  supporting  four  and 
eight  host  ports.  Like  the  active 
hub,  they  have  RJ-45S  modular 
jacks  that  support  both  RJ- 1 1  and 
RJ-45  connectors. 

Both  new  hubs  from  Network 
Devices  are  available  now. 

The  active  PowerStar  is  priced 
at  $400  for  a  single  host  port  and 
$860  for  two  host  ports.  The  pas¬ 
sive  Link  Star  hub  costs  $350  for 
the  four-port  version  and  $500 
for  the  eight-port  version. 

Network  Devices  can  be 
reached  in  writing  at  P.O.  Box 
1419,  8-11  Jan  Sebastian  Way, 
Sandwich,  Mass.  02563,  or  by 
calling  (508)  888-5200.  □ 


forwarding  rates  makes  it  possi¬ 
ble  for  vendors  to  use  different 
techniques,  such  as  different 
packet  sizes,  to  obtain  optimum 
figures. 

“Generally,  it’s  something  I 
don’t  pay  much  attention  to  be¬ 
cause  of  the  discrepancies  in  how 
benchmarks  are  performed  — 
unless  it  very  specifically  states 
the  packet  size  involved,”  Bald¬ 
win  said. 

Leary  also  advised  skepticism 
on  the  part  of  users.  “I  think  it’s 
more  important  to  get  hold  of 
real-world  accounts  running  con¬ 
figurations  similar  to  yours.” 

Although  price  comparisons 
may  not  be  as  important  as  the 
functionality  offered  by  the 
bridge.  Codex’s  product,  priced  at 
$11,985,  falls  in  the  middle  of 
price  comparisons.  Ungermann- 
Bass,  Inc.  sells  its  Ethernet  T-1 
bridge  for  $6,500;  DEC  bridges 
supporting  T-1  lines,  on  the  other 
hand,  start  at  $15,770.  □ 


network  as  required  for  a  particu¬ 
lar  application.  In  addition,  MAC- 
Attach  Version  2.0  now  supports 
the  Macintosh’s  windowing  envi¬ 
ronment. 

Alloy’s  Link-PC  is  terminal- 
emulation  software  that  allows 
personal  computers  to  connect  to 
386/MultiWare  LANs. 

The  latest  release,  Link-PC 
Version  3.0,  for  the  first  time, 
gives  users  the  capability  to  hot 
key  between  their  personal  com¬ 
puter  sessions  and  server  ses¬ 
sions. 

MAC-Attach  Version  2.0  and 
Link-PC  Version  3-0  are  available 
now;  each  software  product  costs 
$195. 

Alloy  Computer  Products, 
Inc.,  165  Forest  St.,  Marlbor¬ 
ough,  Mass.  01752;  (508)  481- 
8500. 


TOPS  folds 
E-mail,  software 

continued  from  page  33 
little  as  65K  bytes,  and  it  also  has 
been  rewritten  in  a  modular  fash¬ 
ion  so  that  users  can  load  only  the 
network  services  they  require. 

The  TOPS/DOS  3.0  product 
supports  the  Hierarchical  File 
System  (HFS),  which  lets  DOS- 
based  personal  computers  act  as 
file  servers  for  Macintosh  sys¬ 
tems. 

With  HFS,  multiuser  Macin¬ 
tosh  data  bases,  accounting  pack¬ 
ages  and  other  applications  can 
be  stored  on  a  DOS  computer  on 
the  network,  even  though  they  ac¬ 
tually  run  on  a  Macintosh. 

Other  new  features  include  en¬ 
hanced  printing  options. 


SYSM  bolsters 
E-mail 

continued  from  page  33 
input  lengthy  addresses. 

SYSM  Release  6.3  also  offers, 
for  the  first  time,  varying  types  of 
in  basket  sorting.  Prior  to  this  re¬ 
lease,  users  either  had  to  read  in¬ 
coming  messages  immediately  or 
access  a  list  of  all  those  received 
in  their  in  basket.  Now,  they  can 
request  that  the  software  sort 
messages  by  categories,  such  as 
topic  or  date  received. 

Another  new  feature  is  main¬ 
tenance  of  user  IDs,  which  will 
eliminate  the  need  to  migrate  all 
files  to  a  user’s  new  ID  manually 
when  it  changes,  such  as  when  a 
woman  gets  married  and  changes 
her  ID  or  when  a  user  changes  de¬ 
partments.  When  the  ID  is 
changed,  all  files  belonging  to  it 
can  be  migrated  automatically  to 
the  new  ID. 

“This  is  something  network 
administrators  love,”  Peterson 
said.  “Users  never  see  it,  but  they 
benefit  automatically.” 

PROFS,  by  contrast,  generally 
requires  a  greater  degree  of  ad¬ 
ministration  than  SYSM,  includ¬ 
ing  transferring  files  when  user 
ID  names  change,  according  to 
John  Baxa,  manager  of  technical 
services  in  the  information  sys¬ 
tems  department  at  Detroit  Os¬ 
teopathic  Hospital. 

In  addition  to  these  new  fea¬ 
tures,  H&W  Computer  Systems 
also  upgraded  several  utilities 
within  the  earlier  release,  such  as 
electronic  forms  and  calendar¬ 
ing/scheduling. 

Electronic  forms,  which  en¬ 
able  users  in  an  insurance  com¬ 
pany,  for  example,  to  integrate 
commonly  used  forms  into  E-mail 
messages,  are  now  maintained  in 
directories,  whereas  in  the  past, 
users  had  to  remember  the  name 
of  a  form  required  for  a  particular 
application. 

One  of  several  enhancements 
to  users’  personal  calendaring/ 
scheduling  capability  is  moving 
to-do  lists,  which  automatically 
remind  users  if  they  have  failed  to 
complete  a  task  they  included  in  a 
to-do  list.  “This  is  a  terrible  nag 
command,  but  we’ve  had  a  lot  of 
positive  response  to  it,  ”  Peterson 


Support  differentiates  bridge 

continued  from  page  33 


The  Network  Bundle  for  Mac¬ 
intosh  is  available  now  for  $299 
per  workstation.  The  Network 
Bundle  for  DOS  will  be  available 
in  mid-February  for  $249. 

TOPS  said  it  will  offer  TOPS/ 
Macintosh,  and  TOPS/DOS  2.0 
and  2.1  users  an  upgrade  to  the 
new  Network  Bundles  for  $125 
each  or  both  for  $185.  The  up¬ 
grade  includes  InBox  30. 

InBox  3.0  and  InBox  Plus  can 
still  be  purchased  separately  and 
should  be  available  late  this 
month  and  early  February,  re¬ 
spectively.  InBox  3-0  is  designed 
for  smaller  work  groups  of  up  to 
20  users,  while  InBox  Plus  sup¬ 
ports  multiple  mail  systems  of  up 
to  100  users  and  includes  gate¬ 
ways  to  private  and  public  mail 
systems.  □ 


said. 

The  functionality  offered  by 
SYSM  Release  6.3  prompted  De¬ 
troit  Osteopathic  Hospital  to 
abandon  PROFS,  which  it  had 
been  using  since  1984,  Baxa  said. 

The  user  is  in  the  process  of  re¬ 
tiring  an  antiquated  IBM-compa¬ 
tible  mainframe  made  by  now-de¬ 
funct  Magnusson  Computer  Sys¬ 
tems,  Inc.  It  had  been 
maintaining  the  mainframe  ex¬ 
clusively  to  run  PROFS  under  VM. 
Baxa  said  the  company  wanted  to 
migrate  its  E-mail  system  to  its 
MVS/XA-based  IBM  3081  main¬ 
frame  rather  than  run  it  under 
VM. 

SYSM  6.3  vs.  PROFS 

To  run  PROFS  on  the  3081 
would  have  required  a  PROFS  up¬ 
grade,  which  Baxa  said  was  not 
cost- justified. 

One  area  in  which  SYSM  6.3  of¬ 
fers  better  functionality  than 
PROFS  is  in  its  ability  to  more  eas¬ 
ily  integrate  frequently  used  busi¬ 
ness  documents  in  E-mail  mes¬ 
sages,  Baxa  said.  This  will  also 
enable  the  user  to  integrate  many 
forms,  reports,  external  letters 
and  internal  memos  into  its  E- 
mail  system. 

“We  like  what  we  see  so  far,” 
Baxa  said.  “Expanding  the  size  of 
the  system  and  getting  more  peo¬ 
ple  to  use  it  are  our  primary  goals 
right  now.” 

About  130  employees  used 
PROFS,  whereas  about  230  will 
use  SYSM  6.3. 

Baxa  expects  SYSM  6.3  to  pay 
for  itself  within  about  six  months, 
whereas  the  company  spent 
about  $60,000  a  year  to  maintain 
a  CPU  exclusively  for  PROFS,  as 
well  as  $1,000  a  month  for  the 
IBM  E-mail  package.  Because 
SYSM  runs  under  MVS/XA,  it 
won’t  require  a  CPU  dedicated  to 
E-mail. 

SYSM  6.3  is  available  now;  it 
costs  $23,000  for  OS-  and 
MVS/XA-based  mainframes,  and 
$12,900  for  DOS/VSE  main¬ 
frames.  Optional  interfaces  to 
other  systems,  which  were  pre¬ 
viously  available,  cost  $5,000. 

H&W  Computer  Systems  can 
be  reached  in  writing  at  P.O.  Box 
15190,  Boise,  Idaho,  or  call 
(208)  385-0336.  □ 
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“You’re  only  as  good  as  your  networic!” 

Like  it  or  not,  that’s  how  your  boss,  your  network  users,  and  your 
competitors  evaluate  you  as  a  network  manager. 

Come  to  NETWORK  MANAGEMENT  SOLUTIONS  ’90  for  three  information- 
packed  days  that  will  help  you  get  more  from  your  current  voice/data 
network,  and  plan  for  the  faster,  more  productive  network  in  your  future. 

NETWORK  MANAGEMENT  SOLUTIONS  ’90  is  an  in-depth,  hands-on 
immersion  in  the  strategies  and  tactics,  ideas  and  insights,  technologies 
and  solutions  that  will  help  you  meet  your  networking  challenges  and 
solve  your  networking  problems. 

You’ll  choose  from  over  40  conferences,  tutorials,  and  vendor 
demonstration  suites  to  — 


MANAGEMENT 


SOLUTIONS  ’90^ 


Anaheim  Hilton  Hotel,  Anaheim,  CA 
April  10-12, 1990 


•  Stay  on  the  leading  edge  of  new 
networks  in  the  1990s 

•  Make  vour  current  multivendor  network  more 
and  efficient  now 

•  Get  the  latest  facts  on  network  design,  implementation,  operation 
and  control 

•  See  the  latest  networking  hardware  and  software  products  in  action 

NETWORK  MANAGEMENT  SOLUTIONS  ’90  is  highly  targeted  to  your 
needs.  It’s  the  best  conference  run  with  network  managers  exclusively 
for  network  managers. 

Attending  this  conference  will  give  you  a  chance  to  get  answers  to  your 
specific  network  management  questions,  to  rub  elbows  with  the  best  and 
the  brightest  of  your  colleagues,  and  to  make  new  professional  contacts. 


Three  conference  tracks  allow  you  to 
customize  your  learning  experience. 

Wide-Area  Network  Management 

•  Trends  in  SNA  Netwoik  Management 

•  Progress  Report;  OSI  Network  Management 

•  Progress  Report;  Integrated  Network  Management 
Solutions 

•  What’s  New  in  Network  Design/OptimizaUon  Tools 

•  Pros  and  Cons;  lUming  the  Network  Management 
Responsibility  Over  to  a  Carrier  or  Systems  Integrator 

•  Automated  Network  Management;  Are  We  There  Yet? 

•  Update;  Carrier  Supplied  Network  Management  Tools 

•  Artificial  Intelligence  in  Network  Management 

Local-Area  Network  Management 

•  Progress  Report;  LAN  Management  Standards 

•  LAN  Design  and  Optimization  Tools 

•  Integrating  LAN  Management  with  WAN  Management 
Tools 

•  LAN  Management  Assessment 

•  MEGA-Multi  LAN  Management 

•  LAN  Management  in  the  OS/2  Environment 

User  Strategies 

•  Integrated  Network  Management  User  Panel 

•  SNA  Network  Management  Strategies 

•  OSI  Network  Management  Strategies 

•  LAN  Management  Strategies 

•  DECnet  Management  Strategies 

•  The  Users  View;  What  We  Really  Feel  About  Network 
Management 


The  dates  are  April  10-12, 1990. 

The  focus  is  on  network  success. 


To  find  out  more  about  NETWORK 
.MANAGEMENT  SOLUTIONS  ’90,  call 
toll-free  800-225-4698,  or  send  in 
coupon  today. 


See  the  FAXNeT  Form  on  Page  #59 


Learn  from  industry  experts  — 

Gary  Beach 

Publisher,  NETWORK  WORLD 
Jeremy  Frank 

Program  Director,  Enterprise  Network  Strategies, 
The  Gartner  Group 

James  Herman 

Principal,  Northeast  Consulting  Resources 

Atul  Kapoor 

President,  Kaptonix,  Inc. 

Jerry  McDowell 

President,  McDowell  Romero 
L  David  Passmore 

Partner,  Network  Strategies 
Ian  Sugarboard 

Director,  Network  Technologies, 

Northern  Telecomm 
Hubertus  Vandervoort 

Senior  Telecommunications  Consultant, 
Computer  Task  Group 
Timothy  Zerbiec 

Principal,  Vertical  Systems  Group 

Plus  meet  leading  vendors  in 
demonstration  suites.  Ask  the  tough 
questions,  get  the  answers  you  need. 


Top  Industry  Sponsor  and 
Conference  Manager 

NETWORK  MANAGEMENT  SOLUTIONS  is  sponsored 
by  NETWORK  WORLD,  the  newsweekly  of  enter¬ 
prise  networking  strategies,  and  managed  by  the 
IDG  Conference  Management  Group,  the  producers 
of  Communication  Networks,  the  country’s  leading 
communications  conference  and  exposition. 

“This  conference  finally 
proves  that  network 
management  is  ...  for  real. 

[It]  will  keep  accelerating 
and  soon  will  be  combined 
with  all  of  information 
management.” 

—  John  King,  Consultant 

Send  for  more  information! 

Don’t  miss  this  important  conference! 

Send  for  more  information  now. 

There  is  absolutely  no  obligation. 


B.NETW0RK — 
MANAGEMENT 
SOLUTIONS  ’90 

Anaheim  Hilton  Hotel,  Anaheim,  CA 
April  10-12, 1990 
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n  YES  9  please  send  me  more  information  about 
the  tutorials,  conferences  and  vendor  suites  at  NETWORK 
MANAGEMENT  SOLUTIONS  ’90,  so  I  can  manage  my 
network  for  success. 

Titip 

rompnny 

Addrpss 

Sfatp  Zip 

Telephone  (  ) 

Fax  (  ) 

Return  this  coupon  to  NETWORK  MANAGEMENT  SOLUTIONS  ’90,  Box  9107,  111  Speen  Street,  Framingham,  MA  01701-9107, 
or  fax  to  508-872-8237. 
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STRATEGIC  SYSTEMS  PLANNING 


OPINIONS 


BY  JAMES  KOBIELUS 


Teamwork, 
not  computers, 
is  key  to  success 

There’s  a  big  difference  between  strategic  business  planning 
and  run-of-the-mill  systems  planning,  but  few  information 
systems  (IS)  and  telecommunications  professionals  seem  to 
appreciate  it. 

There’s  nothing  terribly  strategic  about  most  information 
technology  systems  planning  methodologies.  In  general,  they 
are  static,  conservative  and  inward-looking.  They  produce 
matrices  and  flow  diagrams  that  are  professional  in  appearance 
but  dry  as  dust.  And,  predictably,  they  almost  always  recom¬ 
mend  development  of  big,  corporate  “infodumps”  to  sit  on  big, 
corporate  “metal”  —  the  proverbial  data  bases  that  conquered 

The  ever-popular  informa¬ 
tion  engineering  approach  is 
typical  in  this  regard.  It  is 
geared  toward  filling  out  the 
organization’s  portfolio  of 
data  base  applications.  Any 
corporate  function  —  for  ex¬ 
ample,  marketing  and  human 
resources  —  lacWng  a  shared 
data  base  becomes  an  immedi¬ 
ate  candidate  for  one,  whether 
it  needs  it  or  not. 

Information  engineering  is 
typical  of  systems  planning 
approaches  that  propose  solutions  for  nonexistent  problems. 
They  automate  for  automation’s  sake.  And  they  are  usually 
biased  toward  data  processing  systems. 

Indeed,  most  systems  planning  methodologies  are  just  thinly 
disguised  marketing  tools  for  the  corporate  IS  function. 

Team  building 

A  truly  strategic  systems  planning  methodology  steps  back 
from  solutions  per  se  and  focuses  on  organizational  team 
building.  Teams  —  not  computers  —  drive  the  business.  Teams 
are  the  prime  information  processors.  An  organization  stands  or 
falls  by  the  ability  of  its  people  to  band  together  in  support  of 
common  goals. 

Simply  throwing  data  bases  at  every  corporate  function  does 
little  to  improve  coordination,  communications  and  information 
sharing  among  decision  makers.  The  data  flow  diagrams  upon 
which  such  systems  are  built  tend  to  overlook  the  web  of 
interpersonal  relationships  —  internal  and  external  —  that 
distinguish  winning  organizations  from  losing  ones. 

Telecommunications  professionals  must  concern  themselves 
more  with  first  building  teamwork  environments  and  then 
specific  computer  and  communications  solutions.  The  overall 
work  environment  —  founded  on  coordination,  communications 
and  decision  support  systems  —  is  the  springboard  for  corpo¬ 
rate  growth  and  development. 

A  team-oriented  planning  approach  gives  greater  emphasis  to 
telecommunications-based  recommendations.  Few  card-carrying 
IS  professionals  would  recommend  voice-messaging,  multi- 
media  conferencing,  or  groupware  technologies,  when  these 
would  effect  the  most  profound  changes  in  day-to-day  opera¬ 
tions. 

A  team-oriented  systems  planning  approach  also  instills  a 
healthy  dose  of  humility  in  communications  professionals.  They 
begin  to  realize  that  the  most  critical  ingredients  of  corporate 
teamwork  —  clear  vision,  mutual  respect,  a  supportive  corpo¬ 
rate  culture  —  are  beyond  their  control.  All  that  communica¬ 
tions  professionals  can  contribute  to  the  strategic  mix  are  some 
useful  tools  for  collaboration  and  resource  sharing. 

'What  users  make  of  these  tools  is  largely  up  to  them.  □ 

Kobielus  consults  on  information  technology  in  Alexan¬ 
dria,  Va. 
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Telcos  must  deal  with  ANI 
privacy  concerns  now 


If  telephone  companies  don’t 
act  soon,  they  may  lose  control 
over  a  powerful  and  potentially 
lucrative  technology  —  auto¬ 
matic  number  identification 
(ANI). 

Several  consumer  watchdog 
and  civil  liberties  organizations 
have  voiced  strong  opposition  to 
new  or  proposed  caller  identifi¬ 
cation  services,  citing  concerns 
about  caller  privacy,  among  oth¬ 
er  fears.  Yet  telephone  compa¬ 
nies  have  been  reluctant  to  deal 
with  these  legitimate  concerns. 

Carriers  say  that  solutions 
such  as  blocking  calling  number 
identification  for  some  custom¬ 
ers  may  limit  the  value  of  ANI  to 
caller  ID  service  subscribers  — 
particularly  major  companies 
such  as  telemarketing  organiza¬ 
tions,  which  are  highly  interest¬ 
ed  in  such  services.  That’s  too 
bad,  because  this  shortsighted¬ 
ness  may  ultimately  lead  to 
some  real  limitations  on  the  use 
and  availability  of  ANI. 

It’s  time  for  telephone  com¬ 
panies  to  formulate  a  consistent 
approach  to  offering  caller  ID 
services,  one  that  takes  into  ac¬ 
count  the  needs  of  customers 
who  are  concerned  about  their 
right  to  keep  their  telephone 
number  private. 

Carriers  must  work  as  allies 
—  not  opponents  —  of  consum¬ 
er  and  civil  liberties  groups  and 
find  solutions  that  will  work 
throughout  the  country.  A  com¬ 
mon  carrierwide  ANI  strategy  is 
absolutely  essential  if  the  vision 
of  the  nationwide  intelligent 
public  network  is  to  be  realized. 


If  carriers  delay  action  on  this 
issue,  they’ll  lose  control  to 
state  public  utility  commissions, 
state  courts  —  even  the  U.S. 
Congress  or  federal  courts.  Tele¬ 
phone  companies  could  wind  up 
dealing  with  a  multitude  of  con¬ 
flicting  and  confusing  state  regu¬ 
lations  that  limit  the  value 

ofANI. 

The  phone  companies  risk 
being  viewed  as  adversaries 
while  these  regulations  are  be- 
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ing  drafted.  And  that’s  hardly 
the  best  position  to  be  in  when 
you’re  trying  to  maximize  your 
business  opportunities.  Regula¬ 
tions  or  legislation  may  be  de¬ 
signed  to  reflect  only  the  needs 
of  residential  customers  and  not 
business  users,  carriers  or  other 
vendors. 

If  carriers  need  proof  that  the 
time  for  action  is  now,  they  need 
look  only  as  far  as  the  state  of 
Pennsylvania,  where  a  state  ap¬ 
peals  court  in  late  December 
blocked  Bell  of  Pennsylvania 


from  offering  caller  ID  services 
until  some  thorny  legal  issues 
could  be  resolved  (“Court 
weighs  legal  issues  of  caller  ID,” 
NW,]m.  8). 

In  the  Pennsylvania  case,  the 
carrier’s  opponents  wanted  cus¬ 
tomers  to  be  allowed,  free  of 
charge  and  on  a  call-by-call  ba¬ 
sis,  to  prevent  their  phone 
numbers  from  appearing  on  a 
display  device  on  the  recipient’s 
telephone. 

Opponents  of  caller  ID  say 
this  is  a  test  case  that  may  pres¬ 
age  what  will  happen  in  other 
parts  of  the  country. 

ANI  has  already  experienced 
choppy  waters  in  New  Jersey  and 
California.  In  California,  the  leg¬ 
islature  recently  passed  a  law 
mandating  that  customers  have 
call  blocking  as  an  option  if  call¬ 
er  ID  service  is  offered  in  the 
state.  Caller  ID  is  also  under 
scrutiny  in 'Washington,  D.C.  and 
North  Carolina,  where  hearings 
are  currently  being  held  on  these 
services.  The  debate  over  ANI  is 
likely  to  crop  up  in  other  areas  of 
the  country  as  well. 

It’s  clear  that  telephone  com¬ 
panies  need  to  get  together  to 
provide  some  good  answers 
about  ANI  while  they  still  control 
the  technology. 

Otherwise,  the  solutions  ulti¬ 
mately  chosen  may  not  be  very 
palatable  to  the  telephone  com¬ 
panies  or  to  their  major  corpo¬ 
rate  customers.  The  carriers  and 
concerned  parties  must  cooper¬ 
ate  now  to  reach  a  good  solution. 

There’s  a  problem  here,  and 
the  time  for  action  is  now.  □ 
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OPINIONS 


NETWORK  MANAGEMENT 


BY  WILLIAM  VASQUEZ 

Standards  groups  have  their 
work  cut  out  for  them 


The  integration  of  computers 
and  networks,  the  spread  of  het¬ 
erogeneous  equipment  within 
end-user  networks,  and  the  in¬ 
terest  and  resulting  sophistica¬ 
tion  of  users  regarding  network 
management  have  combined  to 
make  network  management 
standards  a  priority  for  the  very 
near  future. 

The  questions  now  are:  Just 
how  standard  is  standard,  and 
who  decides  what  is  standard? 
Many  users  and  providers  will 
quickly  answer  with  an  alphabet 
of  acronyms  that  may  include 
ISO,  OSI/NM  Forum,  ANSI,  IEEE, 
NIST,  CCITT  and  COS,  with  per¬ 
haps  various  Bell  operating 
company  terms  thrown  in  for 
good  measure. 

With  this  many  standards 
chefs  stirring  the  pot,  it’s  easy  to 
see  why  both  providers  and  us¬ 
ers  are  confused  regarding 
network  management  stan¬ 
dards.  Unlike  equipment  provid¬ 
ers,  standards  groups  cannot 
claim  product  differentiation  or 
competitive  advantage  as  justifi¬ 
cation  for  different  standards  or 
different  versions  of  the  same 
standard. 

Standards,  like  death  and  tax¬ 
es,  tend  to  be  seen  as  “is  or 
ain’t’’  propositions. 

Knowledgeable  users  and 
providers  seem  to  agree  on  the 
following: 

■  There  is  too  much  overlap  in 
standards  efforts. 

■  Standards  take  too  much  time 
to  be  defined. 

■  No  one  seems  to  have  come  up 
with  a  universal  architecture  or 
model  for  which  everyone  else 
should  be  shooting. 

It’s  true  that  there  is  redun¬ 
dancy  in  standards  efforts. 
While  protocol  and  service  defi¬ 
nitions  are  progressing,  man¬ 
aged  object  templates  for  system 
management  —  which  provide 
the  format  for  the  description  of 
a  network  element  —  appear  to 
have  multiple  definitions  de¬ 
pending  on  who’s  doing  the  talk¬ 
ing. 

Also,  the  structure  and  con- 

Vasquez  is  a  product  man¬ 
ager  of  integrated  network 
management  systems  at  Ra- 
cal-Milgo  in  Sunrise,  Fla. 


tents  of  the  management  infor¬ 
mation  base,  which  is  the  com¬ 
posite  of  all  objects  and  tem¬ 
plates,  and  directory  services,  a 
source  of  information  about 
managed  objects,  seem  to  be  in 
question. 

Some  good  news  is  that  a 
CCITT  recommendation  — 
X.500  —  is  making  headway  to¬ 
ward  defining  directory  ser¬ 
vices. 

Some  authority  —  perhaps 
the  ANSI  X3  Strategic  Planning 
Committee,  which  develops 
standards  for  information  pro¬ 
cessing  systems  —  should  be  in 
charge  of  assigning  distinct  re¬ 
sponsibilities  to  each  of  the  stan¬ 
dards  groups.  This  committee 
also  would  monitor  for  overlap 
among  standards  groups  and  is¬ 
sue  reminders  of  areas  of  re¬ 
sponsibility. 

For  example,  ANSI  X3S3,  the 
standards  body  responsible  for 
the  data  communications 
network  layer,  should  define 
layer  management  objects  for 
protocol  stacks.  Templates  for 
objects,  attributes  and  events  for 
system  management  should  be 
left  to  experts  such  as  those  in 
ANSI  TlMl,  which  is  responsible 
for  internetwork  operations,  ad¬ 
ministration,  maintenance  and 
provisioning. 

More  sharing 

In  addition,  industry  groups 
and  standards  groups  could 
speed  up  the  process  by  sharing 
their  documents  early  in  draft 
stages  and  agreeing  on  who 
should  handle  which  items  be¬ 
fore  redundancy  becomes  an  is¬ 
sue.  To  date,  sharing  of  prelimi¬ 
nary  findings  seems  to  be 
somewhat  minimal. 

The  solution  may  be  in  form¬ 
ing  liaison  committees.  For  ex¬ 
ample,  the  Open  Systems  Inter¬ 
connection/Network  Manage¬ 
ment  (OSI/NM)  Forum  appoint¬ 
ed  a  liaison  chair  to  work  with 
standards  groups,  but  sharing 
information  is  still  the  exception 
rather  than  the  rule.  A  stronger 
coordinating  role  by  the  ANSI  X3 
Strategic  Planning  Committee 
would  help  solve  this  problem. 

Another  source  of  delay  is  the 
standards  groups’  sometimes 
excessive  desire  to  refine  and  re¬ 


format  standards.  For  example, 
the  restructuring  of  the  compon¬ 
ents  of  the  Management  Func¬ 
tional  Areas  —  such  as  configur¬ 
ation  and  performance  —  by  the 
International  Standards  Organi¬ 
zation  Joint  Technical  Commit¬ 
tee  I  caused  a  stir  among  stan¬ 
dards  participants. 

Many  said  they  thought  the 
restructuring  was  unnecessary 
because  it  seemed  to  resemble 
the  argument  about  whether  in¬ 
ventory  should  constitute  part  of 
the  configuration  or  the  ac¬ 
counting  function.  Does  it  really 
matter  if  inventory  is  part  of  the 
configuration  or  accounting 
function  as  long  as  it  is  there? 

Lastly,  creating  a  universal 
architecture  requires  coordina¬ 
tion  among  standards-making 
organizations.  Perhaps  a  higher 
level  group,  such  as  the  ANSI  X3 
Strategic  Planning  Committee, 
should  gather  a  group  of  expert 
representatives  from  the  other 
standards  groups  to  find  an  ar¬ 
chitecture  that  is  satisfactory'  to 
all. 

Models  such  as  the  Bell  Com¬ 
munications  Research  architec¬ 
ture  for  distributed  operations 
systems  and  AT&T’s  Unified 
Network  Management  Architec¬ 
ture  should  be  considered  work¬ 
ing  examples.  ANSI  TlMl  also  has 
a  model  for  a  single  network 
management  center  that  might 
fit  the  final  architecture. 

The  desire  for  network  man¬ 
agement  standards  has  never 
been  stronger;  users,  providers, 
industry  groups  and  standards 
groups  should  take  advantage  of 
the  interest.  Users  want  “every¬ 
thing  to  talk  to  everything,’’  and 
providers,  to  remain  providers, 
must  find  a  way  to  keep  users 
happy. 

Industry  groups,  such  as  the 
OSI/NM  Forum,  are  working 
hard  to  enable  some  things  to 
talk  to  other  things.  But  for  ev¬ 
erything  to  talk  to  everything, 
standards  groups  and  all  in¬ 
volved  parties  will  have  to  get 
cracking. 

What  is  missing  appears  to  be 
the  will  and  the  way  to  do  so.  Un¬ 
til  that  is  found,  standards  will  be 
the  bane  of  network  managers’ 
existence,  rather  than  the  boon 
they  promise  to  become.  □ 
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Solution  to  ANI  debate 

Recent  articles  concerning 
automatic  number  identifica¬ 
tion  (ANI)  have  discussed  the 
problem  of  people  making 
phone  calls  and  having  their 
unlisted  phone  number  dis¬ 
played  to  the  recipient. 

Why  not  require  the  local 
phone  companies  to  assign  a 
pseudo-phone  number  with 
each  unlisted  number?  Phone 
companies  that  put  the  origi¬ 
nating  phone  number  into  the 
data  stream  would  instead  in¬ 
sert  the  pseudo-phone  number 
when  a  call  was  made  from  an 
unlisted  number. 

Privacy  would  be  main¬ 
tained  for  the  caller,  and  the 
recipient  would  have  no  way 
of  knowing  the  real  phone 
number.  Since  the  same  pseu¬ 
do-phone  number  would  al¬ 
ways  be  associated  with  the 
same  originating  unlisted 
phone  number,  the  caller 
could  be  identified  before  the 
call  is  answered. 

Authorized  government 
agencies  could  be  provided 
with  a  data  base  that  trans¬ 
lates  the  pseudo-phone 
numbers  to  real  numbers  for 
use  when  an  emergency  phone 
call  is  placed  from  an  unlisted 


phone  number.  Crank  calls 
could  also  easily  be  traced  by 
authorized  personnel. 

I  see  only  two  disadvan¬ 
tages:  there  would  be  extra 
bookkeeping  associated  with 
keeping  track  of  the  pseudo¬ 
phone  numbers;  and  these 
pseudo-phone  numbers  would 
have  to  be  identified  as  such. 
This  could  be  accomplished 
either  by  assigning  them  with¬ 
in  a  unique  exchange  or  by 
having  the  phone  companies 
indicate  that  the  number  is  a 
pseudo-phone  number. 

Overall,  this  approach 
would  protect  the  interests 
and  privacy  of  the  caller  and 
the  recipient,  while  placing  a 
small,  tolerable  burden  on  the 
local  telephone  companies. 

Harold  Fischman 
Senior  vice-president 
American  Healthware 
Brooklyn,  N.Y. 

Network  World  welcomes 
letters  from  its  readers. 

Letters  should  be  typed, 
double-spaced  and  sent  to 
Editor,  Network  World,  161 
Worcester  Road,  Box  9172, 
Fra  m  i  ngha  m.  Mass.  01701. 

Letters  may  be  edited  for 
space  and  clarity. 
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Not  just 
a  yuppie 


CONTINUED  FROM  PAGE  1 
ceived  cellular  phones  as  Christ¬ 
mas  presents  this  year  —  some  at 
bargain-basement  prices  of  as 
low  as  $200. 

In  fact,  most  of  the  growth  in 
the  industry  has  centered  on  this 
lower  end  of  the  market  —  the 
residential  or  small  business 
user. 

Cellular  service  expands 

Cellular  service  is  expanding 
rapidly  across  the  U.S.  All  major 
metropolitan  areas  are  now  out¬ 
fitted  with  service,  and  rural  ar¬ 
eas  are  beginning  to  receive  ser¬ 
vice. 

The  nation  is  divided  into  a  se¬ 
ries  of  cell  groups  —  areas  of  ser¬ 
vice  coverage  resembling  local 
telephone  company  service  ar¬ 
eas.  Each  cell  has  a  transmitter 
and  receiver  that  coordinates  all 
cellular  communications  in  that 
cell.  It  interfaces  with  other  com¬ 
pany  cell  sites  in  the  same  way 
that  central  offices  communicate 
in  the  local  exchange  environ¬ 
ment  —  through  sophisticated 
switch  signaling. 

Briere  is  president  of  Tele- 
Choice,  Inc.,  a  Manchester, 
Conn.,  telecommunications 
consultancy  specializing  in 
long-distance  service  analysis 
and  network  design.  He  can  be 
reached  at  ( 203 )  645-0471. 


Each  potential  market  has 
been  divided  into  two  competing 
licensing  arrangements;  non-wir- 
eline  (called  System  A)  and  wire- 
line  (called  System  B).  The  area 
in  which  a  licensee  is  allowed  to 
operate  is  called  a  cellular  geo¬ 
graphic  service  area. 

Depending  on  how  a  local  area 
is  defined,  however,  some  metro¬ 
politan  areas  have  more  than  two 
carriers  providing  cellular  ser¬ 
vice. 

Cellular  services  are  not  tied 
to  a  particular  telephone  model; 
industry  standards  allow  differ¬ 
ent  phones  to  work  on  different 
cellular  systems.  This  enhances  a 
user’s  ability  to  switch  carriers. 

Typically,  three  types  of  cellu¬ 
lar  phones  exist: 

■  Vehicular  or  mobile  mod¬ 
els.  These  are  designed  to  be  in¬ 
stalled  in  a  car,  where  they  oper¬ 
ate  by  using  the  vehicle’s 
electrical  system.  Some  units  of¬ 
fer  voice-activated  service,  allow¬ 
ing  for  hands-free  operation. 

■  Transportable  models. 
These  compact  units  have  their 
own  battery  power  supply,  but 
they  can  also  receive  power  from 
other  sources  through  accesso¬ 
ries,  such  as  a  cigarette  lighter 
connector  plug. 

■  Portable  models.  Typically 
smaller  than  transportable 
phones,  these  are  small  enough 
to  fit  into  a  briefcase  or  pocket. 
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They  are  generally  less  powerful 
as  well,  limiting  their  effective 
distance  compared  with  the  high¬ 
er  powered  transportable  or  ve¬ 
hicular  models.  Due  to  their  reli¬ 
ance  on  batteries,  talk  time  is 
limited  to  the  life  of  the  battery 
—  a  few  hours  at  most. 

The  type  of  cellular  phone  a 
company  selects  depends  largely 
on  the  application  for  which  it 
will  be  used.  Companies  are  real¬ 
izing  that  cellular  phones,  partic¬ 
ularly  the  portable  or  transporta¬ 
ble  models,  have  many  more  uses 
than  originally  imagined.  As  bat¬ 
teries  get  smaller,  portable  mod¬ 
els  may  become  the  most  request¬ 
ed  equipment. 

Disaster  recovery  is  one  rea¬ 
son  why  many  firms  are  buying 
transportable  models.  By  provid¬ 
ing  each  major  department  with  a 
cellular  phone  —  at  a  fraction 
above  the  cost  of  local  service 
lines  —  companies  are  assured  of 
at  least  one  communications 
route  to  and  from  each  center  in 
case  of  local  service  loss. 

Recent  disasters  such  as  the 
Hinsdale,  Ill. ,  central  office  fire  of 
May  1988  and  the  San  Francisco 
earthquake  last  October  have 
tested  the  applicability  of  such 
backup  systems. 

During  the  Hinsdale  disaster, 
one  firm  was  able  to  retain  the 
flow  of  inbound  calls,  despite  re¬ 
strictions  in  the  local  exchange 
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carrier  network,  simply  because 
its  sales  force  had  cellular  phones 
in  their  cars. 

If  the  company  had  transport¬ 
able  units,  however,  it  would  not 
have  had  to  station  secretaries  in 
cars  in  the  company  parking  lot  to 
receive  calls. 

Cellular  services 

Most  of  the  cellular  service 
providers  offer  a  series  of  niche 
ser\ices,  each  targeted  at  a  specif¬ 
ic  range  of  uses,  rather  than  just 
one  bulk  calling  service.  Among 
the  different  areas  covered  are: 

■  Individual  business  plans. 
These  satisfy  single-phone  users 
who  have  a  relatively  small  vol¬ 
ume  of  calling. 

■  Corporate  plans.  These  vol¬ 
ume  plans  group  multiple  phones 
under  a  single  pricing  and  dis¬ 
count  plan. 

■  Dispatch  services.  These  are 
designed  for  courier  and  delivery 
companies  that  typically  make 
calls  lasting  less  than  30  seconds. 
With  rates  rising  significantly  af¬ 
ter  30  seconds,  dispatch  services 
discourage  long-duration  calls. 

■  Residential  plans.  These  off- 
peak  calling  plans  offer  cut-rate 
off-peak  rates  and  very  high  peak 
rates. 

Typically,  services  charge  sub¬ 
scribers  a  monthly  fee,  plus  per- 
minute  usage  fees.  With  some  ser¬ 
vices,  users  are  given  an  allot¬ 


ment  of  free  minutes  with  the 
monthly  fee. 

Usage  rates  can  vary  depend¬ 
ing  on  time  of  day  and  number  of 
phones  on  the  account.  Calls  are 
generally  rounded  up  to  the  next 
higher  full  minute,  but  some  car¬ 
riers  have  instituted  smaller  in¬ 
crement  billing,  such  as  plans 

Savvy 

business 

users  can 

benefit 

greatly 

from 

judicious 

use  of 

cellular 

technology. 


that  round  up  to  the  nearest  30 
seconds  or  six  seconds. 

However,  be  sure  to  check  how 
your  carrier  bills  for  outbound 
calls.  Many  do  not  have  answer 
supervision,  which  is  the  ability  of 
the  equipment  to  detect  whether 
the  called  party  has  answered  the 
phone.  In  these  cases,  the  user 
pays  for  calls  from  the  time  the 
number  is  dialed.  Any  savings 
gleaned  from  shorter  incremen¬ 
tal  billing  could  easily  be  lost  by 
not  having  answer  supervision. 

Cellular  service  can  result  in 
substantial  cost  savings  for  users 
in  large  metropolitan  areas 
where  standard  telephone  calls 
from  one  end  of  the  city  to  the 
other  are  charged  toll  rates.  With 
cellular,  calls  from  any  point  in 
the  system  to  any  other  point  are 
distance-insensitive,  allowing  us¬ 
ers  to  reap  savings  in  toll  charges. 

Enhanced  features 

One  big  attraction  of  today’s 
cellular  phones  is  the  myriad  of 
features  they  sport.  Most  are  of¬ 
fered  as  standard  features  or  at 
marginal  extra  cost. 

Some  of  the  features  offered 
by  cellular  providers  around  the 
nation  include: 

■  Voice  messaging.  Now  a  fair¬ 
ly  universal  feature  in  many  ar¬ 
eas,  voice  mail  enables  users  to 
receive  messages  when  the  cellu- 
( continued  on  page  48) 


CHART  •  GUIDE 

A  Network  World  Buyer’s 
Guide  chart  containing  infor¬ 
mation  on  the  features  of 
cellular  services  in  20  major 
U.S.  cities  can  be  found  be¬ 
ginning  on  page  41 . 
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Network 

Management 


NMS,  in  its  third  year,  has  earned  a  reputation  among  attendees  as 
the  network  management  industry’s  yearly  summit  meeting  bring¬ 
ing  together  the  country’s  leading  users  and  vendors  to  focus  on 
one  topic  .  .  .  network  management. 


Solutions 

(NMS), 

the  industry’s 

premier  network 

oianagement 

conference, 

is  coming  to 
California 

April  10-12 


NMS  is  a  unique  opportunity  to  experience  ‘hands  on’  live  demon¬ 
strations  of  the  network  management  offerings  from  the  world’s 
premier  network  management  vendors.  Companies  like: 

•  AT&T  •  General  DataComm  •  MCI 

•  DCA  •  Hewlett-Packard  •  Northern  Telecom 

•  DEC  •  Make  Systems  •  Synoptics 

•  IBM 

and  others  have  demonstrated  their  network  management  products 
at  NMS. 

The  1990  NMS  program  will  offer  these  topic  tracks  that  will  run  all 
three  days: 

•  LAN  Network  •  WAN  Network  •  User  Case  Studies 

Management  Management 

The  three-track  program  will  give  you  the  opportunity  to  concen¬ 
trate  on  one  topic  area,  or  mix  and  match  sessions. 

But  hurry  because  there  are  only  500  reservation 
opportunities  for  NMS. 


at  the 

Anaheim  Hilton 


If  you  feel  knowing  more  about  network  management  would  help 
you  do  a  better  job  and  give  your  company  an  added  competitive 
advantage  in  your  market,  I  urge  you  to  call  508-879-6700  or  fax 
508-872-8237  immediately  to  evaluate  our  program. 


Hotel. 


See  you  in  Anaheim. 

GaryJ.  Beach 
President/Publisher 
Network  World 


Network  Management  Solutions 
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Cellular  services  —  top  20  metro  areas  (continued  on  page  42) 


Company 

Areas  covered/ 
System  type 

Extended 
area,  allied 
providers 

Basic  service 

pian/Service 

fees 

Time 

periods 

Usage 

rates* 

Charges  for 
unanswered 
calls  or  busy 

Company 

billing 

policy 

Service 

options 

Call  restriction 
options 

Call 

following 

Voice-messaging 

options 

Other 

options 

Visitor 

rates* 

New  York  City 

Metro  One 

Rochelle  Park,  N.J. 

(201)  587-8000 

New  York/ 
System  A 

MetroMobile 
(Conn., 
Mass.), 
Cellular  One 
(N.J.) 

Preferred  Plan 
A/$40 

installation;  $29 
monthly 

Peak,  8  a.m. 
to  8  p.m., 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Peak,  $.55; 
Off-peak, 

$.35 

None 

Answer 

supervision 

CVY  Yes;  CF 
(3)^*,  Yes; 
NA/BT  (3),  Yes; 
TPC,  Yes 

Local  only; 
international 
only;  inbound 
only:  outbound 
only 

No 

Basic,  1  -min  message 
with  1-min  greeting, 
16-message  max.  over 
48  hours;  Enhanced,  5- 
min  message  with  5- 
min  greeting,  32- 
message  max.  over  7 
days 

Announce¬ 

ment 

service 

$3 

installation; 

$.75/min 

Nynex  Mobile 

Communications 

Pearl  River,  N.Y. 

(914)  577-5200 

Long  Branch, 
N.Y.,  New 
Brunswick,  N.Y., 
New  York/ 
System  B 

No 

Service  Plan 
A/$40 

Installation:  $29 
monthly 

Peak,  8  a.m. 
to  8  p.m., 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Peak,  $.60; 
Off-peak, 

$.40 

None 

Send 

supervision 

CW,  Yes;  CF, 
Yes;  NA/BT  (3), 
Yes;  TPC,  Yes 

Local  NPA 
only;  inbound 
only;  outbound 
only 

No. 

(roaming 

agree¬ 

ments 

with 

carriers) 

No  (first  quarter  1 990) 

$0 

installation; 

$.75/min 

Cellular  One 

Concast  Cellular 

Iselin,  N.J. 

(201)  855-0200 
(800)  227-9222 

Long  Branch, 
N.Y.,  New 
Brunswick, 
N.Y./System  A 

Metro  One 
(N.J.), 

Metrophone 

(N.J.), 

Cellular  One 
(Atlantic 

City),  Cellular 
One 

(Wilmington, 

Del.) 

Local  Plan 
(Central  New 
Jersey)/$39.95 
installation; 

$1 4.95  monthly 

Fteak,  7  a.m. 
to  9  p.m., 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Peak,  $.45; 
Off-peak, 

$.45 

None 

Answer 

supervision 

CW,  Yes;  CF 
(3),  Yes;  N/VBT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
outbound  only; 
inbound  only 

No 

Yes 

$3(9) 

installation; 

$.85/mln 

Los  Angeles 

Los  Angeles  Cellular 
Telephone  Co. 

City  of  Commerce,  Calif. 
(213)  721-3939 

Los  Angeles/ 
System  A 

Ventura 

Cellular 

coverage 

area 

Standard 
Plan/$50 
installation:  $45 
monthly 

Peak,  7  a.m. 
to  7  p.m., 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Fteak,  $.45; 
Off-peak, 

$.27 

Yes,  1/2 
airtime 

Send 

supervision 

CW,  Yes;  CF 

3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only 

Yes 

Yes 

NA 

PacTel  Cellular 

Irvine,  Calif. 

(714)  553-6000 

Los  Angeles, 
Oxnard, 
Calif./System  B 

No 

Basic 

Service/$50 
installation;  $45 
monthly 

Peak,  7  a.m. 
to  7  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  times 

Peak,  $.45; 
Off-peak, 

$.27 

Yes,  1/2 
airtime 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  No;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only; 
Hot  line  (1 3) 

No 

Yes 

$0 

installation; 

$.70/min 

Ventura  Cellular 

McCaw 

Communications,  Inc. 
Camarillo,  Calif. 

(805)  987-0955 

Oxnaird, 
Calif./System  A 

Los  Angeles 
through  LA 
Cellular 

Standard/$50 
installation;  $45 
monthly 

Fteak,  7  a.m. 
to  7  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  times 

Peak,  $.45; 
Off-peak, 

$.27 

None 

Answer 

supervision 

CW.  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
outbound  only; 
inbound  only; 
Outbound- 
specific 
number 

Yes, 

Super 

Cellular 

Network 

No 

NA 

Chicago 

Cellular  One 
Southwestern  Bell 

Mobile  Systems 
Schaumburg,  III. 

(708)  882-2181 
(800)  235-5663 

Aurora,  III., 
Chicago,  Elgin, 

III.,  Geiry,  Ind., 
Joliet.  III., 
Kankakee, 
Ill./System  A 

Joliet,  III., 
Gary,  Ind. 

Standard 
Service/$35 
installation:  $15 
monthly 

Peak,  7  a.m. 
to  9  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Peak,  $.34; 
Off-peak, 

$.20 

None 

Answer 

supervision 

CW,  Yes(1); 

CF  (3),  Yes; 
NA/BT,  Yes; 
TPC,  Yes 

Inbound  only; 
local  only 

Yes 

Date/time  stamp  basic 
package,  stores  25  3- 
min  message  for  1 5 
days  plus  3-min 
greeting;  Advanced 
package,  stores  45  5- 
min  messages  for  30 
days  plus  5-min 
greeting 

$2 

installation; 

$.75/min 

Ameritech  Mobile 
Communications 
Schaumburg,  III. 

(312)  706-7600 

Aurora,  III., 
Chicago.  Elgin, 

III.,  Gary,  Ind., 
Joliet.  III., 
Kankakee, 
Ill./System  B ) 

Peoria,  III., 
Rockford,  III., 
Quad  Cities, 
III. 

Volume 

Incentive 

Plan/$35 

installation:  $20 

Directory 

Listing;  $16 

monthly 

Bsak,  7  a.m. 
to  9  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Vciries 

according  to 
volume; 

Peak,  $.38  to 
$.31 ;  Off- 
peak,  $.22  to 
$.16(5) 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes, 
progretmmable 
or  automatic; 
TPC,  Yes 

Local  only; 
inbound  only; 
outbound  only; 
outbound 
restricted 

Yes,  Fast 
Track 

Standard;  enhanced 

Account 

Codes, 

Speed 

Dialing, 

Paging, 

Data 

Service 

$2 

installation; 

$.75/min 

Phiiadelphia 

Metrophone 

Valley  Forge,  Pa. 

(215)  666-9850 

Philadelphia, 

Trenton, 

N.J  ./System  A 

No 

Executive 
Service  l/$40 
installation; 
$39.95  monthly 

Peak,  7a.m. 
to  9  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Peak,  $.50; 

Off-peak, 

$.30; 

Allowance: 
Peak,  60  min; 
Off-peak,  60 
min 

Over  45  sec 

More  than 

6  rings,  or 

answer 

supervision 

CW.  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only 

Yes 

MetroUnk 

$3 

installation; 

$.85/min 

Bell  Atlantic  Mobile 
Systems 

Trevose,  Pa. 

(201)  953-2200 

Allentown,  Pa., 
Philadelphia, 
Reading,  Pa., 
Trenton,  N.J., 
Wilmington, 
Del./System  B 

Pittsburgh, 
other  points 
in 

Pennsylvania 
and  V\«st 
Virginia 

Value  Plan  (#2) 
(1-2  phones 
per  account)/ 
Installation 
fees:  1  phone, 
$40;  2-4 
phones,  $25;  5- 
24  phones, 
$15:25+ 
phones,  $0; 

$39  monthly 

Peak,  7  a.m. 
to  9  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Peak,  $.50; 
Off-peak, 
$.30;  Peak 
allowance, 

60  min;  Off- 
peak 

allowance, 

60  min 

None 

Send 

supervision 

CW,  Yes;  CF 
(3).  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only 

No 

Date/time  stamp 

$3 

installation; 

$.85/min 

Cellular  One 

Vanguard  Cellular 
Systems 

Whitehall,  Pa. 

(215)  390-2355 

Allentown,  Pa., 
Reading, 
Pa./System  A 

Philadelphia 

Metrophone 

Introductory 
Service/$25 
installation; 
$7.50  monthly 

Peak,  7  a.m. 
to  7  p.m. 
Mon.-Fri.;  off- 
peak,  all 
other  hours 

Peak,  $.55; 

off-peak, 

$.20 

None 

Answer 

supervision 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 

inbound  only; 
outbound  only 

No 

Voice  Mail 

$3 

installation; 

$.75/min 

Detroit 

Cellular  One 

PacTel  Cellular 
Farmington  Hills,  Mich. 
(313)  737-5100 

Detroit,  Rint, 
Mich.,  Grand 
Rapids,  Mich., 
Lansing,  Mich., 
Muskegon, 

Mich.,  Saginaw, 
Mich./System  A 

No 

Business 
Plus/$35 
installation;  $30 
monthly 

Peak,  7  a.m. 

to  9  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Varies 

according  to 
volume; 

Peak,  $.35  to 
$.26;  Off- 
peak:  $.16 

None 

Answer 

supervision 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

CSGA;  inbound 

only;  outbound 
only;  hot  line 

No 

Optional  message  alert 

service;  Optional 
message  broadcast 

$2 

installation; 

$.75/min 

Ameritech  Mobile 
Communications 
Farmington  Hills,  Mich. 
(800)  221-0994 

Detroit,  Flint, 
Mich./System  B 

Windsor, 
Canada, 
Lansing, 
Mich.,  Grand 
Rapids, 

Mich., 

Detroit, 

Points  in 

Ohio  and 
Indiana 

Volume 

Incentive  Plan 
(VIP)/$35 
installation:  $20 
Directory 
Listing;  $29.95 
monthly 

Peak,  7  a.m. 

to  9  p.m. 
Mon.-Fri.; 
Off-peak,  all 
other  hours 

Varies 

according  to 
volume; 

Peak,  $.35  to 
$.28;  Off- 
peak,  $.16  to 
$.14 

None 

From  first 

ring 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3),  Yes, 
programmable 
or  automatic; 
TPC.  Yes 

Local  only; 

inbound  only; 
outbound  only; 
outbound 
restricted 

Yes,  Fast 

Track 

Standard;  enhanced 

Account 

codes; 

Data 

service 

$2 

installation; 

$.75/min 

CF  =  Call  forwarding 
CW  =  Call  waiting 
NA  =  Information  not  available 
NA/BT  =  No  answer/Busy  transfer 
TPC  =  Three-party  conferencing 

*  Unless  otherwise  noted,  carriers  bill  in  one-minute  increments. 

**  See  page  48  for  explanation  of  numbers  in  parentheses. 

The  information  in  this  chart  was  provided  by  the  service  providers  listed.  Questions  about  chart  listings  should  be  directed  to  the  individual  providers  or  to  TeleChoice  at  (203)  645-0471 . 

SOURCE:  TELECHOICE,  INC.,  MANCHESTER,  CONN. 
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Cellular  services  —  top  20  metro  areas  (continued  on  page  43) 


1  Company 

I 

Areas  covered/ 
System  type 

Extended 
area,  alHed 
providers 

Basic  service 

pian/Service  fees 

Time  periods 

Usage  rates* 

Charges  (or 

unanswered 
calls  or  busy 

Company 

WRing 

policy 

Service 

options 

CaH  restriction 

options 

Call 

(oHowing 

Voice 

messaging 

options 

Other 

options 

Visitor' 

rates*: 

_ 

Detroit  cont’d 

CeUuiar  One 

Kalamazoo,  Mich. 
(616)965-1100 

Battle  Creek, 
Mich., 

Kalamazoo/ 
System  A 

No 

Option  l/$25 
installation;  $7.50 
monthly 

Peak,  8  a.m.  to  8 
p.m.,  Mon.-Fri.; 
Off-peak,  all  other 
times 

Peak,  $.35;  off- 
peak,  $.16 

None 

Answer 

supervision 

CVLyes;  CF 

{3r*,  Yes; 
NAJBT  (3),  Yes; 
TPC,  Yes 

No 

No 

No 

$2 

installation; 

$.75/min 

Century  Ceilunet 

Grand  Rapids,  Mich. 
(616)  940-0985 

Battle  Creek, 
Mich.,  Benton 
Harbor,  Mich., 
Grand  Rapids, 
Jackson.  Mich., 
Kalamazoo, 

Mich.,  Lansing, 
Mich., 

Muskegon, 

Mich.,  Saginaw, 
Mich./System  B 

No 

StartPak/$25 
installation;  $7.50 
monthly 

None 

$.45 

None 

Send 

supervision 

CW,  Yes;  CF 

(3),  Yes:  NA/BT 
(3),  Yes;  TPC, 
Yes 

No 

No 

No 

$2 

installation; 

$.75/min 

Boston 

Cellular  One 
Southwestern  Bell 

Mobile  Systems 

Waltham,  Mass. 

(617)  890-1555 

Boston, 
Worcester, 
Mass./System  A 

Points  in 
Conn.,  N.H., 
Maine,  R.I., 
Mass. 

Plan  B/$35 
installation;  $19 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.;  off- 
peak,  all  other 
times 

Peak,  $.44;  off- 

peak.  $.29 

None 

Rrst  ring 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 

inbound  only; 
outbound  only 

No 

Yes 

$3 

instaliation; 

$.75/min 

Nynex  Mobile 
Communications 

Woburn,  Mass. 

(617)  932-1200 
(800)  538-4747 

Boston,  New 
Bedford,  Mass., 
Providence,  R.I., 
Worcester, 
Mass./System  B 

Maine, 

Nashua, 

N.H., 

Manchester, 

N.H. 

Plan  A/$40 
installation;  $19 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.;  Off- 
peak,  all  other 
times 

Peak,  $.45; 

Off-peak,  $.30 

None 

Answer 

supervision 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 

inbound  only; 
outbound  only 

Yes, 

Follow 

Me 

Roaming 

No  (first 

quarter  1990) 

$3 

installation; 

$.65/min 

Metro  Mobile  CTS 
Providence,  R.l. 

(401)  272-3800 

New  Bedford, 
Mass., 
Providence, 
R.I./System  A 

Throughout 

Northeast, 

Southwest, 

Southeast 

Package  B/$25 
installation;  $19 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.;  Off- 
peak,  all  other 
times 

Peak,  $.44; 
Off-peak,  $.26 
(per  30  sec 
subject  to  1 
min  minimum) 

None 

Answer 

supervision 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

No 

No 

Yes 

$3 

installation; 

$.75/min: 

No  daily  fee 
for  users 
from  other 
New 

England 

cellular 

companies 

San  Francisco 

Cellular  One 

Bay  Area  Cellular 
Telephone  Co. 
Burlingame,  Calif. 

(415)  340-9500 

Petaluma,  Calif., 
San  Francisco, 
San  Jose,  Calif., 
Santa  Rosa, 

Calif.,  Vallejo, 
Calif./System  A 

(Super 

Access 

System) 

Basic  Plan/$25 
installation;  $45 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.;  Off- 
peak,  all  other 
hours 

Peak,  $.45; 
Off-peak,  $.20 

None 

Answer 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

U.S.  only: 
Canada  only; 
Mexico  only; 
California  only; 
CGSA  only; 
411,911,611, 
and  operator 
restriction 

Super 

Access 

System 

Yes 

Do  Not 
Disturb 

$2 

installation; 

$.50/min 

GTE  Mobilnet 

Hayward,  Calif. 

(415)  783-9200 
(800)  366-5665 

Petaluma,  Calif., 
San  Francisco, 
San  Jose,  Calif., 
Santa  Rosa, 

Calif.,  Vallejo, 
Calif./System  B 

No 

Business  Club; 
Basic  Plus  (1  year 
commitment)/  $25 
installation;  $39.50 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.;  Off- 
peak,  all  other 
hours 

Peak,  $.45; 
Off-peak,  $.20 

None 

Answer 

supervision 

CW,  Yes:  CF 
(3),  Yes:  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only 

Follow 

Me 

Roaming 

Yes 

$2 

installation; 

$.50/min: 

(GTE 

Mobile  sub¬ 
scribers  pe^ 
home  rate 
only) 

Washington,  D.C. 

Cellular  One 

Greenbelt,  Md. 

(301)  220-3600 

Baltimore, 
Washington, 
D.C./System  A 

No 

The  Advantage 
Plan/$50 
installation;  $37 
(19)  monthly; 
Allowance,  75  min 
peak;  75  min  off- 
peak 

Peak,  7  a.m,  to  7 
p.m.  Mon.-Fri.;  Off- 
peak,  all  other 
hours 

Peak,  $.55; 
Off-peak,  $.24 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only;  ten¬ 
digit  calls  only; 
mobile-to- 
mobile  only; 
inbound  only 

No 

Yes 

$2 

installation: 

$.65/min 

Bell  Atlantic 

Mobile  Systems 
Baltimore 
(201)  953-2200 
(301)  646-5700 

Baltimore, 
Washington, 
D.C./System  B 

No 

Moderate  Plan 
#3/lnstallation 
fees:  1  phone,  $40; 
2-9  phones,  $25; 
10-24  phones,  $15; 
25 -f-  phones,  $0; 
Monthly  fees;  1  -2 
phones,  $50;  3-9 
phones,  $45 

Peak,  7  a.m.  to  9 
p.m.  Mon.-Fri.;  Off- 
peak,  all  other 
hours 

Peak,  $.36; 
Off-peak,  $.36 

$.10 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Inbound  only; 
outbound  only; 
local  only 

No 

Yes 

$2 

installation; 

$.65/min 

Dallas/ Fort  Wbrth 

MetroCel  Cellular 
Telephone  Co. 

Dallas 

(214)  380-8771 

Dallas,  Dennison, 
Texas,  Fort 
Worth,  Texas, 
Sherman,  Texas/ 
System  A 

Gran  Tour 
Roaming 
(most  of 
Texas) 

Basic  Plan  with 
Usage  Credit 
Service  Fees/$20 
installation;  $35 
monthly  (Includes 
volume  discounts 
for  usage  over 
$200  and  requires 
yearly  contract) 

Daytime,  7  a.m.  to 
8  p.m.;  Evening,  8 
p.m.  to  11  p.m.; 
Late  night,  1 1  p.m. 
to  7  a.m. 

Daytime,  $.38 
Mon.-Fri.;  $.22 
weekends; 
evening,  $.22; 
late  night,  $.12 

None  for  less 
than  29  sec; 
29+  sec 
billed  at 
airtime  rate 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  No;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only 

No 

Yes 

$3 

installation; 

$.75/min 

Southwestern  Bell 
Mobile  Systems 

Dallas 

(214)  733-2133 

Dallas,  Dennison, 
Texas,  Fort 
Worth,  Texas, 
Sherman,  Texas/ 
System  B 

All  of  Texas 
except  El 
Paso, 

Laredo, 
Wichita  Falls 

Basic  Service 
Plan/$15 
installation:  $35 
monthly 

Peak,  7  a.m.  to  8 
p.m.  Mon.-Fri.;  Off- 
peak,  8  p.m.  to  1 1 
p.m.  Mon.-Fri.,  7 
a.m.  to  11  p.m. 
Weekends;  Late 
night,  1 1  p.m.  to  7 
a.m.  every  day 

Peak,  $.38; 
Off-peak,  $.22; 
Late  night, 

$.12;  Rates 
taper  to  give 
discounts  for 
usage  over  240 
min  and  360 
min 

None  for  less 
than  31  sec, 
billed  airtime 
rate  for  31 
sec  and 
above 

Send 

supervision 

CW.  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes.  Part  of 
CF;  TPC,  Yes 

Yes,  local  only: 
inbound  only; 
outbound  only 

Follow 

Me 

Roaming 

Yes 

$2  installa¬ 
tion: 

$.50/min 

Houston 

Houston  Cellular 
Telephone  Co. 

Houston 
(713)  688-8225 

Houston/System 

A 

No 

Economy  Plan/ 
installation  fees:  1 
phone,  $25;  2-10 
phones,  $23.75; 
10-f-  phones, 
$21.25;  $14.95 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.;  Off- 
peak,  7  p.m.  to  7 
a.m.  Mon.-Fri.,  7 
a.m.  to  12  a.m. 
Weekends:  Late 
night,  12  a.m.  to  7 
a.m.  every  day 

Peak,  $.60; 
Off-peak,  $.20; 
Late  night, 

$.05;  with 
annual 

contract:  Peak, 
$.48;  Off-peak, 
$.16;  Late 
night,  $.04 

None  for  less 
than  1  min, 
billed  airtime 
rate  for  1  min 
and  above 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes:  NA/BT 
(3),  Yes;  TPC, 
Yes 

Yes,  local  only; 
Inbound  only; 
outbound  only 

Nation 

Link 

Yes 

$3  installa¬ 
tion; 

$.75/min 

CF  =  Call  forwarding 
CW  =  Call  waiting 
NA  =  Information  not  available 
NA/BT  =  No  answer/Busy  transfer 
TPC  =  Three-party  conferencing 

*  Unless  otherwise  noted,  carriers  bill  in  one-minute  increments. 

*’  See  page  48  for  explanation  of  numbers  in  parentheses. 

The  information  in  this  chart  was  provided  by  the  service  providers  listed.  Questions  about  chart  listings  should  be  directed  to  the  individual  providers  or  to  TeleChoice  at  (203)  645-0471 . 

SOURCE;  TELECHOICE,  INC.,  MANCHESTER,  CONN. 
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Cellular  services  —  top  20  metro  areas  (continued  on  page  46) 


Company 

Areas  covered/ 
System  type 

Extended 
area,  allied 
providers 

Basic  service  plan/ 
Service  fees 

Time  perioda 

Usage  rates* 

Charges  for 
unanswered 
calls  or  busy 

Company 

billing 

policy 

Service 

options 

Call 

restriction 

options 

Call 

following 

Voice- 

messaging 

options 

Other 

options 

Wshor 

rates* 

GTE  MobHnet 

Houston 
(713)  893-9000 
(800)  323-3S13 

Beaumont, 

Texas, 

Galveston, 

Texas,  Houston/ 
System  B 

State  of 
Texas 
(charged 
home  peak 
rate) 

Basic  Option/$25 
installation;  ^5 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.; 
Off-peak,  7  p.m. 
to  7  a.m.  Mon.- 
Fri.,  7  a.m.  to  12 
a.m.  Weekends; 
Late  night,  12 
a.m.  to  7  a.m. 
every  day 

Peak,  $.39;  Off- 
peak,  $.20;  Late 
night,  $.05;  With  1- 
year  contract; 

Peak,  $.31;  Off- 
peak,  $.16;  Late 
night,  $.04 

None 

Answer 

supervision 

CVV,  Yes;  CF 
(3)*^^  Yes; 
NA/BT  (3),  Yes; 
TPC,  Yes 

Local  only; 
inbound  only; 
outbound 
only 

Follow 

Me 

Roaming 

Yes 

$2  installa¬ 
tion; 

$.50/min 

(GTE 

Mobilnet 

and  Texas 

subscribers 

of  Contel 

and 

Southwest¬ 
ern  Bell  pray 
home  peak 
only) 

CoHular  One  of 

Galveaton 

Gsiveaton,  Texas 
(409)  783-7000 

Galveston, 
Texas/System  A 

State  of 
Texas 
(charged 
home  peak 
rate) 

Basic  Plan/$25 
installation;  $35 
monthly 

Peak,  7  a.m.  to  7 
p.m.  Mon.-Fri.; 
Off-peak,  7  p.m. 
to  7  a.m.  Mon.- 
Fri.,  7  a.m.  to  12 
a.m.  Weekerxls; 
Late  night,  12 
a.m.  to  7  a.m. 
every  day 

Peak,  $.39;  Off- 
peak,  $.20;  Late 
night,  $.05;  With  1- 
year  contract; 

P^,  $.35;  Off- 
peak,  $.16;  Late 
night,  $.05;  With  2- 
year  contract; 

Peak;  $.31;  Off- 
peak,  $.18;  Late 
night,  $.05 

None 

Answer 

supervision 

CW.  Yes;  CF 
(3).  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

No 

No 

No 

$2  installa¬ 
tion; 

$.50/min 

St  Louis 

Cybeftel  CeHular 
Teleptwne  Co. 

St  Louis 
(314)  423-6500 

Alton,  III.,  Granite 
aty,  IH..  St. 
Louis/System  A 

No 

Economy  Service/SO 
installation;  $10 
monthly 

Peak,  7  a.m.  to  8 
p.m.  Mon.-Fri.; 
Off-peak,  all 
other  times 

Peak,  $.50;  Off- 
peak,  $.30 

Norw  for  less 
than  31  sec, 
billed  airtime 
rate  for  31 
sec  and 
above 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes,  part  of 
CF;  TPC,  Yes 

Local  only 

No 

Yes 

Off-peak 
package, 
$6  a 

month  for 
300  min 
of  off- 
peak 
calling 

$2  installa¬ 
tion;  $.50 
morithly 

Southwestern  BeN 

Mobile  Systems 

St  Louis 
(314)  821-9999 

Alton,  III.,  Granite 
City,  Hi.,  St. 
Louis/System  B 

No 

Economy  Ran/$15 
installation;  $10 
monthly 

Peak,  7  a.m,  to  8 
p.m.  Mon.-Fri.; 
Off-peak,  all 
other  times 

Peak,  $.50;  Off- 
peak,  $.30 

None  for  less 
than  31  sec, 
biHed  airtime 
rate  for  31 
sec  and 
above 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes; 
NA/BT(3),  Yes, 
part  of  CF; 

TPC,  Yes 

Local  only; 
inbound  only; 
outbound 
only;  hot  line 

Follow 

Me 

Roaming 

Yes 

Network 

Speed 

Calling 

$0  installa¬ 
tion; 

$.34/min 

peak, 

$.22/min 

off-peak 

Miami 

Ce8utarOne 

McCaw 

Communications,  Inc. 
Wsst  Palm  Beach,  Fla. 
(407)833-1111 

Fort  Lauderdale, 
Fla.,  Miami,  West 
Palm  Beach, 
Fla./System  A 

No 

Copper  Ptan/$40 
installation;  $20 
monthly 

Peak,  6  a.m.  to  8 
p.m.  Mon.-Fri.; 
Off-peak,  all 
other  times 

AH  times,  $.60 

None  for  less 
than  60  sec, 
biled  airtime 
rate  for  60 
sec  and 
above 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC. 
Yes 

Local  only; 
inbourKi  only; 
outbound 
only 

Yes. 

within 

Florida 

Yes 

Multi- 

Phone 

Detailed 

Billing 

$2  installa¬ 
tion; 

$.60/min 

BellSouth  Mobaity,  Inc. 
Miami 

(404)  847-3800 

Fort  Lauderdale, 
Fla.,  Miami,  West 
Palm  Beach,  Fla./ 
System  B 

No 

Standard  Plan/$40 
installation;  $35 
monthly 

Peak,  7  a.m.  to 

10  p.m.  every 
day;  Off-peak,  all 
other  times 

Peak,  $.39;  Off- 
peak,  $.24 

None 

Send 

supervision 

CW,  Yes;  CF 
(3).  Yes; 
NA/BT(3),  Yes; 
TPC.  Yes 

Inbound  only; 
outbound 
only;  hot  line 

Follow 

Me 

Roaming 

Yes 

$2  installa¬ 
tion  ($0  for 
BellSouth 
customers); 
$.65/min 

Pittsburgh 

CeluiarOne 

McCaw 

Communications,  Inc. 

PIttsbufgh 

(412)  471-4400 

Johnstovm,  Pa., 
Pittsburgh/ 
System  A 

StuebenvNie, 
Pa.,  Altoona, 
Pa., 

Youngstown, 

Ohio, 

Wierten, 

W.V., 

WheeUrn, 

W.V. 

Multi-User  Level  1,  3- 
9  phones/$30 
installation;  $31 
monthly 

Peak,  7  a.m.  to  9 
p.m.;  Off-peak, 
all  other  times 

Peak,  $.47;  Off- 
peak,  $.27 

None 

Answer 

supervision 

CW.  Yes;  CF 
(3).  Yes;  NA/BT 
(3).  Yes;  TPC. 
Yes 

Local  only; 
inbound  only; 
outbound 
only;  CGSA 
only 

No 

Yes 

$2.50 

installa¬ 

tion; 

$.75/min 

BeH  Atlantic  Mobile 
Systems 

PitMburgh 
(201)  953-2200 

Pittsburgh 
System  B 

All  roaming 
agreements 
are  for 
$.99/min,  no 
daily  charge 

Monthly  Value  Plan 
#2/installation  fees; 

1  phone,  $40;  2-9 
phcxies,  $25;  10-24 
phones,  $15;  25+ 
phones,  $0;  monthly 
fees;  1-2  phones, 
$35;  3-9  phones, 

$33;  1GL24  phones, 
$17;  25+  phones, 
$16 

Peak,  7  a.m.  to  9 
p.m.  Mon.-Fri.; 
Off-peak,  ali 
other  times 

Peak,  $.49  for  1-9 
phones,  $.38  for 
10-24  phones,  $.36 
for  25+  phon^; 
Off-peak,  $.29  for 
1-9  phones,  $.17 
for  10-24  phones, 
$.16  for  25+ 
phones 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC. 
Yes 

Local  only; 
inbound  only; 
outbound 
only 

No 

Yes 

$2  installa¬ 
tion; 

$.65/min 

Independent  Ceflular 
Netwodc 

Altoona,  Pa. 
(814)944-3011 

Altoona,  Pa., 
Johnstown, 
Pa./Sy8tem  B 

State 

College,  Pa. 

Best  Choice  Annual 
Plan  #12,  requires 
annual  coritract/ 
installation  fees;  1 
phone,  $40;  2-9 
phones,  $25;  10-24 
phones,  $15;  25+ 
□hones,  $0;  monthly 
rees;  1-2  phones, 
$33;  3-9  phones, 

$31;  10-24  phones, 
$17;  25+  phones, 
$16 

Peak,  7  a.m.  to  7 

p.m.  Mon.-Fri.; 
Off-peak,  aH 
other  times 

Peak,  $.47  for  1-9 

phonrc,  $.38  for 
10-24  phones,  $.36 
for  25+  phonro; 
Off-peak,  $.27  for 
1-9  phones,  $.17 
for  10-24  phones, 
$.16  for  25+ 
phones 

None 

Answer 

supervision 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3).  Yes;  TPC, 
Yes 

No 

No 

Yes 

$2  installa¬ 

tion; 

$.65/min 

Minnoapoiis 

Cellular  One 

McCaw 

Communications,  Inc. 
MoneapoKs 
(812)  831-3531 

Minneapolis/ 
System  A 

Rochester, 

Minn. 

Basic  Plan/$35 

installation;  $19.95 
monthly 

Day,  6  a.m.  to  7 

p.m.  Mon-Fri; 
Evening,  7  p.m. 
to  9  p.m. 

Fri;  Wsekends,  7 
a.m.  to  7  p.m.; 
Late  night,  9  p.m. 
to  6  a.m.  Mon- 
Fri;  WKkends,  7 
p.m.  to  7  a.m. 

0-100  min,  $.55; 

101+  min,  $.35; 
Evening/Late  night 
0-100  min,  $.30; 
101  +  min,  $.25 

None 

Send 

supervision 

CW.  Yes;  CF 

(3)**.  Yes; 
NA/BT  (3),  Yes: 
TPC.  Yes 

Local  only; 

inbound  only; 

outbound 

only 

No 

Yes 

Directory 

listing 

$2 

installation: 

$.45/min 

peak; 

$.27/min 

off-peak 

CF  =■  Call  forwarding 

CW  =“  Call  waiting 

NA  Information  not  availabie 

NA/BT  =  No  answer/Busy  transfer 

TPC  “  Three-party  conferencing 

*  Unless  otherwise  noted,  carriers  bill  in  one-minute  increments. 

**  See  page  48  for  explanation  of  numbers  in  parentheses. 

The  information  in  this  chart  was  provided  by  the  service  providers  listed.  Questions  about  chart  listings  should  be  directed  to  the  individual  providers  or  to  TeleChoice  at  (203)  645-047 1 . 

SOURCE:  TELECI-OCE,  INC.,  MANCHESTER.  CONN. 
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^AT&T 

Network  Systems 


Better  service?  Everyone  salutes  the  idea.  But  in 
the  real  world,  how  do  you  make  it  fly?  For  the 
airline  industry  the  answer  comes  from  their 
local  telephone  company  Using  AT&T  Network 
Systems  Automatic  Call  Distribution  (ACD) 
equipment,  local  telephone  companies  can 
provide  airlines  with  a  better  way  to  answer  their 
customers’  calls. 

The  incoming 
calls  of  their 
most  important 
customers  fly  non-stop  to  their  most  experienced 
agents.  And  calls  from  less  frequent  flyers?  They’re 
answered  quicker  too.  ACD  programs  can  help 
airlines  land  more  customers.  See  how  they  can 
help  your  business  take  off.  Call  your  local 
telephone  company 


You  and  Your 
Local  Phone  Companies 


NOT  JUST  A  YUPPIE  TOY 


NETWORK  WORLD 


Cellular  services  —  lop  20  metro  areas  (continued  on  page  48) 


Company 

Areas  covered/ 
System  type 

Extended 
area,  allied 
providers 

Basic  service 

plan/Service 

fees 

Time 

periods 

Usage  rates* 

Charges  for 
unanswered 
calls  or  busy 

Company 

billing 

policy 

Service 

options 

Call  reaWoBon 
options 

Call 

following 

Vbice-messaging 

options 

Other 

optkma 

Visitor 

rates* 

Minneapolis 

US  West  Cellular 
Brooklyn  Park,  Minn. 
(612)  493-3200 

Minneapolis/ 
System  B 

All  US  West 
mobile 
systems 
cities 

Basic  Plan/$25 
installation; 
$34.95  monthly; 
$29.95  monthly 
with  1-year 
contract 

All  hours 
peak 

0-15  min,  $0; 
next  100  min, 
$.20/30  sec;  next 
200  min,  $.18/30 
sec;  next  200 
min,  $.16/30  sec; 
515-1-  min, 
$.15/30  sec 

None 

Send 

supervision 

CW,  Yes;  CF 
(3)*^*,  Yes; 
NA/BT  (3),  Yes; 
TPC,  Yes 

Local  only; 
inbound  only; 
outbound  only; 
outbound- 
specific 
number  calling 
only 

Follow 

Me 

Roaming 

Yes 

Dir^ory 

listing 

$2 

installation; 

$.60/min; 

nodaUyfee 

forUSVitot 

subscribers 

Cleveland 

Cellular  One 

Northern  Ohio  Cellular 
Telephone  Co. 

Brooklyn  Heights,  Ohio 
(216)  351-1000 

Akron,  Ohio; 
Canton,  Ohio; 
Cleveland,  Ohio; 
Elyria,  Ohio; 
Lorain,  Ohio/ 
System  A 

Most  of  Ohio 

Service  1, 
Executive 

Service 
Fees/$24.95 
installation; 
$;M.95  monthly 

Peak,  8  a.m. 
to  8  p.m., 
Mon.-Fri.; 
Off-peak,  all 
other  times 

Peak,  $.35;  Off- 
peak,  $.20 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes:  NA/BT 
(3),  Yes:  TPC, 
Yes 

Yes;  Local 
only;  Inbound 
only;  Outbound 
only 

No 

Yes 

$2.50 

installation; 

$.75/min 

GTE  Mobilnet 

Cleveland 
(216)  621-8061 

Akron,  Ohio; 
Canton,  Ohio; 
Cleveland,  Ohio; 
Elyria,  Ohio; 
Lorain, 

Ohio/System  B 

All  of  Ohio  B 
system 

Basic  option/$25 
installation;  $30 
monthly 

Peak,  7  a.m. 
to  7  p.m., 
Mon.-Fri.; 
Off-peak,  all 
other  times 

Peak,  first  500 
min,  $.36;  next 

1 ,500  min,  $.33; 
over  2,000  min, 
$.29;  Off-peak, 
$.20 

None 

Send 

supervision 

CW,  Yes;  CF 

(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Yes;  Local 
only;  Inbound 
only;  Outbound 
only 

Follow 

Me 

Roaming 

Yes 

$2 

installation; 
$.50/min; 
GTE 
Mobilnet 
subscribers 
pay  home 
peak  rates 
only 

Atlanta 

PacTel  Cellular 

Norcross,  Ga. 

(404)  449-3900 

Athens,  Ga,; 
Atlanta/System  A 

No 

Low  User  Rate 
Plan/$40 
installation;  $40 
monthly; 
allowance,  60 
min 

Peak,  7  a.m. 
to  8  p.m. 
Mon.-Fri.;  off- 
peak,  an 
other  times 

All  periods,  $.60 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3).  Yes;  TPC, 
Yes 

Local  only;  U.S. 
only 

No 

Yes,  Mobile 
Messenger 

No 

$0 

installation; 

$.45/min 

BellSouth  Mobility,  Inc. 
Atlanta 

(404)  847-3700 
(800)  351-3355 

Athens,  Ga.; 
Atlanta/System  B 

Macon,  Ga. 

Standard 
Plan/$40 
installation;  $35 
monthly 

Peak,  7  a.m. 
to  7  p.m. 
Mon.-Fri.;  off- 
peak,  all 
other  times 

Peak,  $.35;  off- 
peak,  $.25 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only; 
outbound- 
specific 
number  calling 
only 

Follow 

Me 

Roaming 

Yes,  Mobile  Memo 
Service  standard 

$2 

installation; 
$.60/min 
(no  daily 
startup  fee 
for 

BellSouth 

customers) 

San  Diego 

US  West  Cellular 

San  Diego 
(206)  747-4900 

San  Diego/ 
System  A 

/VII  US  West 
mobile 
systems 
cities 

Monthly 
agreement/$35 
installation; 
monthly  fe^:  1 
phone,  $35;  2-7 
phones,  $33;  8- 
23  phones,  ^0; 
24-49  phones, 
$27;  50 -f 
phones,  $26.60 

Peak,  7  a.m. 
to  7p.m. 
Mon.-Fri.;  off- 
peak,  all 
other  times 

Peak,  0-180  min, 
$.40;  181  +  min, 
$.35;  off-peak, 
$.20;  discounts; 
2-7  phones,  3%; 
8-23  phones, 

5%;  24-49 
phones,  6.5%; 
50-1-  phones, 
7.5% 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes:  TPC, 
Yes 

Inbound  only; 
outbound  only 

Easy 

Roaming 

Yes 

$0 

installation; 
$.60/min; 
no  daily  fee 
for  US  West 
subscribers 

PacTel  Cellular 

San  Diego 
(619)  535-6400 

San  Diego/ 
System  B 

No 

Business 
Plan/$40 
installation; 
monthly  fees:  1 
phone,  $35;  2-7 
phones,  $33;  8- 
23  phones,  $30; 
24 -I-  phones, 

$27 

Peak,  7  a.m. 
to  7  p.m. 
Mon.-Fri.;  off- 
peak,  all 
other  times 

Peak,  0-200  min, 
$.40;  200-1-  min, 
$.36;  off-peak,  0- 
200  min,  $.20; 
200 -F  min,  $.18; 
discounts:  2-7 
phones,  3%;  8- 
23  phones,  5%; 
24 -F  phones,  7% 

None 

Answer 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3).  Yes:  TPC, 
Yes 

Local  only  ; 
inbound  only; 
outbound  only; 
outbound- 
specific 
number  only 

Follow 

Me 

Roaming 

Yes 

$0 

installation; 

Peak, 

$.60/min; 

Off-peak, 

$.24/min 

Denver 

Cellular  One 

McCaw 

Communications,  Inc. 
Denver 

(303)  831-5500 

Colorado 

Springs.  Denver, 
Fort  Collins, 

Colo.,  Greeley, 
Colo./System  A 

No 

The  FairAir  Rate 
Plan/$25 
installation;  $25 
monthly; 

Peak,  7  a.m. 
to  8  p.m. 
Mon.-Fri.;  off- 
peak,  all 
other  times 

Peak  varies  ($.54 
to  $.30);  Off-peak 
varies  ($.25  to 
$.20) 

None 

Answer 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes:  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only; 
outbound- 
specific 
number  only; 
international 
restriction 

Yes 

Yes,  Message 
Manager,  Message 
Manager  Plus,  link 
with  paging  system 

No 

$2 

installation; 

$.60/min 

US  West  Cellular 
Englewood,  Colo. 

(206)  747-4900 
(303)  790-1600 

Colorado 

Springs,  Denver, 
Fort  Collins, 

Colo.,  Greeley, 
Colo./System  B 

All  US  West 
mobile 
systems 
cities 

Standard 
agreement 
(month-to- 
month).  Optimum 
Plan/$25 
installation: 
monthly  fees:  1 
phone,  $25.95; 
2-9  phones, 
$24.95;  10 -F 
phones,  $23.95 

Peak,  6  a.m. 
to  7  p.m. 
Mon.-Fri.;  off- 
peak,  all 
other  times 

Peak  varies  ($.58 
to  $.38):  off-peak 
varies  ($.31  to 
$.19);  discounts: 

1  phone,  0%;  2-9 
phones,  15%; 
10-F  phones, 
17% 

None 

Send 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
outbound  only 

Easy 

Roaming 

Yes,  Message 
Center,  Message 
Center  Alert 

Directory 

listing/ 

unlisting. 

$2 

installation; 
$.60/min; 
no  daily  fee 
for  US  Wtot 
subscribers 

Seattle 

Cellular  One 

McCaw 

Communications,  Inc. 
Seattle 

(206)  284-5555 

Bremerton, 
Wash.,  Olympia, 
W^sh.,  Seattle, 
Tacoma,  Wash./ 
System  A 

Spokane, 

Wash., 

Yakima, 

Vlteh., 

Eugene, 

Ore., 

Medford, 

Ore.,  Boise, 
Idaho 

FairAir  (1  phone), 
FairAir  Plus  (2-8 
phones),  FairAir 
Gold  (9 -f- 
phones)/  $25 
installation; 
monthly  fees:  1 
phone,  $24,95; 
2-8  phones, 
$19.95;  9+ 
phones,  $14.95 

Peak,  6  a.m. 
to  8  am. 
Mon.-Fri.;  off- 
peak,  all 
other  hours 

Peak,  varies 
($.57  to  $.28); 
off-peak,  varies 
($.20  to  $.16) 

None 

Answer 

supervision 

CW,  Yes;  CF 
(3),  Yes;  NA/BT 
(3),  Yes;  TPC, 
Yes 

Local  only; 
inbound  only; 
outbound  only 

Wide 

receiver 

Message  Manager, 
Message  Manager 
Plus 

VMe 

Receiver 

$2 

installation; 

peak, 

$.45/min; 

off-peak, 

$.27/min; 

no  daily  fee 

for  Mccaw 

subscribers 

from 

extended 

area 

CF  ■=  Call  forwarding 
CW  =  Call  waiting 
NA  =  Information  not  available 
NA/BT  =  No  answer/Busy  transfer 
TPC  =  Three-party  conferencing 

*  Unless  otherwise  noted,  carriers  bill  in  one-minute  increments. 
**  See  page  48  for  explanation  of  numbers  in  parentheses. 


The  information  in  this  chart  was  provided  by  the  service  providers  listed.  Questions  about  chart  listings  should  be  directed  to  the  individual  providers  or  to  TeleChoice  at  (203)  645-0471 . 

SOURCE:  TELECHOICE.  INC  ,  MANCHESTER,  CONN. 
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Enterprise  Networkings’ 

Maik 

Of  Excettence 


The 

Search 

Continues. 


™^Enne  Awards 

Honoring  The  Best  Of  The  Best. 


Call,  or  write  for  your  ENNE  Award  Nomination  Forms  today.  And  salute  those  who  are  defining  tomorrow. 


THE  ENNE  AWARDS  PROGRAM  305  Madison  Avenue,  Suite  1424,  New  York,  NY  10165  212  983-4965 


NOT  JUST  A  YUPPIE  TOY 


NETWORK  WORLD 


Cellular  services  —  top  20  metro  areas  (continued  from  page  46) 


Company 


Seattle  cont’d 


Areas  covered/ 
System  type 


Extended 
area,  allied 
providers 


Basic  service  plan/ 
Service  fees 


Time  periods 


Usage  rates  (per 
minute)  . 


Charges  for 
unanswered 
calls  or  busy 


Company 

billing 

policy 


Service 

options 


Call 

restriction 

options 


Call 

following 


Voice¬ 

messaging 

options 


Other 

options 


Visitor 
rates  (per 
minute) 


US  West  Cellular 
Bellevue,  Wash. 
(206)  455-2656 


Bremerton, 
Wash.,  Olympia, 
Wash.,  Seattle, 
Tacoma,  Wash./ 
System  B 


All  US  West 
mobile 
systems 
cities 


Month-to-month, 
Optimum  Plan/$25 
installation;  monthly 
fees:  1  phone, 
$34.95;  2-9  phones, 
$29,95;  10-f 
phones,  $21 .95 


Peak,  6  a.m.  to  7 
p.m.  Mon.-Fri.;  off- 
peak,  7  p.m.  to  6 
a.m.  Mon.-Fri.; 
weekend,  12:01 
a  m.  Sat.  to 
midnight  Sun. 


Peak  varies  ($.51  to 

$.37);  off-peak  varies 
($.32  to  $.24); 
weekend,  $.20; 
discounts,  1  phone, 
0%;  2-9  phones,  5%; 
lO-F  phones,  10% 


None 


Send 

supervision 


CW,  Yes; 

OF  (3),  Yes 
NA/BT  (3), 
Yes;  TPC, 
Yes 


Yes 


Easy 

Roaming 


Message 

Center, 

Message 

Attention 


Directory 

listing/ 

unlisting 


$2 

installation; 
$.60/min; 
no  daily  fee 
for  US  Westl 
subscribers 


CF  =  Call  forwarding 
CW  =  Call  waiting 
NA  =  Information  not  available 
NA/BT  =  No  answer/Busy  transfer 
TPC  =  Three-party  conferencing 

FOOTNOTES  FOR  NUMBERS  IN  PARENTHESES: 


-•■.  -f.—  ■  --"if  ’  .  •  ..  ■ 


•  -'y' 


^11 


1 .  Cellular  One  of  Chicago  offers  a  “Feature  Combination’  ’  package  that  bundles  call  transfer  (call  forwarding  on  busy/no  answer),  call  waiting  and  three-party  calling  for  one  $5  per  month  charge. 

2 .  Cellular  One  of  Chicago  doesn't  charge  an  installation  fee  for  features  if  ordered  at  the  time  of  initial  installation.  However,  subsequent  changes  are  subject  to  a  $1 5  activation  fee. 

3.  Long-distance  usage  rates  apply  for  forwarded  ortransferred  calls. 

4.  Ameritech  has  discount  packages  for  features:  $2  per  month  for  each  feature;  $5  per  month  for  three  features  and  $7  per  month  for  all  four  features.  Ameritech  also  combines  its  VIP  rates, 
voice-messaging  and  paging  services  into  a  Value  Pack,  which  is  $1 9.95  per  month  for  the  standard  package  and  $24.95  for  the  enhanced  package. 

5.  Ameritech  offers  a  Ten  Cent  Option  for  off-peak  calling  that  may  be  added  to  VIP,  Time  Pack,  Value  Pack  or  Lease  Pack  services  for  an  extra  $20  per  month.  Rates  are  equal  to  off-peak  Ten  Cent 
Plan  rates. 

6.  Ameritech  has  discount  packages  for  features:  $2  per  month  for  each  feature,  $3.50  per  month  for  three  features  and  $4.50  per  month  for  all  four  features.  Ameritech  also  combines  its  VIP  rates  ■ 
and  voice-messaging  service  into  a  Value  Pack,  which  is  $34.95  per  month  for  the  standard  package  and  $39.95  for  the  enhanced  package. 

8. CustomCallingFeaturesprovidedwithservices:!ntroductory,1  free;  Standard,  2  free;  Super  Saver,  3  free;  Business  Discount  and  Corporate  Flex,  4  free. 

9.  Waived  for  associated  cellular  company  customers  —  Metro  One  in  New  Jersey,  Metrophone  in  New  Jersey,  Cellular  One  of  Atlantic  City  and  Cellular  One  of  Wilmington. 

10.  Cellular  One  offers  a  feature  package  price  for  all  features  listed  with  this  footnote. 

1 1 .  Price  shown  is  total  package  price  for  all  features  listed  with  this  footnote. 

1 2.  All  features  are  available  in  a  feature  package  at  $1 0  per  month. 

1 3.  Call  forwardinq  and  no  answer/busy  transfer  come  in  a  packaged  priced  at  $3  per  month,  $2.50  for  multiuser  plans.  Call  waiting  and  three-party  conferencing  plus  the  basic  package  costs 
$8  per  month,  $6  for  the  multiuser  plans. 

1 4.  Call  forwarding,  call  waiting  and  conference  calling  are  available  as  a  package  for  $8. 

1 5 .  All  features  are  available  in  a  feature  package  at  $8  per  month . 

1 6.  Feature  packages  are  available  at  $6  for  2  features,  $8  for  three  features  and  $1 0  for  4  features. 

1 7.  Feature  packages  are  available  at  $9  for  3  features  or  $1 2  for  4  features. 

1 8.  No  answer  transfer  and  busy  transfer  are  considered  separate  services,  and  each  cost  $3.25  per  month. 

1 9.  There  is  a  $.1 0  surcharge  for  local  calls  terminated  to  land  line  telephone  numbers. 

20.  All  features  free  for  1  year;  after  1  year,  1  feature  costs  $2, 2  features  cost  $3, 3  features  cost  $4, 4  features  cost  $7, 5  features  cost  $8. 

21 .  The  first  feature  is  $2.50  per  month;  each  additional  feature  is  $1 .25  per  month. 

22.  If  combined  peak  and  off-peak  usage  is  less  than  or  equal  to  1 80  mins,  per  month,  then  peak  is  billed  at  $.40/min.  Otherwise  all  peak  time  is  billed  at  $.35/min. 

23.  First  feature  costs  $2.50  per  month;  each  additional  feature  costs  $1 .25  per  month. 

24.  Call  feature  package  includes  call  waiting,  call  forwarding,  three-party  conferencing  and  detailed  billing  for  $6  per  month. 

25.  Two-feature  package  costs  $6;  three  features  cost  $8;  four  cost  $10. 

26.  All  five  features  are  available  for  $8  as  a  package. 

27.  No  answer  and  busy  transfer  are  considered  different  services.  Each  cost  $2. 

28.  Call  forwarding,  no  answer  transfer,  call  waiting  and  call  conferencing  are  packaged  together  at  $4.50  per  month. 

29.  Transmits  single  recorded  message  to  a  preselected  list  of  mobile  secretary  subscribers.  Useful  for  companies  for  sending  messages  to  groups  of  people. 

30.  All  four  features  are  offered  as  a  package  for  $4.50  a  month. 

The  information  in  this  chart  was  provided  by  the  providers  listed.  Questions  about  chart  listings  should  be  directed  to  the  individual  providers  or  to  TeleChoice  at  (203)  645-0471 . 

SOURCE:  TELECHOICE,  INC..  MANCHESTER,  CONN. 


( continued  from  page  39) 
lar  phone  is  in  use  or  not  activat¬ 
ed.  Among  the  many  options 
available,  voice  mail  lets  users  re¬ 
cord,  retrieve,  send,  edit,  priori¬ 
tize  and  transfer  voice  messages. 


Users  can  also  personalize  outgo¬ 
ing  messages,  passwords,  even 
voice  signatures  with  these  voice 
mail  systems.  The  cost  typically 
ranges  between  $4  and  $10  per 
month,  depending  on  whether  a 


user  gets  the  basic  or  enhanced 
service. 

■  Call  waiting.  This  is  the  same 
as  its  local  exchange  counterpart. 
Only  two  calls  at  any  particular 
time  can  be  sent  to  a  phone.  All 


other  calls  receive  a  busy  signal 
or  are  forwarded  to  voice  mail  or 
another  number. 

■  Call  forwarding.  This  feature 
often  includes  the  ability  to  for¬ 
ward  all  calls  or  just  the  calls  that 


come  in  when  the  phone  is  in  use 
or  unanswered.  What’s  more, 
these  features  can  be  used  inter¬ 
actively.  For  instance,  users  who 
have  both  call  waiting  and  call 
forwarding/no  answer  can 
choose  not  to  answer  the  call 
waiting  signal  and  let  the  call  be 
forwarded  to  another  number  — 
often  the  voice  mailbox. 

■  Three-party  conferencing. 
This  allows  users  to  add  a  third 
party  to  the  call. 

■  Data  services.  These  provide 
data  transmission  service  when 
coupled  with  a  laptop  computer, 
facsimile  machine  or  other  data 
transmission  device. 

■  Accounting  codes.  These  al¬ 
low  users  to  segment  their 
monthly  bill  among  different 
clients,  simplifying  end-of-the- 
month  cost  allocation. 

Calling  when  away 

Another  major  factor  in  eval¬ 
uating  cellular  services  is  how  dif¬ 
ferent  carriers  handle  calling  out¬ 
side  the  local  calling  area.  As  the 
U.S.  becomes^  covered  by  cellular 
service  areas,  users  traveling 
from  one  zone  to  the  next  will 
want  to  have  more  transparency 
in  the  process. 

Changing  zones  today  is  a 
tricky  task  because  of  overlap¬ 
ping  coverage  areas  and  differing 
( continued  on  page  54) 


A  list  of  cellular  definitions 


A  Block/B  Block  —  The 

two  sets  of  channels  assigned  by 
the  government  to  the  two  cellu¬ 
lar  telephone  companies  operat¬ 
ing  in  each  metropolitan  area. 

Airtime  —  The  amount  of 
billable  time  a  user  has  accumu¬ 
lated,  usually  in  minutes. 

Cellular  geographic  ser¬ 
vice  area  —  The  metropolitan 
area,  composed  of  one  or  more 
counties,  in  which  a  cellular 
phone  company  is  authorized  to 
operate. 

Crosstalk  —  The  sound  of 
two  simultaneous  conversations 
on  a  cellular  system. 

Dead  spot  —  An  area  within 
a  cellular  system  where  service  is 
not  available. 

Electronic  serial  number 

—  The  unique  identifying  num¬ 
ber  of  a  cellular  telephone  that 
has  been  embedded  in  its  circuits 
by  the  manufacturer. 

Follow  Me  Roaming  —  A 


service  provided  by  GTE  Mobil- 
net  software  that  allows  cellular 
users  to  receive  calls  made  to 
their  cellular  telephones  when 
they’re  in  another  city. 

Handoff — The  transfer  of  a 
cellular  conversation  from  one 
voice  channel  to  another. 

Home  carrier  —  The  cellu¬ 
lar  telephone  company  with 
which  a  user’s  telephone  is  regis¬ 
tered  and  to  which  the  user  pays 
monthly  access  charges. 

Host  carrier  —  The  cellular 
telephone  company  providing 
service  to  a  nonlocal  subscriber. 

Improved  Mobile  Tele¬ 
phone  Service  —  The  mobile 
telephone  service  available  in 
2,000  U.S.  and  Canadian  cities 
since  the  1960s.  Itis  notcompat- 
ible  with  cellular  service. 

Non-wireline  —  Descrip¬ 
tion  of  a  company  operating  the 
A  Block  of  cellular  channels. 

Roamer  access  number  — 


An  area  code  and  seven-digit 
number  that  allows  users  to  re¬ 
ceive  calls  when  they  are  outside 
their  home  service  areas.  A  call¬ 
er  dials  the  roamer  access  num¬ 
ber  where  the  subscriber  is  locat- 


r 

VJrosstalk  —  two 
conversations  on  a 
cellular  system. 

AAA 


ed,  waits  to  hear  a  tone,  then 
dials  the  area  code  and  number 
of  the  cellular  phone. 

Roaming  agreement  —  An 
agreement  between  two  cellular 
telephone  carriers  to  accept  the 


calls  of  each  other’s  users.  Users 
are  billed  by  their  home  carrier 
for  any  calls  they  place  on  the 
host  carrier  and  any  applicable 
daily  fees. 

RoamingAmerica  —  A  ser¬ 
vice  provided  by  Appex  Cellular 
Information  Management  that 
allows  cellular  users  to  receive 
calls  made  to  their  cellular  tele¬ 
phones  when  they’re  in  another 
city. 

Super  Access  —  A  service 
that  enables  certain  cellular  us¬ 
ers  to  receive  calls  made  to  their 
cellular  telephone  numbers 
when  they  are  outside  their 
home  service  areas. 

Wireline  —  Description  of 
the  company  operating  the  B 
Block  of  cellular  channels. 

Source:  The  Cellular  Telephone 
Directory,  Communications 
I^blishing  Service, 
Mercer  Island,  Wash. 
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ActionCenter 


DATA  COMMUNICATIONS 


RAD 

TO  THE  RESCUE. 


'g_J 


THE  PROBLEM: 


You  want  to  use  a  synchronous 
modem  for  transmission  of 
asynchronous  data... 


MSA 


hQ — // — 

SYNC  SYNC 


MODEM 


MODEM 


ASYNC 

COMPUTER 


THE  SOLUTION: 


RAD’s  miniature  aysnc  to  sync 
converter,  MSA-1,  enables 
connection  of  async  equipment  to  sync  charmels. 

The  MSA-1  performs  the  async  to  sync  conversion  in  compliance  with  V.22  bits 
standard,  accommodating  differences  in  frequency  between  the  async  port  and  sync 
modem.  It  automatically  adjusts  to  data  rates  up  to  19.2  kbps  and  accommodates  all 
async  character  formats.  Delivered  complete  with  cable  and  connectors,  the  MSA-1  is 
easy  to  install  smd  operates  without  AC  power. 


data  communications  ltd. 


U.S.  Headquaiten 

151  West  Passaic  St.,  RocheUe  Park,  NJ  07662,  Tel:  (201)  587-8822,  Telex:  6502403647  MCI,  Fax:(201)  587-8847 

Circle  Reader  Service  No.  1 1 


ANALYZE  DATA  LINE  PERFORMANCE 


•  Reveal  utilization  trends. 

•  Measure  response  time. 

•  Plan  network  evolution. 

•  Troubleshoot  contention 
problems. 

•  Evaluate  transaction 
impact. 

•  Analyze  network  changes. 

•  Choose  SNA,  Bisync,  X.25, 
or  Burroughs  poll/select. 


Analyze 
Data  Line 
Performance 

The  PC-based  PA1  Performance 
Analyzer  lets  you  analyze  over  35 
network  parameters  using  easy-to- 
read  color  graphics  and  printed 
reports.  Response  time,  excep¬ 
tion  and  over-threshold  reports  help 
you  quickly  find  problem  areas.  Line 
utilization  data  reveals  overloaded 
equipment  and  underused  capacity. 

Know  what’s  happening  on  your 
data  lines.  Call  us  for  our  PA1  demo  or 
a  15-day  free  product  trial. 

^  Progressive  Computing,  Inc. 

814  Commerce  Drive,  Suite  101 
Oak  Brook,  IL  60521-1919  USA 
(708)574-3399  FAX  (708)  574-3703 

Circle  Reader  Service  No,  1 


NETVIEW-NET/MASTER  NETWORK  MANAGEMENT 


NetView  Goes  To  NEW  Places 

With  NetQuest's  new  products,  NetView  is  going  where  it  has  never 
been  before.  NetQuest  introduces  a  new  way  of  using  standard 
NetView  (or  Net/Master)  in  management  of  non-SNA  networks.  This 
new  method  expands  NetView  modem  and  DSU/CSU  management 
into  network  configurations  not  manageable  until  now. 


NetQuest  Expands  NetView  Management  Into: 


•  SNA/LPDA  lines  with  non-IBM  modems  or  DSU/CSU’s. 

•  Unisys,  DEC,  CDC  or  other  non-SNA  host’s  sync  and  async  lines. 

•  Remote  IBM  AS400,  System  38,  Series  1  and  similar  lines. 

•  SNA  over  X.25  iines  (SNA,  NPSI  and  QLLC). 

LPDA  for  integration  of  non-IBM  modems  and  DSU/CSU's 

CONTROLLER  into  NetView. 


V.32  MODEM 


DSU/CSU 


LDM 


industry's  first  V.32  NetView  modem  with  NetView 
diagnostics,  VTAM  and  NetView  dialing. 

for  DOS  lines  with  NetView  primary  channel 
diagnostics,  speeds  to  56  Kbps. 

point-to-point,  multipoint  and  tail  circuit 
private  line  modem,  speeds  to  72  Kbps. 


NetQuest  transmission  products  link  directly  to  NetView  (NCP)  and 
are  not  NetView  PC  based.  They  perform  LPDA  diagnostics  and 
functions  necessary  to  allow  non-SNA  networks  to  transmit  NetView 
LPDA  diagnostic  messages.  SNA  or  non-SNA  lines  may  be  controlled 
anywhere  in  the  network  regardless  of  the  location  of  the  NetView 
host. 


NatView*  is  a  registerod  trademark  of  IBM  Corporation. 
Net/Master*  is  a  registered  trademark  of  Cincom  Systems.  Inc. 


NetQuest  Corporation 

129H  Gaither  Drive,  Mt.  Uurel,  NJ  08054 
(609)  866-0505  •  FAX  (609)  866-2852 


Circle  Reader  Service  No.  9 


DATACOMM  MATRIX  SWITCH 


NEW  DIMENSIONS 
Distributed  Tandem  Matrix  Switch 

LARGEST  CAPACITY  Smallest  Size  lowest  cost 


MTRX-500 

MTRX-4(X)0 

MTRX-8000 

Salient  Benefits: 


512  Ports  up  to  64  Kbps  7'a" 

4096  Ports  up  to  64  Kbps  15" 

8192  Ports  up  to  64  Kbps  28" 


Fractional  T-1,  from  64  Kbps  to  2.048  Mbps 

98%  Cable  Reduction,  Twisted  Pair  4000  ft  DTE  to  DCE 

LAN -based  PC  Control  -  Ethernet  or  Token  Ring 

NetView  PC  or  Cincom  NetMaster  Universal  Workstations 

User-Controlled  Database  -  dBase  III  PLUS  or  dBase  IV 

Integral  BERG/BERT  and  S.A.M.  Test  Functions 

30,000  ports  installed  at  RBOC^s  and  Fortune  1000  Companies 


Datacomm 
Management 
Sciences  Inc. 


"The  Responsive  Ones” 

Norwalk,  CT  203-838-7183 
FAX:  203-838-1751 

Circle  Reader  Service  No.  10 
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ActionCenter 


DIAL-UP  MANAGEMENT 


LAN  AND  WAN  CONNECTIVITY 


Dial  Modem  Management 

for  Small  Networks 


Modem  Rack 
16  Modems 


I  I  I  I  I  n  I'l  r  M 

leyFDrpps 


DLMCU-16 


16  RS-232 
or 

Auxilary  Inputs 


ASCI  I 
Terminal 


16yFLines[  [  | 


TELCO 

Demarc 


Printer 


Remote  Access 
Modem 


Modem  Vendor  Independent.  •  Remote  Site  with  Dial  up  Access 

Auto  Swap  of  RING  NO  ANSWER.  •  Real  Time  T rouble  Reports. 

Auto  Busy  Out  of  RING  NO  ANSWER.  •  Daily  Summary  Reports. 

Start  with  1 6  or  less  &  Expand  up  to  1 28.  •  Low  Cost  Wrap  Around. 

Communication  Devices  Inc. 

One  Forstmann  Ct. 

Clifton,  NJ  07011 

Phone:  (201 )  772-6997  Fax:  (201 )  772-0747 


See  us  at  Comnet 
Booth  #  3105 


Circle  Reader  Service  No.  12 


ETHERNET  LINE  MONITOR 


NetLight-l 

™€«NIT  ^  /  Vm  802.3  ^ 

AHodl)fn#nt  Unit  interface  Line  Monitor 


•  Prowraes  On-Line  Ner 


:  Status  Indication"" 


*  Provides  Valuable  Troubleshooting  Information 

•  Easy  to  Install 

NetLight-l  is  Q  line  monitor  for  the  ETHERNET 
or  IEEE802.3  Attachment  Unit  Interface. 

It  is  available  in  two  versions. 

Version  A  provides  LED's  that  indicate 
when  a  station  is  transmitting,  receiving 
or  experiencing  a  Signal  Quality  Error. 

Version  B  provides  these  same  indicators 
and  also  provides  connectors  for  attaching 
on  oscilloscope  to  monitor  the  signal  waveforms. 

This  simple  device  is  useful  for  both  troubleshooting  and  for 
providing  immediate  feedback  of  network  status  to  the  station  operator. 

For  Additional  Information  or  to  place  your  order  for  Netlight-1 
please  coll  1-800-525-2141  or  contact: 

Knowledge  Implementations,  Inc. 

32  Conklin  Road.  Warwick,  New  York,  10990  (914)986-3492  FAX  (914)986-6441 


Dealer  and  OEM  Inquiries  Welcome 
Quantity  Discounts  Available 
Visa  and  MasterCard  Accepted 
In  Stock  for  Immediate  Delivery 


Circle  Reader  Service  No.  13 


Send  For  Free  Info 

NW  Jan  90 

For  more  information  on  any  of  the  products  and  services  advertised 
in  NetworkWorld’s  ActionCenter,  circle  the  Reader  Service  Numbers 
on  this  coupon  which  correspond  to  the  advertisement  of  interest  to 
you. 

Complete  the  coupon  information  and  mail  to: 

NetworkWorld 

P.O.  Box  5090,  Pittsfield,  MA01203 


Name  _ 

Title  _ 

Company 
Phone  ( 

Street  _ 

City _ 

State  _ 


Zip. 


NW  Jan  90 


(Expires  4/30/90) 
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PLUG  DIREaiY  INTO 
HIGH-SPEED  DIGITAL 
SERVICES. 


PROMPTUS«  I 
AT  Bus-compatible  WAN  Adapter 


On  Board  T1  CSU/DSU 


Provides  fully  integrated  access  to 

T1;  1.544  Mbit/s 

FT1:56to1536  Kbit/s 

CEPT:  2.048  Mbit/s 

Primary  Rate  ISON 

Switched  56  with  T1  Access 

Greatly  reduces  network  file  transfer 

time. 

Includes  X.25  file  transfer  software. 
Plugs  into  single  16-bit  PC/AT  slot. 


■  On  board  CSU/DSU  eliminates 
external  equipment,  lowers  costs. 

■  Applications  include  network  gate¬ 
ways,  routers,  LAN  bridges,  facsimile 
servers,  switches,  graphic  file  transfer 
and  more. 

■  Efficient  shared  memory  interface. 

Call  or  write  for  complete  information: 


P  R  O  M  P  T  U 

Circle  Reader  Service  No.  2 


S  Promptus  Communications,  Inc. 

Portsmouth  Business  Park,  Portsmouth,  RI 02871 
Tel:  (401)  683-6100  FAX:  (401)  683-6105 


MATRIX  SWITCHING 


.  TELENEX  Matrix  Switches 

Speed  and  Capacity 
that  Exceeds  All  Others 


n  pLENEX 

I  IcORPaHATIQN 

A  UIMIT  OP  GEIMEPAL  SIGNAL 


(609)  234-7900  •  TELEX  710  897  1646  •  FAX  (609)  778-8700 

13000  MIDLANTIC  DRIVE  •  MOUNT  LAUREL,  NJ  08054 

Circle  Reader  Service  No.  3 


NETWORK  PLANNING  SOFTWARE 


GrafNet  provides  instant  visual  displays  of 
network  topologies... 

PC  software  allows  easy  viewing  of  network  configurations. 
Features 

*  Built-in  database  automatically  converts 

Area  code/Prefix  to  an  on  screen 
geographical  location. 

*  Add  and  delete  lines  and  nodes  through 

user  friendly  Microsoft  Windows 
interface. 

*  View  topology  nation-wide  or  on  a  state 

by  state  basis. 

*  Zoom  in  on  a  geographical  area  for 

closer  viewing. 


Applications 

*  Simplify  mapping  of  voice/data  networks. 

*  Create  documents  of  network 

configurations  for  proposals  and 
presentations. 

*  Create  visual  pictures  of  network 

topologies. 

*  “ase."®"^®"^  configuration 

(408)  446-9598 

Call  today  for  information  and  free  demo  disk. 

Network  Dimensions,  Inc. 

5339  Prospect  Road,  Suite  1 22,  San  Jose,  CA  95129  Cirde  Reader  Service  No.  4 
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ActionCenter 


NETWORK  SCANNING  AND  MONITORING 


Cable  Scanner 

Pinpoint  Network  Cable  Faults  Fast! 

The  Scanner  is  a  monitor,  fauit  finder,  cable  iocator  and  much  more.  Heips  you  pinpoint  the  ioca- 
tion  of  shorts,  opens  or  breaks.  Its  32  character  display  reports  the  fault  in  piain  Engiish  “short  at 
306  ft".  With  an  oscilloscope,  Scanner’s  high  spe^,  puise  generating  circuitry  gives  a  detaiied 
view  of  the  entire  LAN  including  transceiver,  terminator  and  muitipie  faults. 


*  Cable  length  measurements 

*  Locate  breaks,  shorts,  opens,  bad  crimps,  etc. 

*  LAN  activity  monitoring 

*  Find  cables  in  ceilings,  walls,  floors 

*  Cable  TV  troubleshooting 

*  Generate  as-built  drawings  and  specifications 

*  Isolate  faulty  network  interface  cards 

*  Very  simple  to  operate 

ant 


Included  is  Tracer  for  locating  exactly  where 
in  the  floor,  ceii™,  wall  or  patch  panel  the  ca¬ 
ble  lies.  Cable  Scanner,  tracer  and  Opera¬ 
tors'  Manual  are  only  $1495. 

Circle  Reader  Service  No.  5 


M-Test  I 

P.O.  Box  486008 
San  Francisco,  CA  94148-0008 

Call  for  Info 

Outside  CA:  (800)  334-4293 
Inside  CA:  (415)  881-2382 
FAX:  (415)  884-1078 


PREVENT  HUNTGROUP  LOCKOUT 


Lost  Calls  =  Lost  $ 

RING  -  NO  -  ANSWER 
PROBLEMS  SOLVED! 

Dataprobe's  Modem  Minder  detects  failures  in  modem 
hunt  groups  and  automatically  takes  corrective  action. 


Automatic  Switching 
to  Spare  Modems  or 
Busy-out  Defective 
Modems. 


Low  Cost 


Expandable 


ideal  for  800#s 


(E 


SIC 


170  COOLIDGE  AVENUE 
ENGLEWOOD,  NEW  JERSEY  07631 
(201 )  569-6464  FAX  (201 )  894-0939 

Circle  Reader  Service  No.  15 


SOFTWARE 


Manage  &  Monitor  Your 

NOVELL 


Network 


With  NETCOMPANION* 

NetCompanion  is  an  integrated  set  of  16  uniaue  network 
management  &  monitoring  utilities  designed  tor  Novell  Netware’* 

Use  NetCompanion  to: 

•  Gather  ana  graphically  display  network  performance  statistics 

•  Isolate  network  problems  to  a  single  workstation 

•  Control  the  server  from  the  command  line  of  your  workstation 

•  Protect  users  from  running  applications  improperly 

•  Solve  a  wide  range  of  network  management  problems 


‘349! 


Call 


or 


Only 

ETI  Software 

2930  Prospect  Ave.,  Cleveland  Ohio  44115 

’Requires  Novell  Netware  version  2.1  or  above  -  Netware "  Novell,  Inc. 


800-336-2014 

216-241-1140 


Circle  Reader  Service  No.  16 


STRATUM  1  SOURCE 


AUSTRON 
MODEL  3150 


PRIMARY 

SYNCHRONIZATION 

•  RELIABLE 

•  FLEXIBLE 

•  AFFORDABLE 

The  Model  3150  Communications 
Network  Synchronization  System  provides 
an  independent  on-site  timing  source  for 
your  telecommunication  network.  The 
3150  gives  you  STRATUM  ONE  timing 
stability  and  accuracy  in  a  broad  variety  of 
configurations.  This  system  is  used  around 
the  world  in  civil  and  military  networks. 
Call  today: 

AUSTRON  Inc. 

a  DATUM  company 

P.O.  BOX  147e6-0OT  248,  N.  IH35  AUSnN,TX  78761 
TELE(512)251  -231 3/TWX(910)874-135e/FAX(51 2)251  -9685 

Circle  Reader  Service  No.  6 


TESTERS 


T1  monitoring  in 
the  palm  of  your  hand. 


■  Untrained,  SF  and 
ESF  tormots 

■  Detect  T1  errors 
and  alarms 

■  Display  DSO  data 
and  signaling  bits 

■  Monitor  audio  on 
selected  channel 


D3/D4,DlDandD2 

compatible 

$795 


Circle  Reader  Service  No.  7 


CkckfodcilQjnc. 

23020  Miles  Road 
Bedford  Heights.  Ohio  44128 
CaU  ToU  Free  1-800-441-6336 
(216)  663-3333  TWX  (810)  427-2280 
FAX  (216)  663-0507 


X.25  PC  CONNECTIVITY 


AHENTION  UN  MANAGERS! 

Are  you  operating  NETBIOS  within  your  LAN? 


OSr  IMHfMENTATION  WITH  NETBIOS 


The  PCXNet  Card  can  expand 
the  capabilities  of  your  local 
area  network.  .  .allowing  a 
remote  PC  to  connect  to  a 
LAN  utilizing  NETBIOS  via  an 
X.25  network  interface. 
Developed  by  OST,  PCXNet 
Card  also  provides  advanced 
communications  using  CCITT 
X.21,X.25andX.52.Foralist 
of  features  provided  by  the 
PCXNet  Card  and  other 
innovative  products  offered 
by  OST,  call  today! 

OST,  Inc. 

1 4225  Sullyfield  Circle 
Chantilly,  Virginia  22021 
(705)  817-0400 
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NETVIORKING  MARKETPLACE 


SOFTWARE 


SUniForum 

The  International  Conference  ot  UNIX®  Systems  Users 

January  23-25, 1990 
Washington  Convention  Center 
Washington,  D.C. 


Whether  you’re  a  business/govern¬ 
ment  end-user,  OEM,  reseller,  sys¬ 
tems  integrator  or  technical  expert. 
Uniforum  1990  is  your  one-stop 
source  for  the  latest  UNIX  system 
information.  More  users  attend, 
and  more  vendors  participate  in 
UniForum  than  any  other  UNIX  sys¬ 
tem  event  in  the  world. 

The  UNIX®  Operating  System... is  the 

key  to  open  computer  systems.  UNIX 
delivers  total  interoperability — over  a  diver¬ 
sity  of  hardware  platforms — with  complete 
networking  capabilities— invaluable  for 
workgroup  (multiuser)  computing— as  well 
as  single-user  multi-tasking  applications. 

More  Exhibitors... 250  national  and  inter¬ 
national  vendors,  in  120,000  square  feet  of 
exhibit  space,  make  Uniforum  1990  the 
largest  UNIX  system  event  ever  presented. 


More  Conferences... the  1990  UniForum 
educational  agenda  includes  20  all-day 
tutorials,  providing  basic  in-depth  UNIX 
system  information,  plus  47  conference 
sessions,  with  marketing-  and  industry- 
oriented  panel  discussions  and  technical 
presentations. 

More  FREE  Workshops. ..sixteen  90- 
minute  UNIX  system  introductory  work¬ 
shops,  chaired  by  industry  experts,  will 
cover  Integrating  MS-DOS  and  UNIX,  Intro¬ 
duction  to  UNIX  (for  managers/users),  UNIX 
security,  UNIX  networking  and  more. 

UniForum  1990... advance  registration 
for  exhibits  is  FREE.  And  advance  con¬ 
ference/tutorial  registration  saves  you 
money!  Call  800-323-5155  today  for 
complete  details  and  registration  forms.  In 
Illinois  and  outside  U.S.,  call  312-299- 
3131  (after  November  11,  1989,  call  708- 
299-3131). 

UniForum  1990 

2400  East  Devon  Avenue  •  Suite  205 
Des  Plaines,  Illinois  60018  USA 


DECADE  OF  THE  USER 
See  the  FAXNeT  Form  on  Page  #59 

Sponsored  by 

asUniForum 

The  International  Association  of  UNIX  Systems  Users 


SEMINARS 


TELETUTOR 

T1  Course 


The  best  computer-based 
training  in  the  business 


TELEtUtOr 


telecommunications  training  series 

For  FREE 

catalogue  of  ail  our 
courses  call 

800-542-2242 

1603)  433-2242 


IN-DEPTH  SEMINARS 

Basic  &  Advanced  Training 
in  the  IBM  Enterprise 
Networking  Standards  for 
the  90’s 


IBM 

SNA/LU  6.2 
APPC 


Feb.  5-9  Seattle  Area 

Feb.  26-Mar.  2  San  Fran.  Area 
March  12-16  Wash.  D.C.  Area 
March  26-30  Los  Angeles  Area 
For  other  cities  &  dates  call: 

Galaxy  Consultants 

17235  Buena  Vista  Avenue 
Los  Gatos,  CA  95030 
408  354-2997 
FAX:  408  354-2365 


Buy,  Sell  Or  Announce 
Through  Network  World’s 
Classified  Section 

Buying  or  selling  communications-related  products  or  services? 

Or  do  you  want  to  announce 
an  upcoming  event  or  business  opportunity? 

If  so,  Network  World’s  classified  section  is  the  right  choice  for  you. 

You’ll  reach  more  than  70,000  communications/networking 
professionals  all  of  whom  are  buying  decision  makers. 

And  you’ll  reach  them  every  week. 

Find  out  just  how  effective  and  cost  efficient 
Network  World  classified  advertising  can  be. 

For  all  the  facts  write  or  call:  Network  World,  Classified  Advertising 

Joan  Bayon  Pinsky,  161  Worcester  Road, 

PO  Box  9172,  Framingham,  MA  01701-9172 
800-622-1108  (in  Mass.,  508-875-6400) 

Pacific  &  Mountain;  Susan  Egan, 

18008  Sky  Park  Circle,  Suite  145,  Irvine,  CA  92714 

714-250-3006 
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Comnet 

Special  Comnet  Show  Issue 

-  February  5th 

Closes:  January  24th 

Bonus  Show 
&  Hotel  Distribution 

Call  for  further  information 
on  advertising  in  this  Special  Issue. 

NETWORK  WORLD 
Classified  Advertising 

Contact; 

Joan  Pinsky,  161  Worcester  Road, 
Box  9172,  Framingham,  MA  01701-9172 

Susan  Egan,  18004  Sky  Park  Circle, 
Suite  100,  Irvine,  CA  92714 

1-800-622-1108 
East  Coast:  508-875-6400 
West  Coast:  714-250-3006 


RJE  FOR  PC's 

Complete  Bisync  2780/3780  and  SNA  3770  RJE  emulation  for  PCs  and 
PS/2's.  Execute  batch  jobs  automatically  to  or  from  your  IBM  host  in 
JES2/3.  Featuring... 

•  IBM  Mdl  3777-1  support 

•  Up  to  19.2K  bps  thruput 

•  Unattended  operations 

•  Printer,  card  punch  and  console  support 

•  Data  compression  and  transparency 

•  PC-to-PC  connectivity 

Full  warranty  •  Inwnadala  daHvary 

From  as  low  as  $249 

Call  (800)767-4844  today! 


The  following 
advertisers  appear 
on  the 

FAXNeT  form 
on  page  #59: 

Teletutor 

UniForum 

Warwick 
Data  Systems 


CONCORD  DATA 
SYSTEMS 

Dial  Modem  Sale 

212  Autodial 
224  S  I  Autodial 
V.32  Trellis 
296  Trellis 

CALL  FOR  LOW 
PRICES 

508-681-0600 
Ext.  2021  or  2017 


NETWORKING  CAREERS 


You  can 
target  your 
recruitment 
advertising 
with 

Network 

World 

Network  World  is 
the  first  and  only 
publication  written 
specifically  for 
communications 
users. 

That  means  you’ll 
reach  the 
specialized  and 
qualified  applicants 
you  want. 

Over  70,000 
communications 
professionals 
subscribe  to 
Network  World 
with  an  estimated 
pass-along 
readership 
of  230,000 
every  week. 
One  of  them  could 
be  exactly  who 
you’re  looking  for. 

For  information  on 
placing  your 
recruitment  ad, 
call  toll  free 

at  800-622-1108 

(In  MA 

508-875-6400) 


LAN  and  WAN 
Specialists 


General  Logistics  International,  Inc.,  is  a  rapidly  growing  provider 
of  distributed  data  communications  solutions  based  in  Central, 
New  Jersey.  We  are  currendy  seeking  both  Local  and  Wide  Area 
Network  Specialists  to  participate  in  the  design  and  implementa¬ 
tion  of  state-of-the-art  network  solutions. 

WAN  Specialist 

Qualified  applicants  should  have  a  strong  emphasis  on  the 
design  and  implementation  of  T-l/T-3  data/ video/ voice 
integrated  networks.  Knowledge  of  simulation  and  the  survivabil¬ 
ity  of  designs  is  required.  Knowledge  of  tariffs  and  capabilities  of 
new  switched  and  fractional  offerings  from  the  local  and  long 
distance  providers  are  also  required.  Experience  with  fast  packet 
and  TCP/IP  is  preferred. 

LAN  Specialist 

Qualified  applicants  should  possess  a  strong  background  in 
LAN  design  and  network  operating  systems  and  be  capable  of 
implementing  LAN-based  system  solutions.  Specific  experience 
should  include  at  least  one  of  the  following  technologies:  Novell 
Netware,  3  Com  Lan  Manager  and  Banyan  Vines. 

Superior  communication  and  presentation  skills  are  required; 
prior  experience  delivering  presentations  at  technical  conferences 
is  a  strong  plus.  An  advanced  degree  in  a  technical  discipline  is 
preferred. 

These  positions  offer  excellent  compensation,  a  full  array  of  com¬ 
pany  paid  benefits  and  outstanding  opportunities  for  career 
growth  and  development.  For  immediate  consideration  please 
send  your  resume  and  salary  requirements  to:  Maijorie  Brown, 
Employment  Manager  General  Logistics  International,  Inc., 

1085  Morris  Avenue,  Union,  NJ  07083  or  call  (201)  352-1500; 

Fax  (201)  352-8299,  We  are  an  equal  opportunity  employer. 
Principals  only. 


General  Logistics  International,  inc. 


ENGINEERING 


M 


a.  V  ,  X. 

y  '  a  V  y'  s>  ^ 


ake  All 
the  Right 
Connections 

Here’s  your  chance  to 
work  on  the  network  of 
the  90’s,  now. 

LAN  Support  Engineers 

As  a  Microsoft  Support  Engineer,  you  will 
work  with  the  latest  advances  in  LAN  tech¬ 
nology  guiding  third-party  developers  by  re¬ 
searching  and  answering  their  coding  questions 
via  Online,  Microsoft’s  comprehensive  sup¬ 
port  service.  In  addition,  you  will  develop  and 
write  sample  programs  and  publish  systems 
programming  articles  for  Online  customers. 

We  are  looking  for  experienced  C  program¬ 
mers  who  have  a  B.S.  in  Computer  Science  or 
a  related  field  and  a  backgroimd  in  networking 
software  (e.g.,  Novell  Netware™,  3Com™  3-l 
Open,  T(rP/IP™).  SQL  or  SNA  experience  is  a 
plus. 

Get  well  connected.  Send  your  resume  com¬ 
plete  with  salary  history  to  MICROSOFT 
CORPORATION,  Recruiting,  Dept.  LDLSE- 
0115NWW,  One  Microsoft  Way,  Redmond, 
WA  98052^399.  No  phone  calls,  please.  We 
are  an  equal  opportunity  employer. 


tfScrosott 
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NOT  JUST  A  YUPPIE  TOY 


Evaluating  cellular  services 


Some  not-so-obvious  factors 
to  look  for  when  evaluating  cel¬ 
lular  services  are: 

■  Rate  periods.  Are  there 
peak  and  off-peak  hours,  or  day, 
evening,  late  night  and  weekend 
periods?  What  are  the  rate  peri¬ 
ods?  Does  one  cellular  service 
provide  longer  off-peak  periods 
than  another? 

■  Customer  service.  Is  there 
a  24-hour  customer  service 
line?  Is  it  manned  24  hours  per 
day,  or  is  someone  paged  after 
regular  working  hours? 

■  Call  detail.  Is  call  detail  free, 
or  will  there  be  an  extra  charge 
for  it? 

■  Billing  increments.  Are 

calls  rounded  to  the  next  higher 
minute,  or  is  there  30-  or  6-sec¬ 
ond  billing? 

■  Answer  supervision.  Are 
calls  billed  when  the  called  par¬ 
ty  answers  or  from  the  time  you 
hit  the  SEND  key  on  your  phone? 
Depending  on  the  billing  as¬ 
sumptions  of  the  carrier,  the  ex¬ 
tra  cost  of  services  that  bill  on 
SEND  may  wipe  out  any  savings 
due  to  6-second  billing! 

■  Unanswered  and  busy 


charges.  Are  there  charges  for 
unanswered  or  busy  calls?  Some 
carriers  will  charge  you  for  the 
airtime  it  takes  to  ring  your 
phone  in  your  car. 

■  Call  following.  Is  there 
automatic  call  following  when 
you  travel?  Or  does  someone 
have  to  find  you  by  dialing 
roaming  numbers? 

■  Extended  calling  areas. 
Has  the  carrier  forged  alliances 
with  neighboring  carriers  to 
form  extended  calling  areas? 
Such  alliances  can  mean  lower 
costs  for  people  who  travel 
great  distances. 

■  Directory  assistance.  Do 

you  automatically  get  a  directo¬ 
ry  assistance  listing,  or  does 
that  cost  extra? 

■  Calling  restrictions.  Does 
the  service  have  any  calling  re¬ 
strictions  available?  Managers 
can  cut  down  on  abuse  by  limit¬ 
ing  the  extent  to  which  users  can 
make  calls.  Allowing  users  to 
make  outgoing  calls  only  to  a 
specific  number  is  a  popular 
item  for  companies  that  want 
users  to  call  back  only  to  the 
home  office.  □ 


( continued  from  page  48) 
service  arrangements.  Moving 
from  one  cell  to  another  within 
the  home  carrier’s  territory  is 
usually  no  problem,  outside  of  oc¬ 
casional  fading  and  overlapping 
conversation  at  cell  edges. 

However,  changing  carrier 
zones  is  a  more  complicated  pro¬ 
cess.  Typically,  a  light  on  the 
phone  will  indicate  that  the  user 
has  left  the  home  carrier  calling 
area.  Therefore,  when  in  another 
carrier’s  territory,  the  user  may 
have  to  follow  any  of  a  number  of 
procedures  to  make  a  call. 

Many  neighboring  carriers  are 
becoming  partners  or  signing  mu¬ 
tual  handling  agreements  with 
neighboring  cellular  providers  to 
form  wide-area  networks.  These 
carriers  can  market  their  basic 
service  to  a  broader  coverage 
area,  seamlessly  providing  users 
with  hassle-free  calling. 

For  instance.  Cellular  One  of 
central  New  Jersey  has  formed  al¬ 
liances  with  Metro  One/Cellular 
Telephone  to  the  north.  Metro- 
phone  directly  to  the  west,  and 
Cellular  One  of  Atlantic  City,  N.J., 
and  Cellular  One  of  Wilmington, 
Del.,  in  the  south  to  offer  a  wide- 
area  plan  that  covers  all  of  those 
areas  at  one  price  on  the  local  sys¬ 
tem,  resulting  in  no  foreign  bill¬ 
ing  and  no  daily  sign-on  fees. 

Users  who  are  not  in  an  area 
with  such  extended  service  may 
receive  calls  in  one  of  four  gen¬ 
eral  manners.  The  most  generic 
method  is  through  roamer  num¬ 
bers  —  access  numbers  that  allow 
callers  to  enter  the  local  market 
and  attempt  to  reach  another  sub¬ 
scriber  that  is  traveling  in  the 
area  at  the  same  time. 

The  caller  dials  the  roamer 
number,  hears  a  tone  or  beep, 
then  enters  the  subscriber’s  tele¬ 
phone  number.  If  the  subscriber 
has  logged  onto  the  local 
network,  that  call  will  then  be 
completed.  The  caller  pays  for  all 
long-distance  fees;  the  subscriber 
pays  for  all  airtime  and  daily  set¬ 
up  charges. 

A  second  manner  in  which  us¬ 
ers  can  receive  calls  when  on  the 
road  is  through  Follow  Me  Roam¬ 
ing.  This  is  offered  by  GTE  Mobil- 
net  through  many  cellular  provid¬ 
ers  on  System  B  across  the 
country.  VWth  Follow  Me  Roam¬ 
ing,  all  calls  are  forwarded  auto¬ 
matically  to  subscribers  wherever 
they  may  be  on  the  road. 

The  user  activates  Follow  Me 
Roaming  by  dialing  a  series  of 
numbers  on  the  telephone  key¬ 
pad,  telling  the  system  to  register 
the  user  on  that  system.  Then  all 
calls  will  be  forwarded  to  the  user 
—  at  the  user’s  expense. 

Unlike  other  carriers,  GTE  Mo- 
bilnet  provides  its  subscribers 
with  the  option  to  selectively  acti¬ 
vate  Follow  Me  Roaming  in  a  for¬ 
eign  area  because  some  users 
may  not  want  to  receive  all  calls 
automatically.  This  gives  users 
the  option  of  telling  only  a  few 
specific  people  the  roaming  num¬ 
ber  where  they  may  be  located. 

GTE  automatically  deactivates 
Follow  Me  Roaming  at  midnight 
each  day,  or  users  may  do  so  man¬ 


ually  at  their  convenience.  Users 
must  reactivate  the  service  each 
day.  Currently,  Follow  Me  Roam¬ 
ing  is  available  in  more  than  300 
markets  in  the  U.S.  and  Canada. 

A  third  roaming  system  is 
RoamingAmerica,  provided  by 
Appex  Cellular  Information  Man¬ 
agement  of  Waltham,  Mass.  The 
service  is  predominantly  for  Sys¬ 
tem  A  users. 

RoamingAmerica  operates 
similarly  to  Follow  Me  Roaming, 
but  it  also  provides  caller  notifi¬ 
cation  services.  Caller  notifica¬ 
tion  allows  users  to  have  incom¬ 
ing  calls  conditionally  trans¬ 
ferred  to  a  voice  announcement 
on  the  home  switch. 

The  announcement  tells  the 
calling  party  what  city  the  user  is 
in  and  provides  calling  instruc¬ 
tions,  including  the  long-distance 
phone  number  for  the  foreign 
switch’s  roamer  access  port  num¬ 
ber.  This  passes  the  long-distance 


charges  on  to  the  caller. 

RoamingAmerica  users  auto¬ 
matically  activate  call  following 
by  placing  a  call  from  any  roamer 
market.  The  user  does  not  have  to 
manually  activate  the  system  us¬ 
ing  the  telephone  keypad,  al¬ 
though  that  option  exists. 

Like  Follow  Me  Roaming, 
RoamingAmerica  detects  calls 
and  sends  activation  requests  to 
Appex’s  main  computer  system. 
ViJien  the  system  receives  these 
activation  requests,  it  sends  a  se¬ 
quence  of  commands  to  the  home 
and  roam  switches  to  deliver  the 
subscribers’  calls  to  their  current 
location. 

When  RoamingAmerica  users 
turn  off  the  service,  it  automati¬ 
cally  resets  to  the  home  voice 
mail  features  so  they  won’t  lose 
any  calls  or  messages.  Follow  Me 
Roaming  users  would  have  to  call 
long  distance  into  their  home 
area  to  reset  voice  mail  features. 


Later  this  year,  Appex  plans  to  of¬ 
fer  confirmation  calls  to  the  sub¬ 
scriber  in  the  foreign  area  noting 
that  the  phone  is  properly  regis¬ 
tered  in  the  new  market  area. 

RoamingAmerica  will  contin¬ 
ue  forwarding  calls  until  the  call¬ 
er  returns  to  the  home  service 
area.  If  the  service  is  not  deacti¬ 
vated,  automatic  cutoff  occurs  24 
hours  after  the  last  call  made  in 
the  foreign  market. 

Appex  said  it  expects  to  have 
RoamingAmerica  in  more  than 
200  North  American  markets  by 
March  1.  Appex’s  RoamingAmer¬ 
ica  service  is  also  offered  by 
McCaw  Cellular  Communica¬ 
tions,  Inc.-owned  cellular  service 
providers  under  the  product 
name  Nation  Link. 

A  fourth  manner  to  receive 
calls  is  through  Super  Access, 
which  is  offered  by  Cellular  One 
in  several  areas  of  California. 
This  service  is  primarily  for  Sys¬ 
tem  A  customers. 

Super  Access  automatically 
registers  users  when  they  place 
their  first  call  in  a  foreign  area. 
Users  can  also  activate  call  for¬ 
warding  at  their  own  expense  us¬ 
ing  the  phone  keypad.  Some  Su¬ 
per  Access  users  also  have  caller 
notification:  Once  they  make  a 
call  on  the  system,  a  message  is 
sent  to  the  home  switch  letting  it 
know  where  to  reach  them.  These 
instructions  include  the  roamer 
access  code  and  dialing  informa¬ 
tion. 

Whether  users  choose  a  Sys¬ 
tem  A  or  System  B  roaming  ser¬ 
vice  is  usually  determined  by  the 
type  of  system  they  have  at  home. 
A  user  who  has  System  A  at  home 
will  likely  use  System  A  on  the 
road.  However,  this  does  not  nec¬ 
essarily  have  to  be  the  case.  By 
shopping  around  for  a  roaming 
service  when  traveling,  the  user 
can  realize  some  substantial  sav¬ 
ings. 

A  book  that  helps 

One  publication.  The  Cellular 
Telephone  Directory  (Mercer 
Island,  Wash.:  Communications 
Publishing  Service,  $14)  pro¬ 
vides  a  complete  listing  of  all  visi¬ 
tor  rates  in  the  U.S.  and  select  for¬ 
eign  countries.  It  also  gives 
instructions  on  how  to  set  up  ser¬ 
vice  and  access  systems. 


Free  bonus  services 


In  an  effort  to  not  only  en¬ 
hance  their  products,  but  also  to 
differentiate  their  products  from 
competitors’,  some  carriers  are 
offering  free  bonus  services. 
Among  the  more  creative  ones 
currently  offered  are: 

■  Star’*‘Jam.  Provided  by  Los 
Angeles  Cellular  Telephone  Co., 
this  is  a  personalized  traffic  rout¬ 
ing  service  that  helps  drivers 
avoid  traffic  jams.  %  dialing 
“*JAM,”  users  can  reach  a  live 
operator  who  will  help  them  find 
a  way  out  of  any  traffic  mess. 

■  Traffic  Solutions.  Provided 
by  MetroCel  Cellular  Telephone 


Co.  in  Dallas,  this  service  pro¬ 
vides  users  with  traffic  reports 
customized  for  the  area  in  which 
they’re  driving.  These  reports 
are  updated  every  1 5  minutes. 

■  Star*Find.  Provided  by  Los 
Angeles  Cellular,  this  cellular 
Yellow  Pages  helps  users  locate  a 
particular  business  in  an  unfa¬ 
miliar  neighborhood. 

■  Mr.  Rescue.  This  includes 
free  emergency  roadside  service 
provided  by  some  GTE  Mobilnet 
systems.  By  pressing  “*HELP,” 
a  24-hour-a-day,  seven-day-a- 
week  professional  service  tech¬ 
nician  will  be  out  to  help  you 


within  30  minutes. 

In  addition,  many  cellular 
systems  allow  users  to  look  up 
sports  scores,  stock  quotes,  and 
even  buy  amusement  and  enter¬ 
tainment  tickets  —  all  through 
the  cellular  phone  interface. 

When  you  add  all  of  these  fea¬ 
tures  together  with  the  latest  cel¬ 
lular  phone  technology,  the  re¬ 
sult  is  a  mobile  office.  Users  can 
tie  telephones,  facsimile  ma¬ 
chines  and  modems  into  home 
offices,  creating  a  communica¬ 
tions  link  that  increases  effec¬ 
tiveness  and  boosts  productivi¬ 
ty.  □ 


NETWORK  WORLD  •JANUARY  15,  1990 

54 


Cellular  telephony  is  by  no 
means  perfect.  One  often-stated 
problem  is  invasion  of  privacy.  It 
is  possible  to  tap  into  cellular 
communications  with  off-the- 
shelf  devices.  However,  someone 
would  have  to  go  to  great  lengths 
to  accomplish  this.  As  phone  us¬ 
ers  move  from  one  cell  to  an¬ 
other,  the  conversation  is 
switched  randomly  from  channel 
to  channel,  making  it  difficult  to 
follow. 

In  addition,  it’s  illegal  to  tap  a 
cellular  phone  conversation,  ac¬ 
cording  to  the  1986  Electronic 
Communications  Privacy  Act.  But 
it’s  possible,  so  when  using  a  cel¬ 
lular  phone,  watch  what  you  say 
and  where  you  say  it.  Most  user 
firms  publish  a  code  of  usage  in 
which  confidential  information  is 
barred  from  cellular  transmis¬ 
sion. 


r 

VJellular  telephony 
is  by  no  means 
perfect. 
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Bell  Atlantic  Corp.  has  an  op¬ 
tion  on  its  system  in  Washington, 
D.C.  designed  to  squelch  any  pri¬ 
vacy  problems  in  its  territory.  Us¬ 
ers  can  purchase  a  data  encryp¬ 
tion  device  that  attaches  to  their 
cellular  phone.  The  device  scram¬ 
bles  communications  between 
the  mobile  unit  and  the  switching 
office,  making  eavesdropping 
nearly  impossible. 

Another  problem  with  cellular 
telephony  is  the  invasion  of  per¬ 
sonal  privacy.  As  cellular  phones 
become  an  accepted  way  of  life 
for  senior  management,  it  be¬ 
comes  difficult  for  employees  to 
say  no  when  asked  to  keep  in 
touch  constantly  with  the  office 
by  using  a  car  phone. 

To  many,  this  creates  the  feel¬ 
ing  of  not  being  able  to  get  away 
from  the  office,  which  can  have  a 
profound  effect  on  their  perfor¬ 
mance  when  they’re  actually  in 
the  office. 

According  to  many  industrial 
psychologists,  the  best  solution  is 
for  companies  to  avoid  putting 
employees  in  a  situation  where 
they  are  carrying  a  phone  around 
24  hours  a  day. 

What  the  future  holds 

Nonetheless,  the  future  of  cel¬ 
lular  telephony  is  assured,  if  for 
no  other  reason  than  that  people 
are  becoming  addicted  to  haAlng 
such  universal  access  to  commu¬ 
nications.  However,  as  usage 
soars,  technology  will  have  to 
fight  to  keep  up. 

Congestion  is  a  major  problem 
that  cellular  companies  will  have 
to  deal  with  in  the  near  future.  Los 
Angeles  is  already  running  into 
capacity  problems  in  some  areas, 
and  it  expects  to  hit  a  capacity 
( continued  on  page  58) 
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HYNES  CONVENTION  CENTER  •  FEBRUARY  12-15, 1990 


On  February  12-15, 1990,  at 

the  Hynes  Convention  Center, 
NetWorld  returns  to  Boston  for 
an  eagerly  awaited  encore.  For 
four  days  NetWorld--the  only 
computer  trade  show  universally 
acclaimed  as  “the  industry 
standard”-will  be  host  to  a 
dazzling  display  of  the  best  in 
the  business.  Only  at  NetWorld 
can  you  count  on  reviewing 
everything  you  need  to  make  the 
right  networking  decisions. 


The  whole  connectivity 
industry  comes  together  at 
NetWorld.  Hundreds  of 
exhibitors--from  Apple  to  Digital 
to  Novell  to  Sun  to  IBM--are 
demonstrating  the  newest,  most 
exciting  and  best  networking 
hardware,  software  and  services. 
Whether  you’re  planning  your 
first  network  or  evaluating 
cutting-edge  options  and 
advancements,  NetWorld  is  the 
best  place  to  see  and  hear  it  all. 


Get  smart  fast  at  the  world- 
famous  NetWorld  seminars 

•  over  100  sessions  in  the  best 
Seminar  Series  in  the  business 

•  an  added  day  just  for  conferences 
and  new  full-day  Tutorials 

•  special  tracks  for  LAN 
Management,  Network  Planning  & 
Design,  Basic,  Standards, 
Software  &  Applications  and  more! 

•  your  best  educational  opportunity 
of  the  year! 


Call  today  for  complete  seminar,  registration,  travel  and  hotel  information 

800-444-EXPO! 
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Did  you  know  that  one  of  the  most  valuable 
enhancements  to  any  disaster  recovery  plan  is 
automatic  and  free  of  charge?  It  is,  if  you  use 
AT&T 800  Service. 


Introducing  the  AT&T  800 Assurance  Policy. 

If  your  800  calls  can’t  get  through, whether  it’s 
because  of  problems  with  your  telephone  equipment, 
your  local  telephone  line  or  the  AT&T  Network,  AT&T  will 
provide  alternate  service  until  regular  service  can  be 
restored.You’ll  be  up  and  running  within  60  minutes  of 
notifying  the  AT&T  service  hotline.  Guaranteed. 


the  AT&T  800  Assurance  Policy  is  automatic,  free  of 
charge...and  exclusively  from  AT&T 

In  addition  to  the  AT&T  800 Assurance  Policy  AT&T 
continues  to  provide  all  basic  800  customers  with  the 
fastest  call  set-up  time  and  the  fewest  blocked  calls  of 
any  network.The  result?  More  calls.  More  often.  In  short, 
more  business  for  your  business. 


©  1990  AT&T  App>lies  to  domestic  800  services. 
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'  f  Offering  the  nK>3tidiable/h% 
performing  800  service  in  the  industry  at 
competitive  prices.  And  now  offering  some¬ 
thing  even  more.  A  guarantee.To  provide 
the  solutions  you  need.,  when  you  need 
them  most. 

Reliability  Another ATs^ advantage. 
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For  details  about  the  AT^  800 
Assurance  Policy,  call  your ATdT Account 
Executive  or  1 800  222-0400. 
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The  right  choice. 


NOT  JUST  A  YUPPIE  TOY 


( continued  from  page  54 ) 
brick  wall  by  early  1991-  Congestion 
causes  degradation  in  conversation  quali¬ 
ty;  crosstalk  is  common. 

One  solution  is  to  multiplex  individual 
channels  to  increase  capacity.  In  late 
1989,  PacTel  Cellular,  based  in  San  Fran¬ 
cisco,  and  Qualcomm,  Inc.,  based  in  San 
Diego,  previewed  their  Code  Division  Mul¬ 
tiple  Access  (CDMA)  digital  cellular  sys¬ 
tem,  which  has  the  potential  to  provide  a 
20-fold  increase  in  the  capacity  of  the 
available  transmission  spectrum. 

With  existing  cellular  technology,  every 
call  is  assigned  a  single  voice  channel.  Un¬ 
der  CDMA,  multiple  calls  are  spread  across 
the  same  segment  of  spectrum  through  a 
multiplexing-like  technology.  A  CDMA  cell 
has  the  potential  to  provide  more  than 
1,200  voice  channels,  as  opposed  to  the  5 7 


channels  available  in  today’s  cells. 

In  addition  to  increased  capacity,  CDMA 
has  a  number  of  side  benefits:  increased 
transmission  and  reception  capability, 
fewer  cell  sites  and  enhanced  voice  quality. 
Since  CDMA  requires  less  transmission 
power,  battery  life  is  prolonged,  giving  us¬ 
ers  greater  use  of  existing  equipment. 

Initial  tests  by  PacTel  Cellular  have 
been  successful,  and  the  carrier  also  has 
noted  improved  user-transparent  call 
handoff  from  cell  to  cell. 

Other  technologies  besides  cellular  that 
could  also  significantly  bolster  personal 
telephony  are  on  the  horizon.  The  next 
generation  of  cellular  phones  is  under  de¬ 
velopment,  and  leading  cellular  providers 
have  asked  the  Federal  Communications 
Commission  for  a  market  review  to  assess 
where  the  industry  is  heading  and  how  fre¬ 


quencies  will  continue  to  be  allocated 
among  the  different  technologies. 

One  of  the  more  interesting  futuristic 
products  is  under  development  by  GTE 
Laboratories,  Inc.  in  Waltham,  Mass., 
which  uses  Portable  Access  Locations.  This 
technology  uses  a  compact  phone  unit  that 
homes  off  of  small,  fire  detector-sized 
transceivers.  These  transmitting  devices 
have  smaller  footprints  —  generally  cov¬ 
ering  an  area  the  size  of  a  large  room  — 
than  their  cellular  counterparts,  thereby 
requiring  less  power.  They  are  not  de¬ 
signed  for  use  in  cars  moving  at  high 
speeds  on  a  highway,  but  rather  for  use  in  a 
hotel,  resort  or  convention  center  setting. 

What  is  most  alluring  about  these 
phones  is  that  no  one  carrier  controls  a 
large  area.  The  small  coverage  area  allows 
companies  to  set  up  small  networks  for  col¬ 


lecting  and  sending  calls  on  their  own. 
Thus,  a  hotel  or  resort  could  set  up  a 
network  of  200  or  so  detectors  and  issue 
personal  phones  to  all  registered  guests 
for  use  in  the  room,  in  the  restaurant,  on 
the  golf  course  or  even  in  the  hot  tub.  The 
hotel  could  run  the  calls  through  its  own 
long-distance  network.  In  the  end,  cellular 
technology  will  become  more  a  part  of  ev¬ 
eryday  life  for  all  of  us. 

There  has  been  a  lot  of  kidding  lately 
about  Dick  Tracy  telephones  and  fax  ma¬ 
chine  belt  buckles.  The  funny  thing  is  that 
these  devices  don’t  sound  quite  so  outlan¬ 
dish  anymore.  Telephone  users  of  the  near 
future  may  have  one  telephone  number 
where  they  may  always  be  reached  — 
whether  on  the  road,  in  the  office,  on  a 
boat  or  even  on  an  airplane. 

The  telecommunications  industry  is 
changing  rapidly,  and  the  cellular  se^ent 
is  determined  not  to  be  left  behind.  □ 

Because  of  space  limitations,  the 
charts  accompanying  this  article  in¬ 
clude  only  a  single  service  for  each  car¬ 
rier  listed.  A  complete  listing  of  the  cel¬ 
lular  services  offered  by  all  carriers  in 
the  top  20  markets  is  available  from 
TeleChoice  at  (203 )  645-0471. 

Safety  tips  for 
cellular  users 

Doing  two  things  at  once  is  not  al¬ 
ways  best,  particularly  when  one  of 
them  is  driving  a  car.  Be  sure  that  your 
company  has  a  safety  policy  regarding 
driving  while  talking  on  the  cellular 
phone.  Among  the  items  to  include  in 
that  policy  are: 

■  Use  speed-dial  buttons.  For  fre¬ 
quently  dialed  numbers,  program 
speed-dial  buttons.  The  less  time  you 
are  looking  at  your  handset,  the  more 
time  you  can  pay  attention  to  the  road. 

■  Dial  slowly.  Don’t  feel  the  need  to 
dial  all  of  the  digits  at  once.  Pause  after 
every  few  digits  to  reassess  the  road 
conditions. 

■  Check  out  traffic  conditions.  Be¬ 
fore  placing  or  answering  calls,  be  sure 
that  the  traffic  is  not  so  chaotic  that  it 
will  make  driving  and  talking  difficult. 

■  Wait  for  good  dialing  situations. 
There  are  better  times  to  dial  than  oth¬ 
ers  —  for  example,  when  stopped  at  a 
light,  driving  on  a  clear  highway  or 
parked  in  a  lot.  Merging  into  traffic  and 
approaching  a  toll  booth  are  not  good 
times  to  dial. 

■  Obey  all  traffic  signs  prohibiting 
cellular  communications;  they’re 
there  for  a  reason.  If  the  sign  says, 
“Blasting  ahead,  turn  off  cellular 
phones,”  it  is  because  certain  frequen¬ 
cies  can  set  off  explosives.  Obey  these 
signs  at  all  times. 

■  Disconnect,  then  jump  start.  If 

you  need  to  jump  start  your  car,  discon¬ 
nect  your  phone  at  the  transceiver.  Oth¬ 
erwise,  you  could  fry  your  phone  and 
your  warranty  will  not  cover  the  dam¬ 
age. 

■  Don’t  advertise.  When  leaving  your 
car  in  a  parking  lot  or  other  public 
place,  don’t  leave  your  transportable 
telephone  on  the  seat.  It’s  an  invitation 
for  theft.  Put  it  in  the  trunk  or  some¬ 
where  out  of  sight.  □ 

—  Daniel  Briere 
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New  options 
muddle  net 

continued  from  page  1 

“The  process  of  optimizing  a 
network  for  cost  has  become 
mind-numbing,”  said  Glenn  Mill¬ 
er,  telecommunications  strategic 
planning  manager  for  the  Upjohn 
Co.,  a  pharmaceutical  conglom¬ 
erate  in  Kalamazoo,  Mich.  “It  re¬ 
quires  a  tremendous  amount  of 
time  and  skill.” 

Nonetheless,  users  press  on. 
Upjohn  has  optimized  its  voice 
network  for  cost  four  times  in  the 
past  eight  years,  reducing  its  cost 
per  minute  from  more  than  30 
cents  in  1982  to  less  than  13 
cents  today. 

Upjohn  moved  from  a  private¬ 
line  network  to  a  tandem 
“hubbed”  network  and  later  to 
WATS.  The  company  then  up¬ 
graded  to  AT&T’s  Megacom  ser¬ 
vice  and  has  now  settled  with  an 
AT&T  Software-Defined  Network 
(SDN),  which  serves  about  two 
dozen  sites  and  may  be  expanded 
to  include  300  more,  Miller  said. 

The  increasing  complexity  of 
network  optimization  forced  Up¬ 
john  to  add  to  its  in-house  engi¬ 
neering  expertise.  The  company 
hired  network  engineers  away 
from  AT&T  and  GTE  Corp.,  where 
they  had  sculpted  networks  for 
large  users.  Miller  said. 

“These  people  know  from  ex¬ 
perience  what  the  network  design 
criteria  are,  what  alternatives  are 
available  and  which  options  need 
to  be  considered  when  optimizing 
networks  for  cost,”  Miller  said. 

The  brainpower  helped  when 


Staff  reductions 
a  mixed  blessing 

continued  from  page  2 
the  bottom  to  the  senior  vice- 
president  level  from  five  to  four,” 
a  Bell  Atlantic  spokesman  said. 

Bell  Atlantic  had  expected 
about  1,200  managers  to  apply 
for  early  retirement  incentives. 
However,  2,200  managers  re¬ 
sponded  to  the  company’s  offer, 
and  resignations  from  1,683 
managers  were  accepted  (see 
graphic,  page  1).  The  spokesman 
could  not  estimate  how  much  the 
company  Avill  save  with  the  staff 
reduction. 

Patrick  Springer,  director  of 
telecommunications  industry 
services  at  Telecommunications 
Management  Consultants  in 
Needham,  Mass.,  warned  that  us¬ 
ers  may  be  facing  some  short¬ 
term  service  problems  in  the 
wake  of  staff  cutbacks. 

“We’re  looking  at  the  district 
manager  level  and  below”  for 
most  early  retirement  and  out¬ 
placement  programs.  Springer 
said.  “These  are  the  people  who 
provide  service  support  to  cli¬ 
ents. 

“It  will  take  a  while  to  imple¬ 
ment  the  new  lines  of  communi¬ 
cation  and  control,  and  users  will 
see  some  loss  of  efficiency”  over 
the  next  six  months  to  one  year, 
he  said. 

Beyond  the  first  year,  Spring- 


Upjohn  began  shopping  for 
network  design  and  optimization 
tools.  “We  looked  at  many  soft¬ 
ware  progams  that  we  could 
lease,  access  or  buy,  and  became 
concerned  about  the  expense  of 
acquiring  and  maintaining  a  sys¬ 
tem  of  our  own,”  Miller  recalled. 

Upjohn  decided  instead  to 
combine  its  in-house  expertise 
with  that  of  a  major  consultancy 
specializing  in  network  optimiza¬ 
tion.  Together,  they  decided  the 
pharmaceutical  company  should 
migrate  from  its  Megacom  service 
to  SDN,  Miller  said. 

Perhaps  the  most  controver¬ 
sial  method  of  optimization  is 
turning  the  problem  over  to  a  car¬ 
rier  under  customer-specific  con¬ 
tracts  based  on  off-tariff  pricing. 

While  these  deals  can  provide 
big  savings,  there  are  strings  at¬ 
tached.  Customers  must  sign 
long-term  contracts  and  are,  in 
many  ways,  constricted  by  the 
commitment  required  to  make 
the  pacts  work. 

Still,  users  that  have  taken  this 
approach  are  convinced  of  its 
merits.  The  Prudential  Insurance 
Co.  of  America  has  slashed  its 
costs  by  securing  off-tariff  con¬ 
tracts  for  the  bulk  of  its  traffic  and 
playing  carriers  against  one  an¬ 
other  to  get  the  lowest  prices  for 
the  remaining  traffic.  The  Pru¬ 
dential  had  cut  its  branch  offices’ 
average  cost  per  call  minute  to 
under  20  cents  by  conducting 
continual  traffic  studies  and  put¬ 
ting  available  business  up  for  bid. 

The  insurance  and  financial 
services  company  had  two  staff 
members  who  used  a  personal 


er  said,  “you’ll  see  a  greater  re¬ 
ceptiveness  to  customer  require¬ 
ments.”  Longtime  employees 
who  are  used  to  a  different  mar¬ 
ket  will,  in  many  cases,  be  re¬ 
placed  by  newer  employees  who 
are  more  open  to  new  ideas. 

A  shorter  chain  of  command 
should  also  speed  the  decision¬ 
making  process  and  hasten  the 


“T 

X  see  capital  from 
staff  cuts  being  tunneled 
into  local  network 
upgrades,”  Boczar  said. 
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development  of  new  products  and 
services.  Springer  said. 

The  money  funnel 

David  Boczar,  a  telecommuni¬ 
cations  analyst  for  New  Japan  In¬ 
ternational  Securities  Interna¬ 
tional  in  New  York,  projected  that 
the  RBHCs  will  funnel  much  of 
the  money  they  save  from  staff 
reductions  into  their  networks. 

“I  see  capital  from  staff  cuts 
being  funneled  into  network  up¬ 
grades,”  Boczar  said.  The  RBHCs 
have  an  incentive  to  invest  more 
heavily  in  the  public  net  because 


computer-based  network  design 
software  program  to  compile 
more  than  200  traffic  reports  a 
year,  said  Neil  McAuliffe,  senior 
vice-president  for  The  Pruden¬ 
tial.  The  company  does  overall 
traffic  studies  and  studies  for 
newly  acquired  sites  and  loca¬ 
tions  to  be  expanded. 

“We  couldn’t  go  any  lower 
without  bidding  the  business  on  a 
firmwide  network  basis,”  McAu¬ 
liffe  said.  So  the  company  ended 
up  doing  just  that. 

Early  last  year.  The  Prudential 
issued  a  request  for  proposal  for 
its  250  million  minutes  of  voice 
and  data  traffic  and  provided 
each  of  the  top  carriers  with  a  cor¬ 
porationwide  study  that  broke 
down  traffic  by  WATS  band. 

After  evaluating  an  AT&T  Tar¬ 
iff  1 2  proposal  and  bids  from  MCI 
Communications  Corp.  and  US 
Sprint  Communications  Co.,  The 
Prudential  signed  a  five-year, 
$200  million  Tariff  12  deal  with 
AT&T  that  brought  the  average 
cost  per  minute  down  below  13 
cents,  McAuliffe  said. 

Under  the  custom  network 
agreement,  AT&T  will  build,  run 
and  maintain  a  1,700-site  corpo¬ 
rate  network  consisting  of  a  mix 
of  switched  and  dedicated  ser¬ 
vices.  As  part  of  the  deal,  the  com¬ 
pany  agreed  to  run  a  minimum  of 
7  5%  of  its  traffic  over  the  net. 

“We  are  locked  into  Tariff  1 2, 
to  an  extent,  but  we  have 
[clauses]  written  into  the  con¬ 
tract  to  protect  us,  and  we  are  free 
to  do  what  we  choose  with  the 
other  25%  of  our  traffic,”  McAu¬ 
liffe  explained.  □ 


regulatory  changes  have  allowed 
them  to  provide  new  network  ser¬ 
vices,  such  as  information  ser¬ 
vices,  that  are  expected  to  spur 
usage  of  the  public  net. 

Users  say  money  saved  by  re¬ 
ducing  staff  should  be  passed  on 
to  customers  in  the  form  of  lower 
rates. 

But  Brian  Moir,  Washington, 
D.C.  counsel  for  the  International 
Communications  Association, 
said  he  does  not  believe  this  is 
likely  to  happen. 

“We’ve  had  [cost]  reductions 
like  this  in  the  past,  and  it  has  not 
affected  user  [rates],”  Moir  said. 
“And  based  on  historical  prece¬ 
dent,  I  don’t  see  the  Federal  Com¬ 
munications  Commission  acting 
to  ensure  that  lower  costs  are  be¬ 
ing  pushed  through  to  rate¬ 
payers.” 

The  exodus  of  telephone  com¬ 
pany  managers  could  be  a  boon  to 
users  looldng  for  experienced 
network  personnel. 

Robert  Wilkes,  a  telecom¬ 
munications  analyst  at  Brown 
Brothers  Harriman  &  Co.,  said, 
“The  cuts  could  provide  some 
needed  knowledge  at  [user  com¬ 
panies]  about  emerging  technol¬ 
ogies  such  as  Integrated  Services 
Digital  Network.” 

He  said  that  as  users  spend 
more  money  on  services,  the 
need  is  rising  for  workers  who 
have  inside  knowle^e  of  the  tele¬ 
phone  companies.  □ 


Peregrine  tool 
gets  NetView  link 

continued  from  page  6 
the  product  will  enable  them  to  be 
more  proactive  in  responding  to 
network  problems  because  help 
desk  personnel  will  find  out  about 
those  problems  directly  from  Net- 
View.  That  gives  the  network 
management  team  a  chance  to  fix 
a  problem  before  it  affects  users. 

According  to  Dennis  O’Dell,  a 
programmer  at  First  Interstate 
Bank  of  Oregon  in  Portland,  Ore., 
more  than  90%  of  all  trouble  tick¬ 
ets  for  the  company’s  network 
are  currently  opened  after  end 
users  call  the  help  desk. 

He  said  the  bank  is  testing  the 
PNMS3/Netview  Interface  on  an 
IBM  3090/400S  mainframe  sup¬ 
porting  7,000  devices  at  corpo¬ 
rate  offices  and  500  branches. 

With  the  interface,  users  can 
define  the  NetView  alerts  that 
should  automatically  open  a  trou¬ 
ble  ticket  without  intervention 
from  the  help  desk  operator, 
O’Dell  said.  He  is  now  deciding 
which  NetView  alerts  should  trig¬ 
ger  that  process,  but  he  added 
that  for  those  tested  to  date,  the 
system  has  worked  as  promised. 

“It’s  been  100%  accurate  so 
far”  in  opening  trouble  tickets  for 
the  proper  alerts  and  transcribing 
alert  data  from  NetView  to 
PNMS3,  which  help  desk  opera¬ 
tors  don’t  always  do  accurately, 
he  said.  “It  takes  the  human  fac¬ 
tor  a  little  bit  out  of  the  way.” 

Terri  Cruz,  systems  support 
specialist  at  Merrill  Lynch  &  Co., 
Inc.  in  New  York,  said  she  expects 
the  interface  to  help  determine 
where  network  bottlenecks  exist 
by  programming  it  to  open  trou¬ 
ble  tickets  when  response  time 
exceeds  predefined  thresholds. 

Cruz  plans  to  install  the  soft¬ 
ware  this  week.  She  said  she  ex¬ 
pects  it  will  allow  the  help  desk  to 
raise  the  number  of  proactive 
trouble  tickets  opened  from  10% 
to  40%  of  the  200  tickets  opened 
each  day. 

The  PNMS3/NetView  Inter¬ 
face  has  two  host-based  software 


“Where  we’re  strong,  they’re 
not;  and  where  they’re  strong, 
we’re  not,”  Kaiser  said. 

Allnet  customers  also  stand  to 
benefit  from  Telecom*USA’s  wid¬ 
er  range  of  services  and  products, 
Kaiser  said.  For  example,  Tele- 
com*USA  offers  private-line  ser¬ 
vices,  whereas  Allnet  does  not. 

Mark  Dunkel,  a  vice-president 
and  analyst  at  Robinson  Hum¬ 
phrey  Co.,  Inc.,  an  Atlanta-based 
brokerage  firm,  said  he  is  opti¬ 
mistic  about  the  deal. 

“Allnet  customers  are  going  to 
gain  access  to  a  whole  new  array 
of  products,  including  operator 
services  and  nationwide  800  ser¬ 
vices,”  Dunkel  said.  “Tele- 
com’^USA  customers  won’t  see 
much  of  a  change  right  away.” 

But  in  the  long  run,  the  acqui¬ 
sition  will  make  Telecom*USA 


components,  said  Clarke  Kawa- 
kami,  product  manager  at  Pere¬ 
grine  Systems.  The  first  runs 
within  NetView  as  a  Data  Service 
Task  (DST),  which  is  the  IBM 
name  for  the  various  programs 
—  such  as  Network  Problem  De¬ 
termination  Aid  —  that  make  up 
NetView.  The  NetVew  compo¬ 
nent  uses  a  published  format  for 
accessing  NetView  alerts  from 
NetView’s  External  Log  Task  DST, 
which  means  it  will  be  compatible 
with  all  future  versions  of  Net- 
View,  Kawakami  said. 

Waiting  code  for  that  format  is 
a  complicated  endeavor,  but  the 
job  was  handled  by  Peregrine’s 
John  O’Brien,  one  of  the  original 
architects  of  NetView. 

As  the  NetView  component 
captures  alerts,  it  writes  them  to  a 
Virtual  Storage  Access  Method 


Xt’s  been  100% 
accurate  so  far”  in 
opening  trouble  tickets 
for  the  proper  alerts. 
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(VSAM)  file  on  the  host  where  it 
can  be  picked  up  by  the  second 
component,  which  runs  as  part  of 
PNMS3,  he  said.  The  PNMS3  com¬ 
ponent  consists  of  code  that  users 
can  tailor  to  define  what  alerts 
should  initiate  trouble  tickets. 

By  contrast,  IBM  offers  a  facil¬ 
ity  for  transferring  NetView  alert 
data  to  its  Information  Manage¬ 
ment  system,  but  it  requires  hu¬ 
man  intervention  to  determine 
which  alerts  should  open  trouble 
tickets,  Kawakami  said. 

The  PNMS3/NetView  Inter¬ 
face  is  available  now.  Its  intro¬ 
ductory  price,  which  will  be  in  ef¬ 
fect  until  March  31,  ranges  from 
$15,000  to  $62,000,  depending 
on  the  number  of  users.  After 
March  31,  the  price  will  range 
from  $18,000  to  $93,000.0 


stronger,  he  said.  “Telecom’^USA 
doesn’t  want  to  get  caught 
between  being  a  regional  carrier 
and  a  national  carrier,”  Dunkel 
said.  “They’re  making  a  state¬ 
ment  that  they  are  a  national  car¬ 
rier.” 

William  Oberlin,  Allnet’s  vice- 
president  of  marketing  and  sales, 
agreed,  but  he  stressed  that  both 
Telecom*USA  and  its  ALC  subsi¬ 
diary  will  maintain  a  regional  ap¬ 
proach  within  the  national  car¬ 
rier  framework. 

“We  must  continue  to  provide 
a  personal  customer  service  ap¬ 
proach,”  Oberlin  said.  “Whereas 
the  big  carriers  provide  the  same 
service  in  New  York  that  they  pro¬ 
vide  in  Seattle,  we  take  into  ac¬ 
count  different  calling  patterns  in 
the  two  cities  and  a^ust  our  ser¬ 
vices  accordingly.”  fj 


Telecom*USA  to  buy  Allnet 

continued  from  page  4 
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Kodak  turns  nets 
over  to  IBM,  DEC 

continued  from  page  1 

The  majority  of  net  operations 
will  be  turned  over  to  DEC,  which 
will  manage  Kodak’s  interna¬ 
tional  voice  network  and  a  range 
of  data  networks  —  a  large  per¬ 
centage  of  which  are  DECnet  in¬ 
stallations  at  factory  sites. 

Neither  Kodak  nor  the  vendors 
would  comment  on  the  terms  of 
the  agreements.  Analysts  esti¬ 
mated  that  both  deals  are  long 
term  and  worth  millions  of  dol¬ 
lars. 

However,  they  were  more  cer¬ 
tain  of  the  implications.  Peter 
Bernstein,  a  senior  analyst  at 
Probe  Research,  Inc.  in  Cedar 
Knolls,  N.J.,  said  that  because  of 
Kodak’s  track  record  as  a  network 
innovator,  the  deals  will  encour¬ 
age  other  large  users  to  evaluate 
outsourcing.  “Kodak  has  always 
been  on  the  leading  edge,’’  he 
said.  “The  fact  that  it  has  taken 
the  plunge  into  outsourcing  is  sig¬ 
nificant.” 

New  voice  on  horizon 

Kodak  surprised  some  observ¬ 
ers  by  assigning  control  of  its 
telecommunications  network  to 
DEC  rather  than  IBM  or  its  pri¬ 
mary  long-haul  carrier,  AT&T. 

In  addition  to  managing  Ko¬ 
dak’s  DECnet  factory  networks, 
DEC  will  support  communica¬ 


tions  links  to  the  Systems 
Network  Architecture  networks, 
said  Dick  Pigman,  DEC’S  program 
director  for  the  Kodak  project. 
Kodak  may  become  one  of  the 
first  large  companies  to  use  DEC’S 
Enterprise  Management  Archi¬ 
tecture  offering,  but  details  on 
that  move  have  yet  to  be  decided, 
a  DEC  spokesman  said. 

The  network  is  not  expected  to 
undergo  any  drastic  changes.  Pig- 
man  said.  Kodak  is,  however,  put¬ 
ting  its  long-distance  business  up 
for  bid  through  DEC  and  could 
wind  up  with  a  different  mix  of 
carriers  later  this  year,  he  said. 

As  part  of  the  agreement,  DEC 
will  offer  employment  to  about 
250  Kodak  employees  and  will 
purchase  Kodak  assets,  such  as 
telecommunications  gear,  re¬ 
quired  to  support  these  activities. 

Taking  care  of  business 

IBM  will  be  responsible  for 
day-to-day  operations  at  Kodak’s 
SNA  net  control  centers  here,  in 
Colorado  and  Canada,  as  well  as 
Kodak’s  regional  and  district  lo¬ 
cations. 

IBM  will  manage  the  networks 
with  its  NetView  mainframe- 
based  net  control  software,  ac¬ 
cording  to  Harry  Beeth,  IBM’s 
vice-president  of  national  ser¬ 
vices  who  negotiated  the  Kodak 
deal. 

In  all,  Kodak  has  five  SNA  nets, 
which  it  eventually  would  like  to 


meld  into  one,  Pfendt  said. 

The  SNA  networks  support 
about  55,000  Kodak  employees 
—  who  use  personal  computers 
and  dumb  terminals  —  within  a 
variety  of  business  segments,  in¬ 
cluding  marketing,  sales  and  fin¬ 
ance. 

IBM  will  coordinate  services 
for  Kodak  through  its  newly 
formed  IBM  Systems  Services  or¬ 
ganization  (see  related  story,  this 
page). 

As  a  result  of  the  network  and 
data  center  outsourcing  contracts 
Kodak  has  awarded  IBM,  about 
325  Kodak  employees  are  being 
transferred  to  IBM  —  300  of 
which  are  involved  in  data  center 
management  and  25  who  will 
support  the  SNA  network. 

^ile  Kodak  has  jobbed  out 
day-to-day  network  operations, 
the  company  has  not  surrendered 
total  control,  Pfendt  said.  Kodak 
has  formed  a  committee  consist¬ 
ing  of  representatives  from  Ko¬ 
dak,  DEC,  IBM  and  Businessland, 
Inc.  that  will  hash  out  network 
strategies,  he  said.  Businessland 
supports  30,000  Kodak  personal 
computers  through  an  earlier 
outsourcing  agreement. 

“This  is  required  to  make  sure 
that  our  information  technology 
fits  our  business  strategies  and 
vice  versa,”  Pfendt  said.  Kodak 
will  still  be  making  many  deci¬ 
sions  but  will  look  to  its  vendors 
to  suggest  new  services,  too.  □ 


New  IBM  unit  provides 
outsourcing  assistance 


WHITE  PLAINS,  N.Y.  —  IBM 
last  week  launched  a  new  orga¬ 
nization  to  offer  management 
and  consulting  services  to  users 
that  decide  to  farm  out  control 
of  their  computer  or  network 
operations. 

The  IBM  Systems  Services 
unitwill  provide  a  range  of  cus¬ 
tomized  services  from  design¬ 
ing  and  building  data  centers  to 
optimizing  and  managing  data 
networks,  said  Bill  Wilson,  gen¬ 
eral  manager  of  the  new  organi¬ 
zation. 

In  addition,  the  unit  will  pro¬ 
vide  consulting  on  a  number  of 
issues  related  to  outsourcing, 
including  the  impact  on  MIS  and 
personnel. 

The  new  organization  is  de¬ 
signed  to  accommodate  users 
that  choose  to  “devote  more 
time  to  their  core  businesses,” 
said  George  Conrades,  senior 
vice-president  and  general 
manager  of  IBM’s  U.S.  Market¬ 
ing  and  Services  group. 

One  of  Systems  Services  first 
major  customers  is  Eastman  Ko¬ 
dak  Co.,  for  which  IBM  is  build¬ 
ing  and  managing  a  data  center 


and  running  a  Systems  Network 
Architecture  data  network. 

The  Systems  Services  unit 
will  provide  its  services  by  or¬ 
ganizing  the  skills  and  capabili¬ 
ties  within  IBM  that  can  be  best 
used  to  serve  outsourcing  cus¬ 
tomers,  Wilson  said.  For  exam¬ 
ple,  the  organization  could  ar¬ 
range  for  consultation  with  an 
employee  from  IBM’s  systems 
integration  group,  he  said. 

Also,  IBM’s  internal  data 
processing  organization  will  re¬ 
port  to  Wilson’s  group  so  that 
IBM  can  take  advantage  of  the 
expertise  there. 

The  Systems  Services  organi¬ 
zation  will  report  to  IBM’s  Na¬ 
tional  Service  Division. 

So  far.  Systems  Services  has 
responsibility  for  five  contracts, 
including  two  from  Kodak.  Oth¬ 
er  customers  include  Hibernia 
National  Bank  in  New  Orleans, 
First  Tennessee  National  Corp. 
and  Bank  South. 

IB.M  has  also  been  ap¬ 
proached  by  other  customers 
evaluating  outsourcing,  an  IBM 
spokesman  said. 

—  Bob  Brown 


FDDI  at  the 
final  frontier 

continued  from  page  1 
search  Triangle  Park,  N.C.,  de¬ 
clined  to  specify  a  ship  date  for 
commercial  FDDI  products. 

He  did  say,  however,  that 
“IBM  doesn’t  see  any  problems 
delivering  [FDDI  components] 
for  the  commercial  market.” 

“We  intend  to  have  a  complete 
product  suite,  including  FDDI 
adapters,  bridges,  internetwork¬ 
ing  routers  and  gateways,  as  well 
as  Station  Management  Soft¬ 
ware”  for  network  management, 
Baltz  said. 

“We  also  intend  to  supply 
these  products  in  a  competitive 
time  frame,”  he  added. 


AT&T  slams  MCI 
with  ethics  suit 

continued  from  page  5 

each  week  to  its  network  from 

AT&T. 

Last  week,  it  was  unclear  how 
badly  AT&T’s  lawsuit  might  dam¬ 
age  MCI’s  reputation. 

MCI  and  other  long-distance 
providers  have  struggled  since  di¬ 
vestiture  to  establish  themselves 
as  legitimate,  professional  com¬ 
panies,  said  Joaquin  Gonzalez, 
vice-president  of  global  network¬ 
ing  strategies  at  the  META  Group, 
a  consulting  firm  in  Westport, 
Conn.  If  AT&T  is  successful  in  its 
suit  against  MCI  and  makes  the 
carrier  look  like  a  cheap  opera¬ 
tor,  “it  will  be  poison  for  MCI,”  he 
said. 


IBM’s  participation  in  the 
commercial  FDDI  market  could 
spur  user  demand  considerably, 
analysts  said. 

Since  FDDI  connection  costs 
are  still  high  —  about  $  1 5,000  to 
$20,000  per  node  —  few  users 
are  buying  FDDI  products,  noted 
Brad  Baldwin,  LAN  analyst  at 
Dataquest,  Inc.,  a  San  Jose,  Calif., 
market  research  firm. 

“But  if  IBM,  with  its  massive 
manufacturing  capabilities,  en¬ 
ters  the  market,  then  it’s  a  whole 
new  ballgame,”  he  said.  “FDDI 
prices  could  drop  drastically,  and 
we  could  see  shipments  take  off 
within  the  next  year  to  18 
months. 

Thus  far,  NASA  has  encoun¬ 
tered  no  performance  glitches  in 


“Absolutely  nothing  will  kill 
[a  large  corporation]  faster  than  a 
reputation  for  doing  things  in  a 
sleazy  or  illegal  way,”  Gonzalez 
said. 

The  biggest  impact  will  likely 
be  among  users  that  don’t  have 
any  personal  experience  with 
MCI,  Gonzalez  said.  “If  you 
haven’t  been  contacted  by  an  MCI 
account  executive  or  your  rela¬ 
tionship  with  MCI  has  been  dor¬ 
mant,  and  you’re  thinking  about 
starting  a  network  redesign  or 
considering  other  vendors,  that 
might  knock  MCI  out,”  he  said. 

However,  the  bottom  line 
shaping  customer  perception  will 
probably  be  the  MCI  employees 
with  whom  users  have  had  con¬ 
tact  rather  than  any  news  of  a 
squabble  between  the  rival  carri- 


IBM’s  FDDI  components,  accord¬ 
ing  to  Larry  Abbott,  the  space  sta¬ 
tion  system  development  man¬ 
ager.  “There  were  no  red  flags, 
and  we  were  definitely  looking 
for  them,”  Abbott  said. 

The  final  frontier 

“We’ve  already  completed  the 
preliminary  design  review  for  the 
IB.M  FDDI  hardware,  and  it  looks 
very  good,”  Lockheed’s  Ryland 
added.  “We  expect  to  achieve 
near  program  requirements  on 
the  first  try.  The  software  design 
review,  including  an  OSI-based 
network  operating  system,  is  set 
to  begin  next  month,”  he  said. 

The  Space  Station  Freedom 
will  be  launched  in  1995;  it  is  ex¬ 
pected  to  be  fully  manned  by  four 


ers,  Gonzalez  said. 

Brian  Moir,  counsel  for  the  In¬ 
ternational  Communications  As¬ 
sociation,  said  he  doubts  that  the 
lawsuit  will  make  users  hesitant 
about  working  with  MCI. 

“There’s  going  to  have  to  be 
evidence  of  a  lot  more  going  on 

—  particularly  practices  that  im¬ 
pact  the  business  user  community 

—  before  it  [makes  users  wary],” 
he  said. 

James  Blaszak,  counsel  for  the 
Ad  Hoc  Telecommunications  Us¬ 
ers  Group,  also  expressed  skepti¬ 
cism  that  the  lawsuit  would  have 
an  affect  on  large  users.  “I  sus¬ 
pect  it’s  going  to  be  hard  to  per¬ 
suade  [large  users]  that  some¬ 
thing  this'  blatant  has  actually 
happened,  and  I  suspect  they’re 
going  to  keep  an  open  mind.”  □ 


to  10  astronauts  a  year  later. 
Freedom’s  30-year  mission  is  to 
support  microgravity  and  low- 
gravity  experiments  and  to  gather 
information  about  long-term  hu¬ 
man  habitation  in  space. 

IBM  will  supply  NASA  with  all 
the  FDDI  network  components, 
including  bridges,  gateways,  fi¬ 
ber-optic  cable,  special  hybrid 
Personal  System/ 2  Model  80  ma¬ 
chines,  FDDI  network  interface 
adapters  and  ring  concentrators, 
according  to  Ryland  and  Abbott. 

The  FDDI  backbone  will  con¬ 
nect  about  a  dozen  IBM  Personal 
System/2s. 

These  machines  will  be  used 
by  the  astronauts,  who  will  each 
do  90-day  tours  of  duty.  The 
processors  can  also  operate  au¬ 
tonomously,  Ryland  said. 

The  processors  will  run  all  the 
specialized  applications  needed 
for  the  control,  maintenance  and 
management  of  the  space  station. 
Those  applications  require 
FDDI’s  lOOMbit/sec  bandwidth. 

Applications  include  Commu¬ 
nications  and  Tracking,  Opera¬ 
tions  Management,  Guidance,  Na¬ 
vigation  and  Control,  Thermal 
Testing,  and  Environmental  Con¬ 
trol  Life  Support  Systems. 

IBM  has  begun  preliminary 
discussions  with  Lynx  Real-Time 
Systems,  Inc.  to  use  its  LynxOS,  a 
real-time  OSI-based,  Unix-com¬ 
patible  operating  system,  said 
Ken  Rehm,  IBM’s  senior  engineer 
for  space  systems  applications. 

The  network  operating  system 
has  not  yet  been  determined.  So 
far  though,  IBM  is  using  Touch 
Communications,  Inc.’s  Touch/ 


OSI  as  the  network  operating  sys¬ 
tem  in  its  prototype  processors. 

The  Personal  System/ 2s  will 
be  linked  to  two  on-board  custo¬ 
mized  IBM  multipurpose  applica¬ 
tion  computers. 

“The  Communications  and 
Tracking  processor,  for  instance, 
will  perform  all  communications 
necessary  for  the  downlink  to 
earth  and  will  track  the  position 
and  movements  of  the  space  sta¬ 
tion,  while  the  Environmental 
Control  Life  Support  System  pro¬ 
cessor  will  keep  the  air  and  water 
flowing  to  maintain  life  support 
systems  for  the  astronauts,”  Ry¬ 
land  explained. 

Space  station  links 

All  of  the  specialized  applica¬ 
tions,  commands  and  files  vill  be 
downloaded  and  uploaded  via 
satellite  links  on-board  the  Space 
Station  Freedom  to  the  Space  Sta¬ 
tion  Control  Center  at  Johnson 
Space  Center  here. 

Completion  of  the  space  sta¬ 
tion  will  be  an  international  mis¬ 
sion,  Ryland  said.  About  70%  of 
the  funding  will  come  from  the 
U.S.  The  remaining  30%  will 
come  from  Japan’s  National  Ad¬ 
ministration  Space  Development 
Agency,  the  European  Space 
Agency  and  Canada’s  Space 
Agency. 

In  addition  to  its  onboard 
gravity  experiments,  the  space 
station  will  also  serve  as  the  sup¬ 
port  base  for  President  Bush’s 
new  space  programs  such  as  the 
planned  permanently  manned 
moon  base  and  manned  missions 
to  Mars.  □ 
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3Com  behind 
Microsoft/IBM 

continued  from  page  2 
and  core  services,  would  boost 
third-party  software  developers’ 
confidence  that  they  could  write  a 
single  version  of  an  application  to 
work  with  LAN  Manager  imple¬ 
mentations,  said  Eric  Benhamou, 
3Com’s  new  executive  vice-presi¬ 
dent  of  product  operations. 

“We  want  to  help  Microsoft  do 
with  LANManagerwhatitdidwith 
DOS,  which  is  develop  a  binary 
standard  that  is  completely  ac¬ 
cepted  by  the  industry,”  he  said. 

3Com  hopes  other  LAN  Man¬ 
ager  OEMs  will  join  the  effort, 
Benhamou  said. 


Eric  Benhamou 


Superservers 
a  threat 

continued  from  page  2 
to  have  to  get  into  that  business, 
but  the  question  is,  how  do  they 
do  it  without  shooting  themselves 
in  the  foot?”  said  Bruce  Lupatkin, 
a  senior  technology  analyst  at 
Hambrecht  &  Quist,  Inc.,  a  San 
Francisco-based  brokerage  firm. 

In  recent  months,  Compaq 
Computer  Corp,  as  well  as  start¬ 
ups  Auspex  Systems,  Inc.  and  Net- 
Frame  Systems,  Inc.,  have  un¬ 
veiled  superservers.  Industry 
analysts  said  these  offerings  will 
fill  a  void  in  the  local-area 
network  server  market  left  open 
by  personal  computers,  minicom¬ 
puters  and  mainframes. 

The  average  number  of  work¬ 
stations  supported  by  servers  to¬ 
day  is  15,  but  that  number  is  ex¬ 
pected  to  grow  to  40  by  1990, 
said  Nina  Burns,  vice-president  at 
Infonetics,  Inc.,  a  Santa  Clara, 
Calif -based  market  research  and 
network  equipment  testing  firm. 
This  trend,  coupled  with  the  move 
to  next-generation  LAN  operating 
systems  such  as  NetWare  386  and 
OS/2  LAN  Manager,  makes  clear 
the  need  for  superservers,  she 
said. 

“Users  will  purchase  new  op¬ 
erating  systems  to  create  larger 
networks,  and  they  need  more 
powerful  servers  to  make  these 
systems  complete,”  Burns  said  in 
a  recent  report  on  servers. 

Users  are  seeking  a  cost-effec¬ 
tive  ser\'er  that  is  powerful 
enough  to  handle  increased  traf¬ 
fic  on  their  LANs,  said  Hilly  Fuchs, 
director  of  information  systems 
development  at  Continental 
Grain  Co.  in  New  York.  Continen- 


A  Microsoft  spokesman  said 
his  firm  welcomes  3Com’s  sup¬ 
port.  “We’ve  had  a  solid  relation¬ 
ship  with  3Com  since  we  began 
working  on  LAN  Manager,”  he 
said.  “But  it’s  important  for  them 
to  reaffirm  this  publicly  so  that 
software  developers  will  write  ap¬ 
plications  for  LAN  Manager.” 

Living  up  to  expectations 

The  initial  version  of  3Com’s 
LAN  Manager  offering,  dubbed 
3  + Open,  did  not  live  up  to 
3Com’s  sales  expectations.  One 
reason  was  that  few  application 
developers  delivered  products  for 
use  with  3  + Open,  thus  provid¬ 
ing  little  incentive  for  users  to  buy 
it,  Benhamou  said.  But  3Com’s 


Les  Denend 


tal  Grain  is  currently  evaluating 
whether  to  install  Compaq’s  Sys- 
temPro  superserver  offering. 

“With  the  growing  need  for 
speed  and  power  on  LANs,”  he 
said,  “it’s  almost  as  if  you’ve  got 
to  stretch  to  find  a  reason  to  re¬ 
ject  using  a  superserver.” 

Sticking  with  tradition 

Computer  vendors  insist  their 
existing  offerings  already  pro¬ 
vide  the  benefits  promised  by  su¬ 
perservers.  Where  existing  prod¬ 
ucts  fall  short,  they  say  they 
merely  need  to  make  alterations, 
not  start  from  scratch  with  newly 
architected  products. 

“In  my  opinion,  it’s  not  a  new 
market,”  said  Joan  Ross,  man¬ 
ager  of  server  marketing  for 
DEC’S  Entry  Systems  Business. 

She  said  DEC  offers  a  range  of 
servers,  as  well  as  microcomput¬ 
ers  and  minicomputers  that  can 
be  used  as  servers,  to  support  us¬ 
ers’  rapidly  expanding  LANs.  DEC 
also  offers  a  wider  selection  of  ap¬ 
plication  software  and  has  a  larg¬ 
er,  more  experienced  support 
team  than  any  of  the  so-called  su¬ 
perserver  vendors,  she  said. 

Still,  given  the  stir  created  by 
the  recent  superserver  announce¬ 
ments,  Ross  conceded  that  DEC 
might  need  to  do  a  better  job  of 
positioning  itself  as  a  supplier  of 
competitively  priced  servers. 

Last  fall,  IBM  gave  a  glimpse  of 
how  it  may  satisfy  user  demand 
for  more  powerful  network 
servers  at  a  demonstration  at  the 
Comdex/Fall  ’89  show  in  Las  Ve¬ 
gas.  The  company  showed  off  a 
dressed-up  version  of  its  Intel 
Corp.  80386-based  Personal  Sys¬ 
tem/2  Model  80  microcomputer 
running  as  a  superserver  (“Ven- 


3  + Open  Version  1.1  is  selling 
much  better. 

“We  expect  this  move  to  result 
in  one  less  inhibitor  to  the  growth 
of  the  market,”  he  said.  “When¬ 
ever  you  have  clear  standards, 
[application  program  interfaces] 
and  convergence  of  multiple  ven¬ 
dors,  it’s  a  more  conducive  envi¬ 
ronment  for  application  develop¬ 
ment.  It  reduces  the  risk  ultimate¬ 
ly  to  the  users.” 

Carla  Marcinowski,  a  senior 
marketing  manager  at  Lotus  De¬ 
velopment  Corp.  in  Cambridge, 
Mass.,  agreed. 

“If  we  can  cut  down  on  devel¬ 
opment  and  quality  testing  be¬ 
cause  there  is  a  single  version  of 
LAN  Manager,  we  should  be  able 
to  bring  products  to  the  market 
faster,”  Marcinowski  said.  Lotus’ 
1-2-3  Release  3  server  and  node 
editions  work  with  both  IBM’s 
LAN  Server  and  3Com’s  3  +  Open 
products. 

New  lineup 

3Com  also  announced  the  re¬ 
duction  of  its  executive  board 
from  11  members  to  four.  The 
new  committee  includes  William 
Krause,  3Com’s  chairman  and 
chief  executive  officer,  as  well  as 
Benhamou,  Robert  Finocchio  Jr. 
and  Les  Denend,  who  were  all 
named  executive  vice-presidents. 


dors  wage  PC  bus  war  on  LAN  su¬ 
perserver  front,”  NW,  Nov.  20, 
1989). 

But  that  demonstration 
doesn’t  mean  IBM  plans  to  posi¬ 
tion  its  Personal  System/ 2  as  a 
superserver,  said  Warren  Peake, 
senior  product  administrator  for 
LAN  marketing  at  the  computer 
maker’s  Atlanta  office.  He  de¬ 
scribed  the  Personal  System/ 2  as 
a  possible  platform. 

“If  our  customers  demand 
high-performance  servers,  we 
will  participate  in  that  market,” 
Peake  said.  “But  the  marketplace 
is  just  beginning  to  unfold.” 

“IBM  is  hardly  ever  the  first  to 
get  into  a  market,”  said  Gary 
Kwok,  vice-president  for  sales 
and  marketing  at  LanQuest 
Group,  a  San  Jose,  Calif. -based 
systems  integration  and  product 
testing  firm.  “They  usually  see 
what  the  market  trend  is,  then  put 
all  the  horses  in  there.” 

Richard  Villars,  an  analyst  at 
International  Data  Corp.,  a  Fram¬ 
ingham,  Mass. -based  market  re¬ 
search  firm,  said  IBM,  as  well  as 
other  traditional  computer  mak¬ 
ers,  will  not  change  their  product 
lines  drastically  to  compete. 

“They’ll  respond  with  repack¬ 
aged  versions  of  their  current 
products,”  he  said. 

While  most  analysts  agreed 
with  Villars,  they  said  users  prob¬ 
ably  won’t  be  satisfied  with  re¬ 
configured  products. 

“Souping  up  existing  comput¬ 
ers  makes  users  skeptical,”  said 
John  Cellini,  principal  with  JVC 
Technologies,  Inc.,  a  Wayne,  Pa.- 
based  systems  integrator.  “They 
see  superservers  designed  from 
the  ground  up  to  be  more  reliable 
than  souped-up  products.  To  be 


Robert  Finocchio  Jr. 


In  his  role  as  executive  vice- 
president  of  product  operations, 
Benhamou  becomes  responsible 
for  all  3Com  product  develop¬ 
ment,  product  marketing  and 
manufacturing. 

Finocchio  was  named  execu¬ 
tive  vice-president  of  field  opera¬ 
tions.  In  this  position,  he  has  re¬ 
sponsibility  for  3Com’s  world¬ 
wide  marketing,  sales  and 
services. 

3Com  appointed  Denend  its 
executive  vice-president  of  cor¬ 
porate  operations.  He  is  respon¬ 
sible  for  3Com’s  in-house  fonc- 
tions.  □ 


successful  in  this  market,  you 
have  to  offer  a  whole  different  en¬ 
gineering  technology.” 

In  addition,  traditional  ven¬ 
dors  would  have  difficulty  enter¬ 
ing  the  superserver  market  in  a 
timely  fashion  because  they  are 
restricted  by  their  proprietary  ar¬ 
chitectures  and  product  develop¬ 
ment  operations,  Cellini  said. 

“Small  companies  [such  as 
NetFrame  and  Auspex]  are  more 
able  to  change  as  the  market 
changes,”  he  said. 

“I  don’t  believe  IBM,  DEC  and 
other  traditional  manufacturers 
are  going  to  switch  [to  super¬ 
servers],”  he  added.  “They’re  go¬ 
ing  to  ride  this  out  and  lose  a  big 
share  of  that  market.” 

Some  observers  said  IBM  and 
others  may  be  hesitant  to  join  the 
superserver  fray  for  fear  of  canni¬ 
balizing  sales  of  their  minicom¬ 
puters.  These  vendors  would 
rather  sell  general-purpose  mini¬ 
computers,  which  have  better 
profit  margins,  than  offer  a  su¬ 
perserver  that  sells  for  much  less. 

“It’s  just  a  question  ofwhether 
IBM  is  going  to  take  [away  Appli¬ 
cation  System/400  sales  from  it¬ 
self]  or  give  the  sales  to  some¬ 
body  else,”  Burns  said. 

By  the  time  computer  vendors 
figure  out  whether  they  want  to 
enter  the  superserver  market 
with  new  offerings  or  remarket 
their  existing  products,  the  early 
superserver  vendors  will  have 
grabbed  a  market  lead,  said  Jeff 
Hudson,  vice-president  of  sales 
and  service  at  NetFrame. 

“By  the  time  they  enter  the 
market,  we  will  have  gained  a 
competitive  edge  and  we’ll  be  in¬ 
troducing  improved  server  prod¬ 
ucts,”  Hudson  said.  □ 


AT&T  fUes 
custom  plan 

continued  from  page  5 
commit  to  long-term  contracts  or 
assure  AT&T  that  they  will  gener¬ 
ate  high  volumes  of  traffic.  AT&T 
will  waive  a  $30,000  SDN  service 
establishment  charge  for  custom¬ 
ers  that  can  show  that  their  usage 
for  the  previous  year  exceeded 
150,000  minutes  per  month.  The 
carrier  will  also  waive  a  $545  fee 
for  Megacom  orders  for  the  same 
level  of  prior  usage. 

Fees  waived 

AT&T  will  also  waive  initial 
dedicated  access  local  channel  in¬ 
stallation  charges,  special  access 
line  grouping  charges  and  private 
network  interface  charges  for 
customers  that  commit  to  at  least 
a  one-year  contract.  Contracts 
can  be  written  for  up  to  five  years, 
during  which  time  AT&T  guaran¬ 
tees  that  rates  won’t  increase. 

AT&T  hopes  to  sell  SCS  to 
state  governments,  which  would 
coordinate  the  state  agencies  and 
universities  interested  in  joining 
the  network,  said  Carol  Passa- 
vant,  district  manager  for  indus¬ 
try  marketing  at  AT&T. 

The  plan  originally  filed  for 
Michigan  is  similar  to  the  SCS  of¬ 
fer,  but  Passavant  said  she 
doesn’t  think  users  will  have  any 
trouble  figuring  out  which  service 
to  choose.  AT&T  originally  ex¬ 
pected  to  offer  the  Michigan  deal 
only  in  the  one  state  and,  there¬ 
fore,  the  network  was  optimized 
for  those  users. 

“The  Michigan  service  is  only 
generally  available  because  the 
FCC  insisted  on  it,”  Passavant 
said,  “''^e  didn’t  agree  with  the 
need  to  [make  it  available  to  oth- 


X  he  Michigan 
service  is  only  generally 
available  because  the 
FCC  insisted  on  it.” 

▲  AA 


er  states,]  but  we  went  ahead  and 
did  it  for  the  benefit  of  the  cus¬ 
tomer. 

“But  we  believe  that  for  states 
in  general,  the  State  Calling  Ser¬ 
vice  will  be  a  better  service,”  Pas¬ 
savant  said. 

Even  though  the  per-minute 
prices  for  on-net  calls  are  slightly 
less  expensive  in  the  Michigan  of¬ 
fer  than  in  SCS,  Passavant  said  the 
typical  state  user’s  traffic  pattern 
would  yield  a  larger  discount  un¬ 
der  SCS. 

Also  SCS  has  several  features 
not  found  in  the  Michigan  plan  — 
integrated  discounts  on  intra¬ 
state  calls,  slightly  bigger  dis¬ 
counts  on  international  calls,  a 
feature  that  allows  users  to  be 
charged  on-net  rates  for  0  +  calls 
made  from  off-net  phones,  and 
the  addition  of  discounted  Mega¬ 
com  service.  □ 
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HP  builds  on  client/server  architecture 


_  Hewlett-Packard  Co.'s  new  line  of  HP  3000  minicomputers  come  | 
configured  as  servers  with 
NewWave  System  Services, 


..Networking  Services  and 
Server 

^software. 


GRAPHIC  BY  SUSAN  J.  CHAMPENY 


HP  also  released  VPLUS/ 
Windows  for  client  worksta¬ 
tions,  which  off-loads  screen 
management  and  forms 
.  get>eration  tasks  from  the 

'server  and  enables  users  to  customize  screen' 
I  for  3000-based  applications. 


Farming  out  nets 
triggers  issues 

continued  from  page  4 

Employees  would  be  compen¬ 
sated  according  to  their  job  clas¬ 
sification  and  how  long  they  had 
been  at  the  company,  according 
to  Gary  Biddle,  vice-president  of 
information  and  systems  tech¬ 
nology  at  American  Standard. 

The  compensation  ranged 
from  two  months’  to  a  year’s  pay 
and  was  contingent  upon  the  em¬ 
ployees  staying  until  the  last  day 
of  operation. 

Because  of  these  steps,  Ameri- 


Aou  have  to  give 
people  a  good  financial 
incentive  to  stay,” 
Biddle  said. 
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can  Standard  lost  only  two  people 
in  the  1 6  weeks  it  took  to  farm  out 
the  operations. 

“You  have  to  give  people  a 
good  financial  incentive  to  stay,” 
Biddle  said.  “What  works  is  noth¬ 
ing  else  but  dollars.” 

Henry  Pfendt,  director  of  In¬ 
formation  Technology  Services 
at  Eastman  Kodak  Co.,  said  it’s 
important  to  be  honest  with  em¬ 
ployees  from  the  start  and  reas¬ 
sure  them  that  a  decision  to  farm 


out  networking  functions  is  not  a 
reflection  of  poor  work  on  their 
part. 

Kodak  is  in  the  process  of 
transferring  more  than  600  em¬ 
ployees  to  MCI,  IBM  and  Digital 
Equipment  Corp.  in  the  wake  of 
three  separate  agreements  to  job 
out  management  control  of  its 
data  center  and  communications 
facilities  (see  “Kodak  turns  nets 
over  to  IBM  and  DEC,”  page  1 ). 

While  employees  were  initial¬ 
ly  shocked  and  unhappy  about  the 
decision,  few  have  left  and  almost 
all  have  agreed  to  accept  posi¬ 
tions  in  the  vendor  companies, 
Pfendt  said. 

“We  told  our  people  they  had 
done  an  outstanding  job  and  that 
our  decision  wouldn’t  hurt  them 
financially  or  professionally,” 
Pfendt  said.  “We  said  the  com¬ 
pany  simply  didn’t  want  to  be  in 
the  business  [of  running  net¬ 
works  or  data  centers]  and  asked 
for  their  cooperation.” 

To  ensure  a  smooth  transition, 
Kodak  put  managers  through  in¬ 
tensive  three-day  training  pro¬ 
grams  on  negotiating  partnership 
agreements. 

Moreover,  many  members  of 
the  vendor  companies  also  at¬ 
tended  the  training  programs 
along  with  the  people  from  Ko¬ 
dak. 

“We  didn’t  want  adversaries; 
we  wanted  allies,”  Pfendt  said. 
“We  found  that  getting  people  to 
bump  shoulders  fostered  mutual 
trust  and  teamwork.  All  of  a  sud¬ 
den,  Kodak,  DEC  and  IBM  blurred 
into  one.”  □ 


HP  rolls  out  RISC 
servers,  software 

continued  from  page  1 

Off-loading  these  tasks  to  the 
microcomputer  preserves  pro¬ 
cessing  cycles  on  the  server  and 
enables  the  server  to  support 
more  users,  he  said. 

Server  lineup 

The  new  server  line  consists  of 
10  HP  3000  minicomputers  that 
run  HP’s  MPE/XL  operating  sys¬ 
tem  and  one  HP  9000  that  runs 
HP-UX,  HP’s  version  of  Unix. 

Each  of  the  new  HP  3000 
servers  comes  bundled  with  an 
Ethernet  adapter  board,  as  well  as 
HP’s  NewWave  System  Services, 
Networking  Services  and  its  new 
VPLUS/Windows  Server  soft¬ 
ware. 

Networking  Services  includes 
OfficeSbare  server  software, 
which  is  an  MS-Net-based  LAN  op¬ 


erating  system  that  supports  mi¬ 
crocomputers  running  Office- 
Share  client  software.  HP  plans  to 
release  this  spring  a  version  of 
Networking  Services  that  sup¬ 
ports  its  version  of  3Com  Corp.’s 
3+  Open  and  Microsoft  Corp.’s 


LAN  Manager. 

Networking  Services  also  sup¬ 
ports  HP’s  microcomputer-based 
NetWare  gateway  software, 
which  enables  microcomputers 


on  a  Novell,  Inc.  NetWare  LAN  to 
access  HP  3000-based  servers. 

NewWave  System  Services  en¬ 
ables  LAN-attacbed  microcom¬ 
puters  to  use  an  electronic  mail 
package  running  on  an  HP  3000- 
based  server  to  access  HP  3000- 


resident  files  and  peripherals. 

The  HP  9000-based  server  is 
bundled  with  HP’s  Network  File 
System  Services,  HP’s  ARPA  Ser¬ 
vices  and  X/Wmdows  software 
packages,  plus  an  Ethernet 
adapter  board. 

The  software  links  the  HP 
9000  to  Transmission  Control 
Protocol/Internet  Protocol  nets. 

HP  said  it  is  hoping  the 
VTLUS/ Windows  software  will  set 
its  servers  apart  from  the  compe¬ 
tition. 

The  new  package  builds  on 
HP’s  existing  VTLUS  software, 
which  runs  on  HP  3000s  and  en¬ 
ables  software  developers  to 
build  a  consistent  user  interface 
for  multiple  HP  3000-based  ap¬ 
plications. 

VTLUS/Windows  tvill  enable 
users  to  move  those  functions  off 
HP  3000  servers  to  microcomput¬ 
ers  by  simply  recompiling  tbeir 
existing  HP  3000-based  applica¬ 
tions. 

This  will  give  microcomputer 
users  more  functionality  than  a 
simple  terminal  emulator  when 
accessing  HP  3000-based  appli¬ 
cations  and  data.  “While  it’s  or¬ 
ders  of  magnitude  beyond  a  ter¬ 
minal  emulator,  functionally, 
that  is  what  VTLUS/Windows  is 
doing,”  Cameron  said. 

IBM  offers  a  product  that  is  si¬ 
milar  to  VTLUS/Windows  called 
Easel  for  Operating  System/2  Ex¬ 
tended  Edition.  Running  on 
OS/2-based  microcomputers,  the 
product  accepts  IBM  3270  data 
screens  downloaded  from  an  IBM 
host  to  an  OS / 2-based  microcom¬ 
puter  emulating  an  IBM  3270  ter¬ 
minal. 

Those  screens  are  then  dis¬ 
played  by  Microsoft’s  Presenta¬ 
tion  Manager.  Like  Easel,  with 
VTLUS/Windows,  the  HP  server  is 
only  transferring  data  over  the 
LAN  to  the  microcomputer,  which 
creates  a  screen,  plugs  data  into 
the  appropriate  fields  and  dis¬ 
plays  the  results  in  windows  on 
the  microcomputer  monitor. 

The  HP  3000  server  line 
ranges  in  price  from  $35,000  to 
$485,000,  depending  on  configu¬ 
ration.  The  HP  9000  server  costs 
$84,500. 

Purchased  stand-alone,  the 
VTLUS/Windows  server  software 
ranges  from  $1,000  to  $9,800; 
VTLUS/Windows  client  software 
costs  $150.  □ 


Network  World  Advertising  Sales  Offices 

BOSTON 

CHICAGO 

LOS  ANGELES 

Donna  Pomponi,  District  Manager 

Don  F.  Mahimeister,  Midwest  Regional  Manager 

Dana  McCarron,  District  Manager 

16 1  Worcester  Road 

10400  West  Higgins  Rd.,  Suite  300 

1 8008  Sky  Park  Cir.,  Suite  145 

Framingham,  Mass.  01701 

Rosemont,  111.  to018 

Irvine,  Calif.  927 14 

(508)  875-6400 

(708)  297-8855 

(714)250-.3006 

NEW  YORK 

SAN  FRANCISCO 

PRODUCT  CUSSIFIED  ADNERTISING 

Paul  Bonington,  District  Manager 

Chris  Clyne,  Western  Regional  Manager 

Joan  Bayon  Pinsky,  Sales  Director/ 

365  W.  Passaic  St. 

Sandra  Kupiec,  District  Manager 

Product  Classiried 

Rochelle  Park,  NJ.  07662 

2083  Landings  Drive 

l6l  Worcester  Road 

(201)587-0090 

Mountain  View,  Calif.'  94043 

Framingham.  Ma.ss.  01701 

(415)691-0510 

(508)875-6400 

NEW  lERSEY/PHlLADELPHlA 

ATLANTA 

Susan  Egan,  Account  Executive/ 

Joan  Daly,  Eastern  Regional  Manager 

Bill  I^rry,  District  Manager 

Pacific  &  Mountain 

365  W.  Passaic  St. 

1 400  Lake  Hearn  Dr.,  Suite  330 

18008  Sky  Park  Cir.,  Suite  145 

Rochelle  Park,  N.j.  07662 

Atlanta,  Ga.  30319 

Irvine,  Calif.  92714 

(201)587-0090 

(404)  394-7509 

(714)250-3006 

RECRUITMENT  ADVERTISING 

LIST  RENTAL  SALES 

Barbara  Hill 

Kevin  Normandeau 

l6l  Worcester  Road 

List  Rental  Sales  Coordinator 

Framingham,  Mass.  01701 

P.O.Box9151 

(508)875-6400 

Framingham,  Mass.  01701-9151 
(508)  875-6400 

Network  World  Publishing/Inc. 

An  IDG  Communications  Company 

Gary).  Beach/President 

Paul  McPherson/Director  of  Advertising  Sales 

Network  World  Publishing  Headquarters:  161  Vforcester  Road,  Framingham,  Mass.  0I70I,  Phone:  (508)  875-6400,  Telex:  95-1153,  FAX:  (508)  820-3467 

Evilee  Lasker  Pam  Vhlentinas  Karen  Wallace  Barbara  Hill 

Marketing  Manager  Manager/Marketing  &  Sales  Operations  National  Account  Supervisor  Classifled  Account  Coordinator 

Richard  Priante 

Renee  Visconti 

Jim  Pemock 

Circulation  Director 

Fulfillment  Supervisor 

Customer  Service  Representative 

Robert  W.Wescott 

Leigh  Hometh 

Ann  Finn 

Distribution  Manager 

Vice  President  of  Manufacturing 

Production  Manager 

IDG  Communications/Inc. 

Patrick).  McGovern 

Axel  Leblois 

William  R.  Murphy 

Board  Chairman 

Chief  Executive  Officer 

Vice-President  Finance 

Network  Worldisi  publication  of  IDG  Communications,  the  world's  largest  publisher  of  computer-related  information.  IDG  Communications  publishes  over  90  computer  publications  in  33  countries.  Fourteen  million  people  read  one  or  more 

IDG  Communications  publications  each  month.  IDG  Communications  publications  contribute  to  the  IDG  News  Service  offering  the  latest  on  domestic  and  international  computer  news.  IDG  Communications  publications  include:  ARGENTINA'S 
Computerworld  Argentina:  ASIA'S  Communications  World,  Computerworld  Hong  Kong,  Computerumrld  SouthEast  Asia,  PC  Review;  AUSTRAllA'S  Computerworld  Australia,  Communications  World,  Australian  PC  World, 

Australian  Macworld;  AUSTRIA'S  Computerwell  Oeslerrelch;  BRAZIL'S  DataNews,  PCMundo,  Micro  Mundo;  CANADA'S  Computer  Data:  CHILE'S  Informatica,  Computacion  Personal;  DENMARK'S  Computerworld  Danmark,  PC 

World  Danmark  CAD/CAM  world;  HNALAND'S^rfi^ro  Ttetovitkko;  Monde  Injormatique,  Distributique,  InfoPC,  Telecoms  International;  Computer  Age;  HUNCiAKY’N  Computenvorld  S/T,  PC  Mtkrorilag; 

INDIA'S  Dataquest,  PC  World  India;  ISRAEL’S  People  &  Computers  Weekly.  People  &  Computers  Weekly.  SBM  Monthly;  ITALVS  Computerworld  Italia;  JAPAN’S  Computerworld  Japan,  Semicon  News;  MEXICO'S  Computeruforld 

Mexico,  PC  Journal;  THE  NETHERUNDS'  Computerworld  Netherlands,  PC  World  Benelux,  NEW  ZEALAND'S  Computerworld  New  Zealand;  Computerworld  NOrge,  PC  World  Norge;  PEOPLE'S  REPUBLIC  OF  CHINA'S  China 

Computerworld.  China  Computerworld  Monthly;  SkVDl  ARABIA'S  Computer  News;  SOmH  KOREA'S  Computerworld  Korea,  PC  tPorWAorea;  SPAIN'S  CIMWORLD,  Computerworld  Espana,  Commodore  World,  PC  World 

Espana,  Comunicaclones  World;  SWEDEN'S  Computer  Sweden,  MikroDatorn.  Svenska  PC  World;  SWITZERLAND'S  Computerworld  Schweiz;  UNITED  KINGDOM'S  Computer  News,  ICl  Today,  LOTUS,  PC  Business  World:  UNITED 
STATE'S  Amiga  World,  CD-ROM  Review,  CIO  Computer  Current,  Computerworld,  Digital  News,  Federal  Computer  Week,  80  Micro,  FOCUS  Publications,  InCider,  Infoworld,  Macintosh  Today,  Macworld,  Computer  -f  Sojiware 
News  (Micro  Markelworld/lebhar-frledman),  Network  World,  PC  Utter,  PC  World,  Portable  Computer  Review,  Publish!,  PC  Resource,  Run;  VENEZUELA'S  Computerworld  Venezuela;  WEST  GERMANTS  Computerwocbe, 

Information  Management,  PC  Welt,  PCWocbe,  Run/Run  Spectats. 

NETWORK  WORLD  ‘JANUARY  15,  1990 

63 


H  P  said  it  hopes  the  VPLUS/Windows  software 
will  set  its  servers  apart  from  the  competition. 
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In  1985,  tlie  IBM’Cabling  System  supported 
Terminal  to  mainframe  centralized  processing. 
In  1989^.the  same  system  allows  easy  migra¬ 
tion  Id  LANs,  especially  lb  Ring.  In  the 
futgrerihbl^  Gabling  Syst^  will  continue 
to  be  the  EeM  choice  for  high  speed  Ibken  Ring 
^ and, provide  easy  migration  to  FDDI. 


Anixter  has  your  wiring  system  solution  ready 
for  immediate  delivery,  whether  your  project 
calls  for  wiring  the  AS400,  3X70,  or  Token 
Ring.  Call  us  today  and  invest  in  the  future. 
We  believe  your  building  wiring  system  is  an 
important  asset  to  your  company. 


Anixter  is  an  authorized  distributor  of  the  IBM  Cabling  System 


Wiring  Systems  Specialists 

,  •  Voice  •  Video  •  Data  •  Power _ 

CORF’ORATE  HEADQUARTERS;  ANIXTER  BROS.,  INC.,  4711  Golf  Road.  Skokie,  IL  60076  (708)  677-2600  —  Telex  289464 


See  the  FAXNeT  Form  on  Page  #59 


3270  Centralized  Processing 
IBM  Cabling  System 


Token  Ring 
IBM  Cabling  System 


,.-7.  >. 

Your  investment  in  the  IBM  Cabling  System 
will  pay  dividends  far  into  the  future. 


